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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. Tt 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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(To the World's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Frank- 

linville, N. Y., 1904; The Office Appliance Journal, Chicago, 

1905; Business Equipment Journal, Chicago, 1908; Office Out- 

fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


John A. Gilbert, President; Charles H. Everly, Vice-President, C. F. Malatesta, 
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Phone Ashland 4-8319. 


Vol 74 ~ Gish, F908 — Fe 
he ealures 


Proper Distribution of Duties Raises Efficiency, 

PTOUMCIS SRIO6 goo pincins cas 11 
Sell More Portable Typewriters by Turning the Renters 

into Buyers .. 13 
Building a Sure- Fire Mailing List. 14 
Chartography as a Visual Office Appliance Retailing Aid 15 
Visible Records Test Sales Skill But Have Unlimited 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 


$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscrips will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D.C. 


f{COPYRIGHT. Contents 
covered by Copyright, 1941, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc. 56 
Ace Fastener Corp. 95 
Acme Visible Records, Inc. 83 
Adams, Henry T., Mfz. Co. 98 
Aigner, G. J., Co. 95 
Allen & Co. 198 
Allen-Wales Add. Mach. Corp...207 
Allied Carbon & Ribbon Corp...205 
All-Steel Equip Co., Inc.....148, 149 
American Can Co. 58 
Amer. Number. Machine Co. 204 
American Photo Laboratories... 96 
Amer. Writing Machine Co. 62 
Ames Supply Co. 105 
Anderson-Hickey Co., Inc. 207 
Artility Metal Products, Inc.....158 
Art Metal Construction Co. 119 
Art Steel Co.. 205 
Automatic File & Index Co. 103 
Automatic Pencil Sharpener 
Div. 103 
Autopoint Company 89 
B 
Bankers Box Co. 94 
Bankers & Merchants Stamp 
Wks. 108 
Barkley, C. L., & Co. 97 
Bassick Company 177 
Bates Mfg. Co. 159 
Bentson Mfg. Co. 188 
Better Packages, Inc. 207 
Bickett, L. M., Co. 164 
Blaisdell Pencil Co. 166 
Bolens Products Co.. 167 
Boorum & Pease Co. 199 
Bright Chair Co. 160 
Bristow, Stanley R. 204 
British Stationery Exporter 206 
Browne-Morse Co. ..206 
Brush-Punnett, Inc. 204 
c 
Clarotype Co., The 206 
Clemco Desk Mfg. Co. 86 
Codo Mfg. Corp...... ; 94 
Cole Steel Equipment Co. 125 
Collier-Keyworth Co. 196 
Columbia Rib. & Car. Mfg. Co...161 
Columbia Steel Equip. Co. 185 
Cook, The H. C., Co. 198 
CopyRight Mfg. Corp. 168 
Corona Typewriter 55 
Corry-Jamestown Mfg. Corp.....131 
Cotterman, I. D. 107 
Cramer Posture Chair Co. 204 
Cushman & Denison Mfg. Co.....191 
D 
Daco Card & Index Co. 205 
Darnell Corp., Ltd. 205 
Dawn Mfg. Corp., The 175 
Dayton Stencil Works 207 
Dennison Mfg. Co. 187 
Dick, A. B., Co. 51 
Dictaphone Corp. 151 
Diebold Safe & Lock Co. 174 
Doppelt, Charles, & Co. 96 
Downey, C. L., Co. 172 
E 
Eaton Paper Corp. 171 
Ehrlich Upholstery Works 172 
Elliott-Fisher............ Back Cover 
Esterbrook Pen Co., The 171 
Ezykept Co. 207 


through the journal. 


F 
Fair Furniture Co. 
Fritz-Cross Co. 
Fulton Specialty Co. 
G 
General Die & Stamping Corp. 
General Fireproofing Co., 


The 64, 


Gits Molding Corp. 
Globe-Wernicke Co., 
Graff, Geo. B., Co. 
Gregory Fount-O-Ink Co. 
Guide System & Supply Co. 
Gunlocke, The W. H., Chair Co. 
Gunn Furniture Co. 


The......61, 


H 
Hall-Welter Co., Inc. 
Hanson Seale Co. 
Harding, Milo, Co. 
Harriman-Welts Products 
Harter Corporation, The 
Heyer Corporation, The 
Higgins, Chas. M., Ink Co., 

Ine. ‘ 

High Point Bndg. & Chair Co. 
Hileo Corp. 
Hotchkiss Sales Co. 


Co. 


i 
Imperial Desk Co. 
Imperial Mfg. Co. 
Imperial Methods Co. 
Indiana Cash Drawer Co. 
Indiana Desk Co. 
Industrial Tape Corp. 
Inkograph Co. 
Ink Specialties Co., Ine. 


J 
Jasper Chair Co. 
Jasper Office Furn. Co. 
Jasper Seating Co. 
Johnson Chair Co. 


120, 


K 
Keen Mfg. Co. 
Kellogg, A. W., Sales Co. 
Kewaunee Mfg. Co. 
Kilian Mfg. Corp. 


195 
175 


191 


204 


65 
109 
173 
122 
200 
178 
147 
118 


175 
108 
205 
205 
150 


209 


183 
201 
106 
186 


108 
207 
192 


202 


L 
Leopold Co. 190 
Little, A. P., Ine. 192 
M 
Manifold Supplies Co...... 53 


Marble, The B. L., Chair Co. 27 


Markilo Co. ............ 108 
Masco Corp. ...............-.-- 204 
Mashek, Frank, & Co.. 109 
Meilicke Systems, Inc. 108 
Melind, Louis, Co. 104 
Metal Office Furniture Co. 208 


Metal Specialties Mfg. Co. 99 


Metalstand Co. .......... 207 
Meyer & Wenthe, Inc. 107 
Miami Systems Corp., The 128 
Michigan Desk Co. 152 
Midwest Naturlite Co. . 97 
Mimeograph, The 51 
Mittag & Volger, Inc. 170 
Monroe Calculating Mach. Co... 75 
Moore Push-Pin Co. 203 
Morris, Bert M., Co. 65 
Mosler Safe Co., The 54 
Multipost Co. 188 
Murphy Chair Co. 169 
Mutschler Bros. Co. 196 
Myrtle Desk Co. 194 
N 
Nagel-Chase Mfg. Co., The 109 
National Blank Book Co 153 
Nat’] Brief Case Mfg. Co 1014 
Neidich Process Div. 202 
New Indiana Chair Co. 180 
Niemann, Inc. ss 
Noreor Mfg. Co. 183 
0 
Oakville Co., Div. Scovill 157 
Office Mgmt. Assn. of Chgo 179 


Old Town Rib. & Car. Co. 
133-144 inclusive 

Oxford Filing Supply Co. 193 
Pp 

Pacific Cb. & Ribbon Mfg. Co...163 

Paper Container Mfg. Co. 102 

Paramount Products Co. 168 

Parker Pen Co., The 123 


Peerless Key-Imperial Mfg. Co...182 





















THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 


this bureau calls upon 


turers. 








hey do, however, offer their services in resolving any disagreements which result from relations established 


Peerless Steel Equip. Co. 197 
Pelouze Mfg. Co. 107 
Phillips Process Co., Ine.....180, 187 


Photo Materials Co. 99 


Polar Mfg. Company 156 
Postindex, Div. Art Metal Con- 
struction Co. 119 
Preferred Products 207 
Prevue-Radsell Co. 107 
Pronto File Corp. 125 
Q 
Quality Park Envelope Co. 82 
RK 
Rand McNally & Co. 109 
Rex-O-Graph, Inc. 176 
Rite-Rite Mfg. Co. 107 
Rivet-O Mfg. Co. 206 


Roberts Numbering Mach. Co...200 


Rockwell-Barnes Co. 105 

Ross Laboratories 106 

Royal Typewriter Co. 57 
Ss 

St. Johns Table Co. 179 

Sanford Ink Co. 102 

Schwab Safe Co., The 184 


Security Steel Equip. Corp...154, 155 


Sengbusch §S. Cl. Inkstand Co...146 
Service Industries, Inc. 108 
Shaw Walker Co. 129 
Sheaffer, W. A., Pen Co....... 59 
Sheppard, C. E., Co. 197 
Sherman-Manson Mfg. Co. 106 
Shipman-Ward Mfg. Co. 106 
Sikes Co., Ine., The 63 
Sloane, W. & J. 117 
Smith, L. C., & Corona Type- 
writers, Inc. , 55 
Southworth Co., The 160 
Speed Key Mfg. Co. 206 
Speed-O-Print Corp. .. 84 
Speed Products Co. 189 
Standard Record Co. 184 
Stark Calendars, Inc. 104 
Stewart-Luhn Co. ...130 
Storms, H. M., Co. ...190 
Sturgis Posture Chair Co. 165 
Sun Rubber Co., The 167 
Sundstrand.. Back Cover 
, 
Technygraph, The 164 
Toledo Metal Furniture Co. .162 
Triner Scale & Mfg. Co. 104 
Tuch-Rite Corp., The 176 
U 
Underwood Elliott Fisher 
Back Cover 
Union Rubber & Asbestos Co.....204 
U. S. Typewriter Ribbon Mfg. 
Co. 201 
V 
Vail Mfg. Co. 85 
Van Dyke Industries 92 
Veit Mfg. Co. 74 
Victor Safe & Equipment Co.. 
113, 114, 115, 116 
Visible Records Equipment Co...105 
w 
Wabash Cabinet Co., The 124 
Walz Mfg. Co. 106 
Warshaw Mfg. Co. 196 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Wilson-Jones Co. 93 
Y 


Yawman and Erbe Mfg. Co. 181 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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File Boxes, Collapsible Corrugated 
Bankers Box Co. aa 
Barkley, C. L., & Co... 
Globe-Wernicke Co., The...... 





Guide System & Supply Co. 17 
Oxford Filing Supply Co. ...193 
Pronto File Corp. i 125 
Weis Mfg. Co.. . 67, 68, 69, 70 
File Boxes, Metal 
Adams, Henry T., Mfg. Co. 9x 
All-Steel-Equip. Co. 148, 149 
Art Metal Construetion Co. 119 
Art Steel Co. 205 
Cole Steel Equipment Co. 125 
Corry-Jamestown Mfg. Corp. 131 
Globe-Wernicke Co., The ...61, 173 
Peerless Steel Equip. Co. STAs 
Pronto File Corp. REE: 125 
Rockwell-Barnes Co, ............... cee OS 
Shaw-Walker Co : ~-139 


Victor Safe & Equip, “Co. saileniaa 
118, 114, 115, 116 
Weis a 67, 68, 69, 70 


Filing Cabinet Bali 4 Roller Bearings 
Kilian Mfg. Corp hcinenletiindihienba 202 


Filing Cabinets, Insulated 
Mosler Safe Co., The......... 
Shaw-Walker Co. .............. “139 
Victor Safe & Baulp, Co.. 

specniieaip ...118, 114, 115, 116 


Filing Cabinets, Metal 
All-Steel-Equip. Co... 
Anderson-Hickey Co, .... 
Art Metal Construction Co. 
Art Steel Co = 
Automatic File ‘& Index Co.. 
Bentson Mfg. Co.. 
Browne-Morse Co. ... 
Cole Steel Equipment. Co. 
Columbia Steel Equip. Co... 
Corry-Jamestown Mfg. Cor 
General Fireproofing Co., 
Globe-Wernicke Co., The... 
Metal Office Furn. Co... 
Peerless Steel Equip. Co... 
Pronto File Corp... : 
Security Steel Equip. Corp... 
Shaw-Walker Co. 

Victor Safe & Equip. “Co... 
tel 118, 114, 115, 116 
Yawman and Erbe Mfg. Co..: 181 


Filing Cabinets, Wood 
Globe-Wernicke Co., The...........61, 173 
Imperial Methods Co. ............. 87 
Weis Mfg. Co... 68, 
Yawman and Erbe Mfg. Co aan 


Filing Supplies 














Acco Products, Ince........... ‘ 56 
Aigner, G. J., Co.. seinen ae 
Art Metal Construction Co. veeeeee ld 19 
Barkley, C. L., A REE 97 
Browne- Morse acai dasa 206 
Corry- Semesters Mfg. ‘Corp. . 131 
Daco Card & Index Co...... ..205 
General Fireproofing Co., ‘The..64, 65 
Globe-Wernicke Co., The...... 61, 173 
Guide System & Supply Co. vas 
Imperial Methods & ~ NT 






Metal Office Furn. Co. 
Oxford Filing Supply Co... 
Pronto File Corp......... m 
Quality Park Envelope Co... 
Rockwell-Barnes Co. 
Shaw-Walker Co 
Veit a a 


Wabash Cabinet Co., The............ 
Warshaw Mfg. Co......... OR. 
Wels Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co.............181 
THE CLASSIFICATIONS 
(Continued on page 6) 











THE CLASSIFICATIONS 
(Continued from page 5) 


Filing Tables 


Toledo Metal Furniture Co............... 162 
Finger Pads 
Speed Products Co........... 129 
Folders (See Filing Supplies) 
Feuntain Pens a 
Esterbrook Pen Co............ peers f | 
Parker Pen Co., The. ; 123 


Sheaffer, W. A., Pen Co..... st) 


Gummed Cloth Rings 


Dennison Mfg. Co......... 187 
Graff, Geo. B., Co.. 122 
Warshaw Mfg. Co. 196 
Gummed Tape * 
Dennison Mfg. Co........ = 187 
Industrial Tape Corp. ~~ 10 
Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co . 99 
income Tax and Payroll Record 
Ezykept Co 203 
index Card Signals 
Cook, H. C., Co 19 
Graff, Geo. B., Co 122 
Victor Safe & Equip, Co 
ieonen ' 113, 114, 115, 116 
index Tabs : 
Aigner, G. J., Co ‘ 95 
Barkley, C. L., & Co 97 
Globe-Wernicke Co., The 61, 173 
Guide System & Supply Co 178 
Markilo Co 108 
Melind, Louis, Co. aie 104 
Shaw-Walker Co 129 
Sheppard, The C. E., Co 197 
Speed Products Co. 7 


Veit Mfg. Co 
Victor Safe & Equip Co 
13, 114, 115, 116 


Inks, Adhesives, Ete. = 
Dennison Mfg. Co. 187 
Harriman-Welts Prod. Co 205 
Higgins, Chas. M., Ink Co., Inc 183 
Ink Specialties Co a 
0 


Melind, Louis, Co. ; 
Parker Pen Co., The 23 
Rivet-O Mfg. Co 206 
Sanford Ink Co. «ose 02 
Sheaffer, W. A., Pen Co 5Y 
Union Rubber & Asbestos Co. 204 
inkstands 
Cushman & Denison Mfg. Co 191 
Preferred Products 207 
Sengbuseh Self-Cl. Inkstand Co. 146 
Knives, Office 
Gits Molding Corp 109 
Labels " 
Dennison Mfg. Co 187 
Imperial Methods Co 87 
Oxford Fiing Supply Co 1938 
Warshaw Mfg. Co. 196 
Ladders, Library, Store & Vault f 
Cotterman, I. 107 
Leads for Mechanical Pencils 
Autopoint Company 8!) 
Rite-Rite Mfg. Co. 107 
Sheaffer, W. A., Pen Co 9 
Leather Goods 
Doppelt, Charles, & Co 96 
Mashek, Frank, & Co 109 
Nat'l Brief Case Mfg. Co 104 
Leather Upholstered Furniture 
Bright Chair Co 160 
Ehrlich Upholstery Works 172 
Gunlocke, The W. H., Chair Co. 
Jasper Chair Co 120, 


New Indiana Chair Co 
Niemann, Inc. 


Letter Openers 


Multipost Co., Inc 188 
Oakville Co., Div. Scovill 157 
Letter Trays (See Desk Trays) 


Library Equipment 


Art Metal Construction Co 119 
Art Steel Co 205 
Corry-Jamestown Mfg. Corp 131 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 61, 173 
Peerless Steel Equip. Co 197 
Security Steel Equip. Corp.....154, 155 
Shaw-Walker Co. secon $9 
Yawman and Erbe Mfg. Co 181 


Lockers and Storage Cabinets 
All-Steel-Equip. Co. . 
Anderson-Hickey Co 
Art Metal Construction Co. 
Art Steel Co. . 
Brown-Morse Co. 
Corry-Jamestown Mfg 
General Fireproofing Co., 
Globe-Wernicke Co., The 





Corp neha 
The....64, 65 


61, 173 


Metal Office Furn. Co... | 
Pronto File Corp. 125 
Security Steel Equip. Corp...154, 155 
Shaw-Walker Co. . ; 129 
Yawman and Erbe Mfg. Co 181 
Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 98 
Aigner, G. J., Co 95 
Boorum & Pease Co _ 199 
National Blank Book Co 153 
Sheppard, The C. E., Co. 197 
Wilson Jones Co...... 93 
Loose Leaf Sheet Covers, Celluloid 
Markilo Co. 108 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co............ 98 


Sheppard, The C. E., TE 
Wilson Jones Co... ’ diseases 


Mail Distributors 
Bristow, Stanley R............. 
Cole Steel Equipment Co..... 
Globe-Wernicke Co., The 61, 
Victor Safe & Equip. Co 
tiniemee, LAG, Sas, 





Map Tacks 
iraff, George B., Co 
Moore Push-Pin Co 


Maps, Globes, Ete. 
Rand MeNally & Co 


Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co., The....64 
Globe-Wernicke Co., The me 
Leopold Co. . 
Shaw-Walker Co 
Sloane, W. & J 


Memorandum Books 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 


Memorandum Devices 
Autopoint Company 
Bates Mfg. Co 
Bristow, Stanley R 
Prevue-Radsell Co 


Mending Tape 
Dennison Mfg. Co 
Industrial Tape Corp 
Warshaw Mfg. Co 


Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works = 
Meyer & Wenthe, Inc 

Moisteners 
Better Packages, Inc 
Kellogg, A. W., Sales Co 
Metal Specialties Mfg. Co. 
Rivet-O Mfg. Co 


Sengbusch Self-Cl. Inkstand Co... 
Numbering Machines 

Amer, Numbering Mach. Co 

Bates Mfg. Co. 

Melind, Louis, Co 


Roberts Numbering Mach. Co 
Office Partitions and Railings 
Globe-Wernicke Co., The 61 
Office Printing Outfits 
Fulton Specialty Co 
Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 
Paper 
Eaton Paper Corp 
Rockwell-Barnes Co. 
Southworth Co., The 


Paper Clamps 
Acco Products, Inc 
Automatic Pencil Sharpener Div 
Cushman & Denison Mfg. Co 
Esterbrook Pen Co., Inc 
Oakville Co., Div. Scovill 
Paper Clips 
Acco Products, Inc 
Cook, H. C., Co 
Cushman & Denison 
Graff, Geo. B., Co 
Oakville Co., Div. Scovill 
Vail Manufacturing Co 
Paper Fastening Machines 
Ace Fastener Corp 
Automatic Pencil Sharpener Div.. 
Bates Mfg. Co 
Hotchkiss Sales Co. 
Speed Products Co 
Victor Safe & Equip Co. isco 
inden aoa) | Tt AR tH 


Paste (See ‘uke, Adhesives, Etc.) 


Pencil Sharpeners 
Automatic Pencil Sharpener Div 
Graff, Geo. B., > 


Pencils, Mechanical 
Autopoint Company 
Parker Pen Co., The 
Rite-Rite Mfg. Co. 
Sheaffer, W. A., Pen Co. 

Percils, Paper Wound 
Blaisdell Pencil Co 

Pencils, Stylo Ink 
Inkograph Company, Inc 

Pencils, Wood Cased Lead 
Blaisdell Pencil Co 

Pens 
Esterbrook Pen Co 
Sengbusch Self-Cl. 

Picture Hooks 
Moore Push-Pin Co 


Pins and Pin Cortainers 


Mfg. Co 


Inkstand Co 


Oakville Co.. Div. Scovill 
Vail Mfg. Co 

Platens, Typewriter 
Amer. Writing Machine Co 
Ames Supply Co 


Shipman-Ward Mfg. Co 


Postal Scales 
Hanson Scale Co 
Masco Corp 
Pelouze Mfg. Co 
Shipman-Ward Mfe. Co. 
Triner Scale & Mfg. Co. 
Price & Sign Markers 
Fulton Specialty Co 
Publishers 
British 
Punches 
Acco 


Stationery Exporter 
Products, Ine 

Bates Mfg. Co 

Boorum & Pease Co 
Globe-Wernicke Co., The 61, 
Metal Specialties Mfg. Co 
National Blank Book Co 
Wilson Jones Co... 


122 


1) 


100 


107 


20 


9 
0 


206 


146 


204 
159 
104 


200 


102 
122 


ag 
12 
107 

on 


106 


108 
204 


106 


104 


Push Pins 
Moore Push-Pin Co 
Oakville Co., Div. Seovill 
Ribbons and Carbons 
Allen & Co. 
Allied Carbon & Ribbon (C¢ 
Amer. Writing Machine Co 
Ames Supply Co.... 
Codo Mfg. Corp 
Columbia R. & C. Mfg. Co 


Little, A. P., Inc 

Manifold Supplies Co 
Mittag & Volger, Inc 
Neidich Process 


Old Town Rib. & Carb. (Cs 


Div., I E. F 


133-144 inclusive 


Pacific Carb. & Rib. Mfg. Cx 
Peerless Key 
Phillips Process Co 

Royal Typewriter Co., Inc 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Tw 
Storms, H. M., Co 


Underwood Elliott Fisher (« 


sack 


i. 2 Typewriter ‘Ribon Mfg 
Webster, F. S Co 


Rubber Stamps 
tankers 
Melind, Louis, Co 
Meyer & Wenthe, Inc 


Rubber Type 


Fulton Specialty Co 


Safes 
Art Metal Construction (¢ 
Brush-Punnett, Inc 
Diebold Safe & Lock Co 
General Fireproofing Co., The 
Globe-Wernicke Co The 
Mosler Safe Co., The 


-Imperial Mfg. (« 


& Merchants Stamp Wks.10% 


Schwab Safe Co., The 
Security Steel Equip. Corp 54, 15 
Shaw-Walker Co 29 
Victor Safe & Equipment Cx 
113, 114, 11 11 
Yawman and Erbe Mfg. Co 181 
Scrapbooks 
Globe-Wernicke Co., The ( 7 
Secretary Desks 
Art Metal Construction Co 119 
General Fireproofing Co., The _.64, ¢ 
Globe-Wernicke Co., The 61, 17 
Peerless Steel Equip. Co 197 
Shaw-Walker Co 129 
Wabash Cabinet Co., The 124 
Shelving 
All-Steel-Equip Co i8, 14 
Art Metal Construction (C« 1 
Browne-Morse Co PAL) 
Corry-Jamestown Mfg. Corp l 
General Fireproofing Co., The ..64 
Globe-Wernicke Co., The i] 
Security Steel Equip. Corp 4, 1 
Shaw-Walker Co 
Smoking Stands, Office 
Nagel-Chase Mfg. Co., The 
Sorting Devices 
Bristow, Stanley R 20 
Stamp Affixers, Postage 
Multipost Co., In SS 
Stamp Pads 
tates Mfg. Co 
Fulton Specialty Co 
Melind, Louis, Co 10 
Mever & Wenthe, Inc 
hillips Process Co 120 . 
Rivet-O-Mfg. Co 1) 
Rockwell-Barnes Co 0 
Victor Safe & Equip. Co 
1] 114, 11 
Stands for Office Machines 
Ames Supply Co 105 
Anderson-Hickey Co 20) 
Art Steel Co a) 
Corry-Jamestown Mfg. Co:p 1 
Fair Furniture Co } 
General Fireproofing Co., The....64, ¢ 
Globe-Wernicke Co., The 1‘; 27 
Harter Corp 150 
Metalstand Co 207 
Peerless Steel Equip. (C« 197 
Sherman-Manson Mfg. Co 10 
Shipman-Ward Mfg. Co 10 
Sturgis Posture Chair Co lf 
Toledo Metal Furniture Co lf 
Staple Extractors 
Ace Fastener Corp 9° 
Metal Specialties Mfg. Cx 90 
Staples and Stapling Machines 
\ce Fastener Corp ’ 
Bates Mfg. Co. 1 
Hotchkiss Sales Co 18 
Metal Specialties Mfg. Co 9 
Oakville Co., Div. Scovill 
Sneed Products Co ’ 
Vail Manufacturing Co 
Stencils, Brass 
Dayton Stencil Works 20 
Steroarapher’s Note Books 
itional Blank Book Co 1 
Rockwell-Barnes Co 10 
Stools 
Harter Corp 150 
Metalstand Co 907 
Toledo Metal Furniture Co 162 
Storage ard Transfer Cases 
Adams, Henry T., Mfg. Co 98 
All-Steel-Equip. Co 148 14 
Art Metal Construction Co 11] 
Art Steel Co 20 
tankers Box Co 94 
Rarkley. C. L., & Co 97 
Bentson Mfg. Co 188 
Browne-Morse Co 20 
Cole Steel Equipment Co 12 
Columbia Steel Equip. Co 18° 


Corry-Jamestown Mfg. Corp.............131 


General Fireproofing Co., The...64, 65 
Giobe-Wernicke Co., The 61, 173 
Guide System & Supply Co 178 
Imperial Methods Co 87 
Metal Office Furn. Co. 208 
Peerless Steel Equip. Co 197 
Pronto File Corp 125 
Rockwell-Barnes Co. sseiinniinibscieee 
Security Steel Equip. Corp 154, 155 
Shaw-Walker Co... 129 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 181 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co 174 
Walz Mfg. Co 106 
Tables 
Art Metal Construction Co 119 
Brown-Morse Co. 206 
Corry Jamestown Mfg. Corp 131 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 61, 173 
Mutschler Bros. Co. 196 
Peerless Steel Equip. Co 197 
Shaw-Walker Co 129 
St. Johns Table Co 179 
Victor Safe & Equipment Co 
ERS 14, 115, 1le¢ 
Tags 
Dennison Mfg. Co 187 
Telephone Accessories 
gates Mfg. Co... 159 
Victor Safe & Equipment Co 
usoatam, 224; 115, 116 
Telephone Stands 
Art Metal Construction Co 119 
Art Steel Co. 205 
General Fireproofing Co., The 64, 65 
Globe-Wernicke Co., The 61, 173 


Shaw-Walker Co... 
Yawman and Erbe Mfg. Co 


Thumb Tacks 


17 
Peerless Steel Equip. Co. 197 

l 

, 


Graff, George B Co 122 
Moore Push-Pin Co 203 
Oakville Co., Div. Scovill 157 
Ticket Holders 
Oakville Co., Div. Scovill 157 
Vail Manufacturing Co 85 
Trimming Boards 
Amer. Photo Laboratories 96 
Photo Materials Co 99 
Type, Typewriter 
Amer. Writing Mach. Co wens OR 
Ames Supply Co 105 
Shipman-Ward Mfg. Co 106 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 2 
Ames Supply Co 105 
Clarotype Co 20 
Mittag & Volger, Inc 170 
Rivet-O-Mfg Co 201 
Sanford Ink Co 102 
Shipman-Ward Mfg. Co 10 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 62 
Ames Supply Co 105 
Peerless Key-Imperial Mfg. Co 182 
Shipman-Ward Mfg. Co. 106 
Speed Key Mfg. Co 206 
Speed Products Co 18% 


Typewriter Cushion Knobs and Bases 


Amer. Writing Mach. Co. 62 
Ames Supply Co 105 
Bickett, L. M., Co 164 
Peerless Key-Imperial Mfg. Co 182 
Shipman-Ward Mfg. Co 106 


Typewriter Parts and Tools 
Amer. Writing Mach. Co f2 
Ames Supply Co. 105 
Shipman-Ward Mfg. Co 106 


Typewriter Tables 
Off. Mach.) 


(See Stands for 


Typewriter Touch System 
Tuch-Rite Corp., The 17¢ 


Typewriters, Mfrs. of 
Corona Typewriter a 
Royal Typewriter Co 7 
Smith, L. C. & Corona Tws a 
Underwood Elliott Fisher Co 


Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co fi2 
Shipman-Ward Mfg. Co 10¢ 
Visible Systems Equipment 
Acme Visible Records, Inc RS 
Aigner, G. J., Co 95 
Art Metal Construction Co 119 
Automatic File & Index Co 103 
tsoorum & Pease Co 199 
Diebold Safe & Lock Co 174 
Globe-Wernicke Co., The 61, 173 
National Blank Book Co 153 
Postindex, Div. Art Metal Constr...119 
Shaw-Walker Co 129 
Sheppard, C. E.. Co 197 
Victor Safe & Equipment Co. 
113, 114, 115, 116 
Visible Records Equipment Co 105 
Wilson Jones Co. 93 
Yawman and Erbe Mfg. Co 18] 
Vocational School Equipment 
Tuch-Rite Corp., The 17 
Waste Baskets 
American Can Co 8 
Art Steel Co 205 
Cole Steel Equipment Co 125 
Corry-Jamestown Mfg. Corp 131 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co., The 61, 173 
Metal Office Furn. Co 208 
Peerless Steel Equip. Co 197 
Shaw-Walker Co sieas ee 











WANTS AND LOR SALE 


The rate for classified advertisements ts eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


EX fifteen. succes 


Experience includes 


‘ bed ong as manager, 





EXPERIENCED 


OPPORTUNITY 


SALESMEN WANTED 


MECHANICS WANTED 


p coo commMission 


EXPERIENCED . 
TYPEW RITER 


"REPRESENTATIVES AVAIL ABLE 








METROPOLITAN NEW 





,OR GANIZATION 


REPRESE NTATIVES WANTED 


ae }GANIZATION 


RET: AIL BU SINESS FOR SALE 





FOR SALE—$25,000 to $30, 000 gross printing and stationery busi- 
ness, middle west county seat town 10,000. Established with large 
number diversified customers, $13,000 to $17,000 to handle deal. 
Newspaper interests reason for sale. Address Y-275, care Office 
Appliances, Chicago. 


Ss SAL ES. LETTERS 


LETTERS WILL BU IL D SALES 3—For years ‘1 have built letters 
that pull sales. You need them more than ever now. Send me your 
data for new letters, or unsuccessful letters for reshaping. ar- 
ticulars on request Address H. M. Goldthwait, 1659 Broadway, 
Denver, Colo. 








FOUNTAIN PEN REPAIRING 

ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usually 12. to 
24 hour service. Standard prices. Welty Pen & Repair Co., 38 So. 
State St., Chicago. 


ADDING MACHINE PARTS, TYPE, ETC. 











LARGE STOCKS of new and used | Adding and  Caleulatiag Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn, Jr., 1643 101st Ave., Oakland, Calif. 

DU P iL Ic. ATING MAC HINE PARTS 

NEW PRICE LIST. of parts for the Mimeograph machine now 
available Special attractive prices on all rubber parts for the 
Mimeograph. Write for catalogue and price list. Mimeo Repair Co., 
395 Broadway, New York City. 





= a 








~ DU PL Ic ‘ATOR SU PPL IES 
MULTIGRAPH RIBBONS remanufactured. Duplicator ‘inks and 
typewriter ribbons Established over ten years. Write us, save 
money. Lewis Co., 4138 W. State St., Milwaukee, Wis. 








“FOR "SAL E ‘AND Ww ANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding- Calculating 
Machines, Dictaphones, Ediphones, bought and sold. Chicago Office 
Appliance Co., 529 S. Wells St., Chicago. = tha i 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, 
Burroughs and Monroe Calculators, Typewriters and all office ma- 
chines bought and sold Teeter-Warsh Co., 849 N. 3rd Street, Mil- 
waukee, Wis. ed - ee 
ELLIOTT-FISHER machines, calculating machines, adding ma- 
chines—all office equipment, Somaiia and sold. W. J. Crowley Com- 
pany, 434 Caswell Bldg., Milwaukee, Wis. ee 
BURROUGHS, ELLIOTT-FISHER, MOON HOPKINS Bookkeeping 
Machines, ADDING MACHINES, COMPTOMETERS, Calculators— 
Bought, Sold and Rebuilt State model and serial number. Southern 
California Adding Machine Co., 947 South Broadway, Los Angeles, 
Calif 
WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Ma- 
chines, SUNDSTRAND Bookkeeping and Adding Machines. L. I. 
Hadden, Standard Office Equipment Co., 542 S. Dearborn, Chicago. 


BURROUGHS, MOON HOPKINS, “Blliott- Fisher Bookkeeping Ma- 
chines, Comptometers, all makes calculators bought and sold. 
Dorrell-Markel, 93 8S. 11th, Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, _ Remington Ac- 
counting Machines, and everything in the office machinery line. 
State model, serial number and we will quote highest cash prices. 
International Office Appliances, Inc., 326 Broadway, — New York City. 


BURROUGHS—Duplexes, Moon 1 Hopkins, Bookkeeping ~ Machines, 
Kardex All types office machines bought and sold. Fort Pitt 
Typewriter Co., 644 Liberty Avenue, Pittsburgh, Pa. 

WANTED TO BUY FOR CASH, adding and calculating machines, 
all makes and lels typewriters, wide carriages 14 inches and 
larger—Burros 02—23-13-02—-Moon Hopkins 72A-71A-78A-50M 
and higher—Remington Accounting Machines Models 121-123-125— 
Elliott-Fishers Direct Subtractions and cross footere—Hand Ad- 
dressographs—"B” frames, long clip and late style, also “E”’ frames, 
Shipman-Ward Mfg. Co., 325 N. Wells St., Chicago. 

DICTA PHONES—EDIPHONES 












—Largest stock and lowest prices— 
write for information and catalogs. American Dictating Machine 
Co., 235 Fifth Ave., New York, N. Y. 

DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought and sold—-Wholesale, Retail—Write us. Chicago Dictating 
Machine Co., 28 S. Wells St., Chicago. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, ~Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines, Write for FREE Money 
Making Circular. Pruitt, 527 Pruitt Bldg., Chicago, 

VISIBLE EQUIPMENT bought, sold and exchanged. ~ We specialize 
in rebuilt Kardex, Acme and International Visible Factograph cabi- 
nets, as well as other makes. We can supply new improved brass 
shift rods (that will not break), for International cabinets, also cards 
and card holders. Have available credit authorization equipment in 
one line tube panels, and 5x1% pocket panels, for reasonable prices. 
Write and tell us what Visible Equipment you need or have for sale. 
Special prices to Dealers. E. H. Heineman, 4 North Fighth Street, 
St. Louis, Mo 

KARDEX, ACME, all makes used visible filing equipment. ~ ‘Thou- 
sands of reconditioned cabinets, panels, books, always on hand. 
Special service and prices to dealers for purchase or sale. Get our 
quotations. Chas, S. Nathan, Inc., 548 Broadway, New York. 


KARDEX, ACME, POSTINDEX, etc., visible fling equipment of all 
types bought and sold. We specialize in this field and offer full 
cooperation to dealers. Commercial Card System, 135 Grand 8t., 
New York City. 

GUARANTEED REBUILTS, KARDEX, other visible systema, attrac 
tively refinished, thoroughly rebuilt for years of additional service 
moderately priced. Used equipment also bought and exchanged 
Universal Office Equipment Co., 561 Broadway, New York, N. Y. 
WANTED TX ) BU Y FOR CASH—International — -ayroll Machines 
Address Y-276, care Office Appliances, Chicago. 




















NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Bankers & Merchants Stamp Works.—Featuring the company’s line of 
Chromium Mount rubber stamps and other marking devices, a new 
catalogue has been issued to the trade by the Bankers & Merchants Stamp 
Works, 3215 Sheffield avenue, Chicago. The book, said to be the largest 
and most complete ever issued by the firm, gives details of over 1500 
Chromium Mount stock stamps, each with sponge cushion and indexed 
label. It also lists hundreds of other items in demand by offices, stores 
and factories. Copies may be obtained by communicating with the com- 
pany’s home offices. 





Boorum & Pease Company.—Containing the latest list prices of all 
items in the firm’s general catalogue No. 41, a new price list has been 
published and issued to the trade by the Boorum & Pease Company, 
Brooklyn, N. Y. The new booklet replaces dealers’ buying price list 
“H” dated January, 1941, and is designated as list ‘“I’’. Containing 
ninety pages and measuring five by eight inches, the price list is in- 
dexed for convenience and has several blank pages at the end for 
memoranda. 


The Cargill Company.—A large folder containing pictures and descrip- 
tions of miscellaneous pieces of office equipment from desks to feather 
dusters is a new sales-getting device used successfully by The Cargill 
Company, Houston, Tex. When folded the circular is no larger than 
an ordinary business envelope, but when opened measures 12 by 19 
inches. Extra large illustrations are used and among the items shown 
are steel desks, desk sets, list finders, stapling machines, posting trays, 
office stools, typewriter stands and many others. 


Charles Doppelt & Company.—Listing and describing the firm’s line of 
leather brief and zipper cases and a number of new items, a 1942 catalogue 
is being prepared for distribution by Charles Doppelt & Company, 412 
North Orleans street, Chicago. Containing thirty-two pages including an 
attractively designed cover, the catalogue is profusely illustrated and 1» 
printed in three colors. In addition to the several new items the book 
also presents a number of old ones which have been improved and brought 
up-to-date to meet the demands of modern business and businessmen. 


The Globe-Wernicke Co.—A new and attractive catalogue covering the 
firm’s stationers’ line of office accessories has been mailed to the trade 
by The Globe-Wernicke Co., Cincinnati, Ohio. The book features the 
numerous fast-moving “bread and butter’ items sold by stationers 
throughout the United States. Copies are available to dealers on request. 


The W. H. Guniocke Chair Company.—Described as a ‘‘declaration of 
principle,”’ a small folder has recently been issued to the trade by the 
W. H. Gunlocke Chair Company, Wayland, N. Y., as a means of assuring 
the firm’s dealers that despite whatever conditions the present emergency 
may bring forth, the company will maintain its ‘‘the dealer first’’ policy. 
The folder is entitled ‘“‘You Can Depend on Gunlocke” and outlined five 
important factors dealing with (1) fairness to dealers, (2) prices, (3) deliv- 
eries, (4) quality of products, and (5) company progressiveness. 


Horder’s, Inc.—Printed in attractive colors, with plenty of large illus- 
trations of holiday items, a new Christmas catalogue has been made 
ready for distribution by Horder’s, Inc., Chicago. Enclosed in a cover of 
traditional Yuletide coloring, the catalogue offers a fine array of gifts 
for the office worker and executive, ranging from beautifully finished 
desks, on through desk accessories, fluorescent lamps, vacuum bottles, 
treasure chests, barometers, pens and pencils, smokers, brief cases and 
bags and numbers of others. 


mee f Association, Inc.—An instructive booklet entitled ‘‘American 
Timbers of the Mahogany Family” written by Samuel J. Record, has 
recently been prepared for distribution by the Mebeguay Association, Inc., 
75 East Wacker drive, Chicago, in a reprinted edition by permission of the 
author. It is an educational and interesting story of this fine furniture 
wood in its various types and, in addition to dealing with the first dis- 
covery of mahogany, gives a great many facts concerning its growth, 
habitat and use. The booklet is a reprint of ‘American Timbers of the 
Mahogany Family’ as it appeared in No. 66 of ‘‘Tropical Woods,”’ June 1, 
1941, published by the school of forestry of Yale University, of which 
Professor Record is dean. 


Marshall-Jackson Company.—Entitled the ‘“‘Marjax Minute Book” and 
containing a total of 324 pages, a new catalogue of stationery, office 
furniture and printing has recently been made ready for distribution by 
the Marshall-Jackson Company, Chicago, Ill. Enclosed in a handsome red 
cover, the book measures 844 by 10% inches. Every item shown is illustrated 
by unusually large cuts and a feature of the catalogue is the fact that 
each picture is accompanied by text giving the name of the item, its 
dimensions, construction, design, etc., the catalogue number and the price, 
so that there is no necessity for the user to hunt elsewhere in the book 
for information he may require on the various numbers. An index printed 
in large type and with the classifications set in bold face completes 


the boox. 


The J. L. May Company.—A new and complete dealers and jobbers price 
list has recently been mailed to the trade by the J. L. May Company, 111 
West Nineteenth street, New York, N. Y. Additional copies of the new 
list will be furnished on request to the firm's headquarters. 


Murphy Chzir Company.—Embracing the firm’s lines of office and home 
seating, a new catalogue, listed as the No. 69, has been issued to the 
trade ~ | the Murphy Chair Company, Owensboro, Ky. Containing forty- 
four well-illustrated pages, the book also describes the Murphy costumers, 
dinette tables, luggage benches, radio benches and tables, and dinette, 
occasional, night, end, and portable typewriter tables. Four illustrations 
are shown on each page and every one is accompanied by text, giving 
the unit’s catalogue number, dimensions, wood and weight. Copies of 
the catalogue should be requested from the company’s home office. 


Remington Rand Inc.—A clever and interesting booklet entitled ‘Lucky 
Lucy” is the means used by Remington Rand Inc., Buffalo, N. Y., to 
introduce to the business world the many features of its model 17 
typewriter. The young lady pictured on the cover is described as Lucky 
Lucy because her machine (the Remington 17) rates a top ‘“T.Q.”, 
which subsequent pages of the well-illustrated booklet reveal as “‘type- 
writer quotient.’’ Then follow several pages of pictures and descriptive 
text to show the reader how many special or ‘“‘plus’’ features the 


OFFICE APPLIANCES 


Remington 17 offers to the millions of workers all over the country. 
An exceptionally fine make-up plus the judicious use of color combine 
to make this new advertising piece unusually outstanding. 


Sherman-Manson Manufacturing Company.—A new price list designated 
as the No. 7, and covering the firm's line of Ideal typewriter and office 
machine stands, has been issued to the trade by the Sherman-Manson 
Manufacturing Company, 625 South Kolmar avenue, Chicago, Ill. The 
new list became effective September 1 and supersedes Price List No. 6. 
Sherman-Manson’s catalogue No. 840 continues in effect. Copies of the 
new list may be obtained by writing to the company’s home office. 


Rivet-O Manufacturing Company._-A new catalogue, describing and 
picturing its line of Speed-Mo marking devices and office and factory 
specialties, has been issued by the Rivet-O Manufacturing Company. 
The booklet, printed on high-grade glossy paper is of a convenient size 
for pocket or brief case, measuring 4 by 8% inches, and many of the 
pages are in color. Copies are available by writing to the company at 
Warwick road, Orange, Mass. 


Standard Record Company.—Under the title, “The Voice of the Dic- 
tating Machine,’ the Standard Record Company, manufacturers of 
dictating machine cylinders used on cylinder-type dictating machines, 
has just released a folder which has been designed to help cylinder 
purchasers. Unusual in content, it avoids the ordinary advertising blurb, 
devoting over ninety-five per cent of its space to an interesting story 
of actual tests made of Standard dictating cylinders. The tests were 
conducted in one of the world’s largest laboratories. The results are 
presented in an absorbing style that retains all pertinent facts and 
deletes superfluous trimmings. Numerous photographs and charts il- 
lustrate the pamphlet which has been printed in a handy, pocket-size 
form. Copies are available on request to the company, 104-114 South 
Fourth street, Brooklyn, N. Y 


The Visacopy Corporation.—A new price list and catalogue sheet apply- 
ing to the Treasury Department's procurement division award for Visacopy 
copyholders during the current year, has been prepared for distribution 
to the dealer by the Visacopy Corporation, 420 Market street, San Francisco, 
Calif. In addition to giving the prices of the Visacopy copyholder, the 
catalogue sheet also contains large illustrations and a complete description 
of the unit. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Lines Wanted for Shanghai.—Victor Trading Company, P. O. Box 1518, 
Shanghai, China, tells of dealer inquiries for line daters, drawing instru- 
ment sets (nickel plated) in black velvet wooden boxes, letter openers, 
hand blotters, celluloid protractors and rulers, and ‘30,000 sets of cellu- 
loid set squares in several sizes.’’ This concern acts as manufacturers’ 
representative selling to stationers for resale. The manager reports that 
he has had more than twenty years experience in stationery and office 
equipment and has good contacts with department stores and wholesale 
and retail stationers. 





Wanted Here at Home 


Office Furniture, Files, Seals, Wanted by Texas Dealer._-Guy H. Deaton 
Typewriter Exchange, Bryan, Texas, is seeking connections for various 
types and grades of office furniture and filing equipment, also notary 
seals. 

_@—_—_ 


Current Corporation Reports 


A jump in Burroughs Adding Machine Company's profit to $2,180,744 in 
the six months ended with June, from $1,477,784 in the first half of 1940, 
was announced by the company yesterday. The earnings for the 1941 
period were equal to 43 cents a share, against 29 cents. The company made 
provisions for $1,325,000 of federal income and excess profit taxes for the 
latest period, compared with $316,000 for federal income taxes in the first 
half of last year. Domestic business of Burroughs is running substantially 
ahead of the year ago volume, it was reported. Unfilled domestic orders 
on hand June 30 were $8,184,000 compared with $4,128,000 a year earlier, 
and $5,900,000 last December 31. Business in Canada, Central America, 
South America, Australasia and South Africa was described as satisfactory. 
(Chicago Tribune, September 6, 1941.) 


Directors of the Marchant Calculating Machine Company, Oakland, Calif.. 
last month declared the regular quarterly dividend of 37% cents per share 
on the 226,642 shares of capital stock outstanding, payable October 15 to 
stockholders of record September 30. 


Net income of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
for the six-months’ period ending August 31, after estimated provision for 
federal income and excess profit taxes of $300,000, amounted to $325,902.62, 
equivalent to $2.05 plus per share of common stock. For the same period 
a year ago, the estimated tax provision was $83,250 and the net income 
after taxes was $234,339.26, equivalent to $1.46 plus per share of common 
stock. In releasing the six-months’ figures, C. R. Sheaffer, president, com- 
mented, “‘August 1940 was the best August in our history until this year 
August 1941, however, not only was the best August we ever had from 
the standpoint of volume, but was the biggest month in the history of our 
company. We cannot predict the future under present conditions, but our 
current sales figures indicate the strongest public demand for our products 
we have ever experienced.” 


Business of L. C. Smith & Corona Typewriters, Inc., in August was 
the largest for any month in the company’s history, W. H. Smith, 
president, said yesterday in a statement accompanying his annual report. 
The report, covering the fiscal year ended June 30, showed a 33 per cent 
rise in sales and a large increase in profit. Net income was $1,035,041, 
equal to $3.46 a share, compared with $326,357, or 90 cents a share, 
in the preceding fiscal year. Sales were $14,905,959 against $11,173,073. 
Income taxes jumped to $960,611 from $125,979. (Chicago Tribune, Sep- 
tember 18, 1941.) 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,253,748. Calculating Machine. Harold T. Avery, 
Oakland, Calif., assignor to Marchant Calculating 
Machine Company, a corporation of California. Appli- 
cation September 23, 1935, Serial No. 41,671. 
Granted August 26, 1941. 

2,253,788. Filing Equipment. Emil Kern, Long 


Island City, N. Y., assignor to Acco Products, Ine., 
Long Island City, N. Y., a corporation of New York. 
Application December 31, 1938, Serial No. 248,693. 
Granted August 26, 1941. 

2,254,081. Binder Folder. Hugh B. MeClure, 
Peoria, Ill. Application August !, 1940, Serial No. 
349,368. Granted August 26, 1941. 

2,254,299. Tabulating Machine or the Like. Bernard 
Léger, Francois Dussaillant, Fernand Bessiere, and 
Fernand Boyer, Paris, France, assignors by direct and 
mesne assignments, to firm Campagnie Parisienne de 
Distribution d’Electricite, Paris, France. Application 
20, 1938, Serial No. 236,024. In France 
1938. Granted September 2, 1941. 

Duplicating Process and Preparation of 
Copies for Use therein. Arthur L. Hess, 
Cincinnati, Ohio, and Johan Bijorksten, Chicago, IIlI., 
assignors to Ditto, Incorporated, Chicago, Ill., a 
corporation of West Virginia. Application June 29, 
1939, Serial No. 281,764. Granted September 2, 194!. 

2,254,683. Eraser Attachment for Typewriters. 
George H. Hutaff, Jr., Wilmington, N. C. Application 


June (8, 1938, Serial No. 214,561. Granted Sep- 
tember 2, 1941. 

2,254,694. Combined Calculating and Recording 
Machine. Harry . Foothorap, Harrisburg, Pa., 
assignor to Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware. Origin! 
application December 30, 1932, Serial No. 649,663. 


Divided and this application April 4, 1938, Serial No. 
199,837. Granted September 2, 1. 

2,254,764. Typewriting Machine. Harry C. Yaeger, 
West Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York WN. Y., a corporation of 
Delaware. Application December 3, 1938, Serial No. 
243,835. Granted September 2, 1941. 

2,254,772. Pencil Sharpener. James K. Burleigh 
and Leon Schwartz, Yonkers, N. Y. Application July 
31, 1940, Serial No. 348,626. Granted September 2, 


1941. 

2,254,874. Eraser. Rudolph George Roesch, Syra- 
euse, N. Y., assignor to The Eraser Company, Inc., 
Syracuse, N. Y., a corporation of New York. Appli- 
eation August 3, 1940, Serial No. 350,766. Granted 
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Index Card and Holder. Herman U. 
New York, N. Y., assignor to Remington 
Inc., Buffalo, N. Y. Application September 22, 
1939, Serial No. 296,121. Granted September 2, {94}. 

2,254,987. Loose Leaf Filing Index. William F. D. 
Ackermann, Kaylor, S. Dak. Application March 9, 
1939, Serial No. 260,870. Granted September 2, 1|94!. 

2,255,087. Envelope Unit and Publication Containing 
the Same. Victor J. Sawdon, Bronxville, N. Y., and 
Arthur €. Brigham, Worcester. Mass. Application 
April 19, 1938, Serial No. 202,822. Granted Sep- 
tember 9, 1941. 

2,255,093. Fountain Pen. George E. Ziegler, Chi- 
cago, Ill., assignor to Eversharp, Inc., Chicago, III.. 
a corporation of Delaware. Application July !, 1940, 
Serial No. 343.356. Granted September 9, 1941. 

2,255,102. Adding and Calculating Machine. Benat 
Caristrom, Atvidaberg, Sweden, assignor to Aktie- 
bolaget Facit, Atvidaberg Sweden, a corporation of 
Sweden. Application July 12, 1938, Serial No. 218,788. 
Granted September 9, 1941. 


2,255,121. Loose Leaf Binder. Eino E. Lakso. 
Fitchburg, Mass., assignor to Clarence W. Vogt 
Norwalk, Conn. Application October !1, 1938, Serial 
No. 234,341. Granted September 9, 1941. 

2,255,290. Roller Drawer Guide. Albert C. Ke- 
nedy, Lorg Beach, Calif., assignor of one-half to 
Janice C. Kennedy, Long Beach, Calif. Application 


April 16, 1940, Serial No. 
ber 9, 1941. 


2,255,405. Moistener for 
Machines. Eli Wilderson, 
Ditto, Incorporated, Chicago, I1Il., a corporation of 
West Virginia. Application September 30, 1940, 
Serial No. 359,109. Crarted September 9, 1941. 

2 255.453. Dating Stemp. Thomas R. Post, Wil- 
mington, N. C. Application December 2, 1939, Serial 
No. 307,311. Granted September 9, 1941. 

2,255,537. Loose Leaf Binder. Paul O. Unger, 
Elmhurst, tll., assignor to Wilson-Jones Company, 
Chieago, Ill, a corporation of Massachusetts. Appli- 
cation November 2, 1938, Serial No. 238,325. Granted 
September 9, 1941. 

2,255,622. Computing Machine. Walter W. Land- 
siedel, Elmira, assignor to Remington Rand 
Inc., Buffalo. N. Y., a corporation of Delaware. 
Application February 15, 1937, Serial No. 125,704. 
Granted September 9, (941. 


329 871. Granted Septem- 


Liquid Type Duplicating 
Chicago, IJil., assignor to 


2,255,909. Calculating Machine. Harold T. Avery, 
Oakland, Calif., assignor to Marchant Calculating 
Machine Company, a corporation of California. Appli- 
cation October 7, 1936, Serial No. 104,471. Granted 
September 16, 1941. 

2,255,945. Envelope Opener. Harry V. Shuler, 
Ontario, Ore., assignor of thirty-three and one- 
third per cent to C. F. Miller, Ontario, Ore., 
and sixteen per cent to J. Fred Denham, Ontario, 
Ore. Application March 30, 1940, Serial No. 
327,007. Granted September (6, 1941. 

2,256,352. Drawer Follower. Hans W. Regenhardt, 
Cleveland, Ohio, assignor to The Steel Storage File 
Company, Cleveland, Ohio, a corporation of Ohio. 
Application March 27, 1939, Serial No. 264,397. 
Granted September 1{6, (941. 

2,256,429. Pen Nib. Horace Roderic Hughes, 
Alcester, England. Application February 20, 1939, 
Serial No. 257,506. In Great Britain, June 25, 1938. 
Granted September 16, 1941. 

2,256,430. Fountain Pen. Horace Roderic Hughes, 
Alcester, England. Appiication February 20, 1/939, 
Serial No. 257,507. In Great Britain July 16, 1938. 
Granted September (6, 1941. 
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129,159 
DESIGN PATENTS July 19, 1941, Serial No. 102,292. Granted September 
2, 1941. 

129,126. Design for a Tape Serving Machine. 129,368. Design for a Combination Pencil and 
Theodore H. Krueger, Stratford, Conn., assignor to Pocketknife. Patrick J. Cummings, Attleboro, Mass. 
Better Packages Incorporated, a corporation of New Application March 13, 1941, Serial Mo. 99,558. 
York. Application January 29, 1941, Serial No. Granted September 9, 1941. 


98,494. Granted August 26, 1941. 


129,159. Design for a Lead Pencil or Similar 
Article. Henry Dreyfuss, New York, N. Y., assignor 
to Eversharp, Ine., Chieago, Ill., a corporation of 
Delaware. Application June 30, (941, Serial No. 
101,814. Granted August 26, 194). 


128,295. Design for a Mechanical 
Like. Herman K. Stempel, Fort Madison, lowa, 
assignor to W. A. Sheaffer Pen Company, Fort 
Madison, lowa, a corporation of Delaware. Application 


Pencil or the 


129,373. Design for a Blotter Holder or Similar 
Article. Lurelle Guild, Noroton, Conn., assignor to 
Kensington, Ineorporated, New Kensington, Pa, a 
corporation of Pennsylvania. Application September 4, 
1940, Serial No. 94,796. Granted September 9, 194!. 


129,376. Design for a Reservoir Desk Stand. 
Walter A. Sheaffer, Fort Madison, lowa, assignor to 
W. A. Sheaffer Pen Company, Fort Madison, lowa, 


Application Nevember 16, 


ti f Delaware. 
1940, Serial Ne Granted September 9, 1941. 


1940, Serial No. 96,627. 











Standing at left: Owen G. Bayless, Lowman & Hanford Co., 
Seattle, Wash., president. Right: Charles P. Garvin, secretary 
and general manager. 


Left to right: J. S. Sprott, The Globe-Wernicke Co., Cincinnati, 
Ohio, vice-president, Manufacturers Division; J. W. Tamany, 
Boorum & Pease Co., Brooklyn, N. Y., vice-chairman, Manufac- 
turers Division; W. C. Clegg, The Clegg Co., San Antonio, Tex., 
vice-president, Manufacturing Stationers Division; Woodson P. 
Waddy, Everett Waddey Co., Richmond, Va., auditor; Harry 
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Balch, Quality Park Envelope Co., Chicago, Ill., vice-president, 
Field Division; E. B. Healy, Santa Fe Book & Staty. Co., Santa Fe, 
N. M., vice-president, Office Furniture Division; James Parsons, 
Smith Bros., Inc., Oakland, Calif., vice-chairman, Distributors 
Division; Morris E. Hansell II, F. F. Hansell & Bro. Ltd., New 
Orleans, La., vice-president, Distributors Division; W. E. Stockett, 
Jr., Stockett-Fiske Co., Washington, D. C., treasurer; E. A. Keeling, 
Art Metal Construction Co., Jamestown, N. Y., vice-president, 
Sales Managers Division; Erle Kistler, W. H. Kistler Staty. Co., 
Denver, Colo., vice-president, Wholesalers Division. 


In the background is a view of Michigan avenue at the Chicago river. 
At left is the Wrigley building; at right, Tribune Tower. Photo is by 
Kaufmann & Fabry, Chicago Association of Commerce. 


(See special section beginning on page 76) 
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NY office or department man- 

ager will readily agree that 
one of the outstanding deficiencies 
of modern business management 
is a definite lack of distribution of 
responsibilities so that each em- 
ployee knows his or her duties. 
They should understand under 
whose supervision their duties are 
to be performed, have a general 
knowledge of firm policies, know 
what to do in an emergency, and 
be conversant with similar in- 
structions, all of which insure 
smoother operation, less confusion, 
greater harmony, and better serv- 
ice for all concerned. 

During the latter part of 1940, 
when we were mapping out our 
plans for the new year, we studied 
over the errors that had been 
made during the preceding months 
and sought some means definitely 
to curb them. Not that our busi- 
ness was lacking in good manage- 
ment, but rather that we were 
always seeking means for improve- 
ment, and this was one of them. 

After mulling over the matter 
for a time, we developed what we 
call our “Personnel Responsibility 
Flow Chart.” 

This plan, which at present ap- 
plies only to those departments 
under the immediate supervision 
of the writer, has now been in ef- 
fect for several months, and it has 
brought about a marked improve- 
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RAISES EFFICIENCY, PROTECTS SALES 


By AL EISEMANN, 


Vice-President in Charge of Station- 
ery and Office Supplies, Maverick- 
Clarke, San Antonio, Tex. 
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ment in our operations. It has 
eliminated a shifting of blame for 
errors, it has removed jealousy 
and confusion, and it has brought 
about greater efficiency, better 
work, and more general satisfac- 
tion. 


The chart starts off with a short 
paragraph that reads as follows: 


“Any suggestions, questions or 
complaints are to be taken up 
with the employee’s immediate su- 
perior. The employee is always 
responsible to this immediate su- 
perior for the performance as 
outlined in this bulletin.” 


Sample Outline of Duties 


To give the reader a more defi- 
nite idea of how each employee's 
duties are outlined, here is one as 
taken direct from the chart: 

“JOHNSON: Shall work under 
Mr. Grimsinger’s direction. He 
shall fill all outside salesmen’s 
orders, double checking each for 
accuracy. He shall report items 
short or out of stock on a written 


memo to Mr. Grimsinger, so stock 
can be run on them. He shall 
open, check in, date mark, price 
mark, and place an appropriate 
Maverick-Clarke label or stamp 
impression on all incoming stock 
and direct sale shipments. He 
shall write up all ‘buy-out’ orders 
after receiving Mr. Grimsinger’s 
approval on items to be purchased. 
Incoming shipments going on dis- 
play, or front stock, shall be 
turned over to the person respon- 
sible for the section in which they 
go. Advertising displays shall be 
turned over to Mr. Saxon; adver- 
tising material, folders, catalogues, 
etc., to Mr. Eisemann. He (Mr. 
Johnson) shall take stock record 
cards on all items in his section 
excepting National and Wilson- 
Jones.” 

Here are the instructions issued 
to Mr. Saxon, one of my assistants: 

“SAXON: He shall direct Mr. 
Barr, Mr. Miller, and Miss Beard 
in their duties and be responsible 
to Mr. Eisemann for perforn.ance 
thereof. It shall be his primary 
duty to see that all store customers 
are taken care of promptly and 
properly. He shall list on stock 
record cards the National items 
we carry and take same every 
thirty days. He shall take the 
Wilson-Jones stock with Mr. Pryor, 
or between times, as needed. He 


shall be responsible for the sta- 








12 


tionery catalogue file and general 
neatness and appearance of the 
store. In Mr. Ducos’ absence, he 
shall wait on furniture department 
customers. He shall assist and in- 
struct the floor salesmen on diffi- 
cult problems or situations. He 
Shall be responsible for the ap- 
pearance of stock and sale of 
typewriters.” 

While working hours are gen- 
erally understood, they are set 
down in the chart so that there 
can be no excuse if they are not 
kept. The times when various 
sales people should be off the floor 
for lunch are also specifically out- 
lined. 

We had noted that on one or 
two occasions all members of the 
Sales staff were engaged in wait- 
ing on the trade and, consequently, 
any additional prospects that came 
in had to wait until one of the 
Sales persons was free to attend 
them. To overcome this, we es- 
tablished a signal method on the 
public address system whereby 
any available sales person or 
executive could respond. The sig- 
nals are: 22 for stationery, 33 for 
social, and 44 for printing. 

Instructions applicable to every- 
one included: 

“STOCK MANAGEMENT: Every- 
one Shall.see that his section of 
stock is in condition, shelves filled, 
displays changed, stock and shelv- 
ing cleaned, take stock records, 
condense broken boxes, and keep 
merchandise marked and lined up 
for shelves. Although each em- 
ployee has a definite unit for which 
he or she is responsible, all others 
shall codperate by not disarrang- 
ing the stock when selling there- 
from. 

“UNSALABLE ITEMS: Mr. Saxon 
shall see that suitable boxes are 


provided for (1) trade-in stxplers; 
(2) trade-in numbering mac iines; 
(3) defective loose leaf; (4) de- 
fective writing instruments; and 
(5) defective miscellaneous. All 
except the defective writing in- 
struments are to be kept in rear 
shelving. 

“BUSINESS MACHINES: All ma- 
chines that are for sale, new or 
used, are to be put in perfect 
working condition immediately. 
Necessary parts are to be ordered 
and installed. Used machines are 
to be tagged with cost (including 
repairing) in code, and with sell- 
ing price and cash discount (if 
any) marked.” 

In conclusion: 

“These instructions are aimed 
to fairly divide duties and respon- 
Sibilities. Since our salaries ac- 
tually come from customers, they 
must be served promptly and effi- 
ciently. Poor service on a twenty- 
five-cent sale can (and has) cost 
us accounts worth hundreds of 
dollars in sales yearly. When nec- 
essary for supervisors to instruct 
or correct subordinates, they shall 
do so in a constructive, codperative 
manner.” 


Responsibilities Plan Presented 
to Employees 


When this chart had been drawn 
up and carefully checked to make 
sure that the work and responsi- 
bilities had been fairly divided and 
assigned, we called a meeting of 
those employees who would be 
affected and went over the plan 
with them, accepting their sugges- 
tions for any changes. Then, when 
the final chart had been approved, 
we had it duplicated and copies 
furnished all employees affected, 
as well as executives and depart- 
ment heads. 


ADONIS WAS NOT A SALESMAN 


OFFICE APPLIANCES 


Reflecting upon what has taken 
place since this plan was adopted, 
I believe one of the principal bene- 
fits lies in the fact that it has 
brought responsibility squarely be- 
fore those affected. There is no 
passing of the buck, for each em- 
ployee has been definitely in- 
formed of what is expected. 

It has also resulted in a marked 
improvement in our catering to 
the drop-in trade. When a pros- 
pective customer enters our store, 
he or she is given immediate at- 
tention. We have driven home the 
point that it is those who buy who 
provide us with our jobs and our 
Salaries, and the better service and 
satisfaction we give, and the more 
we Sell, the more will be brought 
into the treasury, and the more 
will be paid. 

We have supported this program 
with a series of semi-monthly 
sales meetings in which all take 
an active part. We discuss our 
problems and experiences, offer 
suggestions for bettering condi- 
tions, and try out methods for 
bringing in more business. If we 
are thinking of taking on a new 
line, or opening a new department, 
we consult with our employees at 
these meetings and get their 
opinions. This often results in an 
angle being brought out that we 
had not considered, and decides 
us to either abandon the plan, or 
to change for better results. 

As will be appreciated, this plan 
has cost us practically nothing, 
yet it has created a marked im- 
provement in our service; it has 
cut down losses; it has increased 
the efficiency of every employee 
affected by it; and it has brought 
about those chief aims towards 
which we are all striving—better 
sales and service. 


HE mere fact that a salesman is good looking ought not to handicap him 

in making a success of his work, and it will not, if he does not think too 
much about it. And yet how often we find the homely salespeople giving 
us the best service, whether selling to us or for us. 
I saw an ugly looking little runt of a man selling a pencil sharpener at 

a stationer’s. As something to look at, the girls would have rated him zero, 
but as a salesman he was right up to the boiling point. He might have been 
selling expensive adding machines instead of the humblest of all office 
equipment, but he was so much interested in what he was selling that his 
face lit up and overcame some of its ugliness. And he was developing so 
much interest on the customer's part in what he was selling that the per- 
sonality of the man selling it was forgotten. 
I don’t know whether that salesman realized his physical handicap and 
deliberately set about turning the customer's attention from it, but he took 
the right way of doing just that. I was not surprised to learn he was the 
“sellingest’” salesman in the store.—Frank Farrington 
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TURNING THE RENTERS INTO BUYERS 


ORTABLE typewriter sales rep- 

resent the “plus in profits” to 
most independent typewriter re- 
tailers in business today. My 
father, who heads our firm, real- 
ized this more than a decade ago. 
As a result of the sales program 
which he built to merchandise 
this “plus market,” Midwest Type- 
writer Company has grown to be 
one of the five largest independ- 
ent typewriter retailers in the 
country. 

Some years back we slightly en- 
larged our store and announced 
the reopening with a full page 
advertisement in our local news- 
paper. The next day we sold off 
the floor more than 150 machines. 
The following week, through con- 
tacts gained that same day, we 
sold an additional 100 machines. 

This incident taught us our sin- 
gle most important lesson in gain- 
ing prospects—display advertising 
is most effective and results can 
be accurately measured in propor- 
tion to the size and frequency of 
the advertising. 

Our second most important 
prospect gaining factor is our own 
customers. They send us pros- 
pects because of our business pol- 
icy, which is: “We are selling 
good writing service rather than 
any particular make, type, or 
brand of typewriter.” 

In Kansas City there are more 
department stores and chain 
stores than in most cities of sim- 
ilar size. Certainly, many of these 
businesses have a head start in 
the portable typewriter sales field 
locally, due to their established 
credit accounts. But, we have 
been able to meet and outsell this 
competition because we do not 
feature brand or price, but good 
writing service at terms as low 
as most rental fees. 

Of course, general retailers, such 
as department stores, can’t com- 
pete with typewriter specialty 
stores in merchandising service. 
Neither can they offer better 
terms than payments approxi- 
mating a dollar a week. Our rec- 
ords prove that customers prefer 


By L. H. WOOD 


Sales Manager, 
Midwest Typewriter Company, 
Kansas City, Mo. 
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to buy from a specialty firm. This 
is all we need in our favor. 


Regular Advertising and Window 
Displays Fruitful 

Daily, through classified and 
display newspaper advertising, we 
plug both our reconditioned and 
rental merchandise. We use the 
same sales strategy in our large 
windows. We cram every available 
inch of the windows with our 
lowest priced merchandise. But, 
when the customer comes inside 
we talk not machines, but good 
writing service. 

Regardless of what he has come 
in for, we consider him a prospect 
for a new machine. If he wants 
to rent we explain that he can 
obtain better writing service more 
economically by buying, and that 
it will cost him little difference. 
That in one case he is making 
an investment, and in the other, 
is just paying rent on something 
that will not be paying him a 
dividend in a year or two from 
now. We make it plain that in 
either case he is buying writing 
service, but that the most eco- 





MR. WOOD IN FRONT OF THE DIS- 
PLAY WINDOW OF HIS STORE. 


nomical way to buy it is to pur- 
chase the machine. 

Most important in selling port- 
ables we have found is making 
the sale on the first contact. 
Thus, at our initial meeting we 
hold nothing back. We know 
many customers come in looking 
for gadgets of an unimportant 
nature. Most persons buying their 
first portable do this, so we first 
show them the gadgets. But we 
are quick to follow this with a 
demonstration of the machine’s 
practical points. Also, first we 
demonstrate the machine which 
the customer has been using or 
has expressed a preference for. 
Then we try to find out what the 
customer needs and strongly ad- 
vise a machine that is most suited 
to this work. And we don’t give 
them a chance to forget that we 
are selling good writing service. 
We keep plugging this point! 

Renter or buyer prospect, we 
follow the same presentation of 
the equipment until we have been 
able to bring them into contact 
with what they want and need. 

When this point is reached we 
turn to our actual sales efforts. 
Most customers meet this effort 
with: “I’d rather look around 
first.” Or “I’m not sure I’d like 
this one after I’ve used it.” Or, 
“T’d rather rent it for a while to 
make sure I like it.” 


The Service Contract Explained 


It is then that we explain fully 
our service contract: 


“Any portable may be purchased 
on a thirty-day exchange privi- 
lege. (We know that a large per- 
centage of persons rent machines 
to try them out before purchasing 
# particular make. We make 
sure of the sale by giving them 
this privilege of trying out sev- 
eral makes under an order, a 
signed contract. If they still in- 
sist on renting first we apply their 
first rent payment to the sale 
later.) 

“We give one year’s free service. 
Our shop is large because we carry 
many commercial maintenance 
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contracts and this feature costs 
us little because it hardly more 
than takes up our shop slack.” 


In other words, we guarantee 
them satisfactory writing service 
and the cost is simply the list 
price of the machine. We prove 
to them that there is no more 
economical way to obtain their 
objective; and if they are even 
slightly interested, this program 
will sell them. We carry in stock 
all leading makes of machines; 
we let them switch without loss 
from one to another; we guar- 
antee operation; and we keep the 
initial and monthly cost low. 


What have our results been? 


Half of Would-Be Renters Buy 
Instead 


Fifty per cent of the customers 
who contact us about renting a 
machine sign a purchase order 
before leaving our store. Twenty 
per cent of the remainder are 
sold within a few months’ time. 
About the only sales we miss are 
those who are going some other 
place to get a discount, and we 
get many of these because they 
want our service more than the 
discount. 


As to repeat business, seventy- 


BUILDING A 


HE most profitable customer 

is the one who comes to the 
office appliance store in person, 
makes his selection, pays cash, 
and completes the whole trans- 
action then and there. There is 
no credit and collection problem, 
no extra selling work, probably 
not even the matter of delivery 
to cut into the profits from the 
sale. 

Such a customer would be a 
welcome addition to your mailing 
list. Do not allow him to dis- 
appear without a trace after the 
sale; unless he happens to stop in 
again, contact is lost with a good 
customer and a good prospect. 
Certainly his quick cash places 
him a notch above your credit 
customers, whom you may be 
contacting by mail or in person 
at regular intervals. 

Because his name and address 
do not remain in the store as a 
part of records, clerks should be 
cautioned to ask for this informa- 
tion. A reason should be given 
for this request—something which 
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ONE OF THE NEWSPAPER DISPLAY ADS that have been effective in 


stimulating store visits by prospects. 


Both rental and purchase plans are 


emphasized, conditioning the customer before he enters the store. 


five per cent of our customers 
come back to us for their next 
purchase, which is usually any- 
where from five to seven years 
after buying their first machine. 
We keep our service costs as low 
as is economically sound and thus 
maintain a yearly contact with 
these customers. 

We point to our specific port- 


able markets and peak seasons. 
Students are our single largest 
group of users; traveling salesmen 
or representatives are second. 
Any home with children is a good 
prospect. And we know from pres- 
ent sales that the idea, “A port- 
able typewriter is a necessity in 
every home” is gaining wide 
acceptance. 


SURE-FIRE MAILING LIST 


By GEORGE M. DODSON 


¥ 


appeals to the customer and 
makes him eager to do it. Try 
these remarks, backed up by the 
plan indicated which fits in with 
your office appliance store, to 
secure the information needed for 
your mailing list: 

1. “We like to keep in touch 
with our customers by sending 
them circular material (or per- 
haps your house organ) about 
once a month. You may find it 
of interest, and we would appreci- 
ate your name and address for 
our mailing list.” 

2. “A new lot of this stock is 
expected next month. If you will 
leave your name and address, we 
will send you a postcard and you 
can come in and examine it at 
your convenience.” 

3. “At the end of the year, we 
mail out an advertising gift to 


our cash customers, in so far as 
our records indicate where we can 
reach them. Would you care to 
give us your name and address 
for this purpose? In the mean- 
time, you will receive an occa- 
sional piece of advertising litera- 
ture from us, and we think you 
will be interested in it, too.” 

4. “Your name and address will 
be needed for use when our man 
calls to check on your purchase 
to see if he can be of additional 
help to you.” 

Always mention the name will 
be added to the mailing list, so 
the customer will look forward to 
hearing from you by mail and 
will not resent the fact you have 
used his name for some other 
purpose than the main one you 
told him. Discuss your direct mail 
as an added service for your 
trade: if it isn’t a real service, 
make it one immediately. At the 
same time you get the customer’s 
name and address, open the way 
for a welcome for your direct 
mail, also. 
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Chartography as a Phas 


OFFICE APPLIANCE RETAILING AID 


CCOUNTING serves four pur- 

poses: (1) to record income 
and outgo in dollars and cents so 
that profit or loss can be com- 
puted, (2) to disclose trends, the 
direction in which the various ele- ¥ 
ments of business operation are 
heading, (3) to show relationships 
between one operating element 
and another, (4) to measure the 


(Seventh of a Series of Articles on 
Retail Management for Stationers) 


’ By FRED MERISH 


efficiency of operation. The first 
purpose is solely mathematical, 
the other purposes statistical, or 


FRANK HENRY 
Office appliance retailer 
Profit and loss statement 








REE et Se ey Se ee eee eee ie, Sey eee Losseraceececeeseceeee$30,000—100 % 
Cost of merchandise sold................ ’ aspire 18,000— 60 
Margin of profit on sales ...-+2-12,000— 40 % 
Overhead expenses ..................... ... 10,800— 36 
Net profit on sales—January to June 1941..... 1,200— 4% 


Graphs are based upon statements or cost records compiled from actual operations. 
The pie chart and bar diagram are prepared from this condensed statement. If 
desired, many more elements may be diagrammed on these graphs. For example, 
all the overhead expenses could be shown individually via segments of the circle. 


_ 
| 
1 
4 
_ 





AT LEFT.—Pie chart for Frank Henry, office appliance retailer, prepared from 
the profit and loss statement covering the first six months of 1941. This form of 
graph is satisfactory where the relative importance of various elements that go to 
make up one total are charted. Obviously, if different elements or operating trends 
are to be charted, it would be necessary to use additional pie charts for each 
subject. This is more cumbersome than the use of line graphs. 

AT RIGHT.—The bar diagram based upon the same profit and loss statement of 
Frank Henry. Same in principle as the pie chart, only a rectangle is used instead of 
a circle, enabling the user to make sub-divisions of 100 per cent more accuracy. 
For comparative purposes, this graph may be laid out, one alongside another, stair- 
step fashion, but, here too, the line graph is more convenient. Scaling is easy. In 
this case, one-sixteenth of an inch was considered one per cent and the graph con- 
structed accordingly. 





the classification and arrange- 
ment of the facts disclosed by the 
figures to aid the management in 
conducting subsequent operations 
profitably. 


Trying to dig statistical infor- 
mation out of columns of figures 
isn’t easy, even if the analyst is 
conversant with accounting. By 
means of composite groupings of 
figures from the books, the office 
appliance retailer does have a 
concentrate of operations under 
various conditions and inter-rela- 
tionships but the picture is seldom 
in sharp focus. Important com- 
parisons and relationships are not 
easy to grasp because the picture 
is that of a multiplication table 
instead of a chart of operations. 


Graphs are a means of showing 
by diagram in which direction the 
various business elements are mov- 
ing. They present information so 
clearly, the movement of opera- 
tions over a long period of time 
can be visualized in such sharp 
focus with a minimum of mind 
and eye exertion that all office 
appliance retailers should employ 
this form of chartography to show 
where their business is heading 
and why. With the cost of goods, 
wages and taxes rising plus a vol- 
canic world condition, the dealer 
must utilize every means of keep- 
ing profits in the clear. The graph 
is a big help in the attainment of 
this objective. 


Small Percentage of Dealers Use 
Charts 


From the field studies conducted 
in connection with this series of 
articles for OFFICE APPLIANCES, we 
can report that, although the ma- 
jority of dealers in this field know 
about graphs, only five per cent 
use them, according to our survey 
work sheets, hence, education 
along these lines is vital. All deal- 
ers have profit and loss statements 
prepared, of course, but some do 
not appreciate the significance of 
the figures because they lack 
mathematical adroitness or haven’t 
the time to dig into the figures, 
hence about all they can remem- 
ber is that they made or lost money 
during the period under review. 
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The bases for graph construction 
are the profit and loss statement, 
balance sheet and supplementary 
records belonging to the account- 
ing systems, such as stock control 
cards. If presented numerically, 
these statements and records re- 
quire considerable study and an- 
alysis before significant relation- 
Ships and trends are revealed and 
comprehended. But when such 
information is presented in the 
form of a graph, the important 
phases of operation can be seen at 
a glance and comprehended speed- 
ily, a special boon to those not 
well versed in the science of ac- 
counting. Unlike the regular busi- 
ness statements, graphs show ap- 
proximations and are not designed 
for mathematical accuracy. 

There are three types of graphs 
that the dealer can use to advan- 
tage: (1) the pie chart, so named 
because it resembles a pie with 
different sized cuts and used to 
convey general relationships of 
parts to the whole, such as the 
distribution of the sales dollar or 
the percentages of various items 
of expense to sales. But this 
graph has limitations because a 
circle has 360 degrees, whereas, 
business statistics are computed 
on the basis of 100 per cent, which 
means that movement around the 
circle must be figured at 3.6 de- 
grees for every 1 per cent. Rather 
awkward at times. However, for 
showing sub-divisions of one total, 
such as the percentages of various 
items of expense to net sales, the 
pie chart is effective. The relative 
importance of the various ele- 
ments that make up the total is 
clearly revealed: (2) the bar dia- 
gram, a lateral or vertical rect- 
angle, the total size figured as 100 
per cent and the relationship of 
parts to the whole figured ac- 
cordingly, based, of course, upon 
the operating figures. The width 
of this graph has no significance 
and is used for explanatory word- 
age or to heighten visualization 
of the comparisons by means of 
crosshatching: (3) the line graph, 
which is constructed on lineal 
paper so ruled that figures can 
be allotted certain graduations or 
squares, according to requirements. 


Types of Graphs 


These graphs fall into three 
classifications: (1) the cumulative 
graph, in which the figures for the 
current period are added to the 
previous totals so that the lines 
are continuous from period to 
period: (2) the comparative graph, 
which embraces two or more 
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Different colored pencil or ink should be used to differentiate subjects—or dif- 
ferent type lines—dot, dash, solid line, etc. 

This is a comparative graph covering sales for first six months of 1940 and 1941 
and overhead expenses for the first six months of 1941. How easy it is to compare 
sales performance by means of this graph! The eye gets the story in a jiffy—also 
the ratio of overhead expense to sales. The relationship stands out clearly. 

Sales for 1940 started off on a lower level than 1941—$7,600 against $7,200 
but the 1940 half year had a better finish—$7,800 against $6,000—June sales. 
Why the big dip in April sales—$4,000 in 1941 when sales began so auspiciously? 
That is up to the management to find out. 

Both years had their ups and downs indicating instability in one way or another. 
The dealer has plenty to investigate, according to this graph. 

The bottom line covers overhead expenses and shows definitely that despite the 
big fluctuations in sales, the overhead expense did not follow these trends, and, 
strange as it seems, in April when sales hit the lowest point, overhead expense was 
at peak—$3,200. 

The horizontal line of the form is the time-line, to denote months or other 
periods. The vertical line is for spacing units, dollars, etc. These graduations are 
up to the graph maker. In this case the vertical line covers forty squares—$200 
for each square—$8,000 in all. The total figure is set upon past experience as to 
sales volume, output, etc. If sales exceed the maximum figure, in this case, $8,000, 
run the lines above the graph to show the volume exceeding estimate. 

The graph was prepared from the following book figures: 


1941 1940 
January $ 7,600 January $ 7,200 
February . 5,800 February 4,800 
March . 6,000 March 5,600 
April 3,400 April 4,000 
May 5,200 May . 6,000 
June 6,000 June 7,800 
Total $34,000 Total $35,400 


or 1940 to 1941 sales: (3) the single 
purpose graph, which covers just 
one business factor or element, 


movements for analysis, compares 
different factors within the same 
period, such as sales to receivables 








OCTOBER, 1941 


such as Sales, output, turnover, 
etc. 

The scope of chartographs is 
limitless, either as to time or 
subject matter. They may cover 
an entire industry, carloadings, 
the ups and downs of stocks and 
bonds, sales per line, total sales, 
advertising expenses compared to 
sales, price changes to sales, earn- 
ings to sales, budgetary sales to 
actual sales, potential supply and 
demand, relationship of the deal- 
er’s business to the business move- 
ment in the entire office appliance 
field, or the general business curve 
—these are just a few subjects 
that may be covered by graphs. 
For those dealers who use them, 
graphs now answer more satisfac- 
torily than complex statements, 
such questions as, “What is the 
sales increase doing to our fixed 
charges?, To our variable 
charges?”, “Is working capital 
keeping pace with the sales in- 
crease?”, “Which lines show the 
greatest percentage of profit in- 
crease?”, “How does inventory 
compare with sales during this 
emergency?”, “What was the rela- 
tionship of inventory to sales be- 
fore the emergency?”. How much 
simpler it is to visualize these re- 
lationships the diagrammatic way 
without being compelled to pore 
over, break down and compute 


various ratios mathematically? As 
for the time element, graphs cover 
periods from week to week more 
than ten years, depending upon 
the information desired. 


Graphs Can Be Used by Any 
Sized Business 


In construction, the graph is 
as flexible as its scope. The small 
dealer can use it as well as the big 
dealer. Graphs may be any size. 
The most popular sizes for line 
graphs are eight and one-half by 
eleven inches —letter size —and 
eighteen by twelve inches, the 
latter more convenient where four 
or more elements are charted. 
Keep your graphs as simple as 
possible. Too many elements or 
Subjects will confuse because of 
the multiplicity of lines. We sug- 
gest that you limit your subjects 
to six per graph. Use different 
colored ink or pencil or different 
types of lines, solid, dot-and-dash, 
dash, dot, etc., to differentiate line 
movement for greater clarity. 

One office appliance dealer 
hedged when we suggested graph- 
ing, arguing that, “It takes up 
too much time.” At the most, no 
more than a half hour weekly of 
your time or your bookkeeper’s is 
required, and the benefits more 
than pay for the time spent. You 
get the information you want 
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more comprehensively — at a 
glance. The usual general layout 
on line graphs is to place the time- 
line at the bottom and scale the 
information line vertically. Pie 
charts and bar diagrams may also 
be used for comparative purposes. 
It all depends upon your require- 
ments. Select the graph that 
gives the desired answer, the 
easiest, yet, most accurate way. 


The dealer can make up his own 
or have his bookkeeper practice 
chartography. Keep your graphs 
up-to-date. In our field studies, 
we occasionally come across re- 
tailers who are such enthusiastic 
users of graphs that the walls of 
their offices are covered with them 
and we have never found such 
merchants in bad shape. Always 
the reverse. Their operations were 
being conducted on an efficiency 
scale above par. 


During this emergency and for 
a long time after, the office appli- 
ance dealer must have a clear pic- 
ture of every phase of business 
operation and its relationship to 
all other phases that may have a 
bearing on it. Chartography will 
provide this essential at minimum 
expense and with minimum clarity 
so that the business can be piloted 
past the rocks and reefs into 
profitable waters. 


LITTLE BIOGRAPHIES OF OFFICE APPLIANCE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 


THE LAST RESORT 


«<T WO weeks ago yesterday we shipped a $795.87 order to Henry K. Rideout, who seemed to 
have a prosperous business at Graylawn, and, as he’d always been good pay, we mailed 


him the bill of lading direct,” the manager of the Elmo Appliance Company explained. 
"Now, as we’ve just learned, Rideout got the bill of lading on the morning of the seventeenth, 
gave it to the railroad company, had ’m stamp it ‘cancelled by delivery,’ examined the goods, 
told the freight agent they were not according to contract, got him to erase the words 
‘cancelled by delivery’ and return the bill of lading to Rideout, and Rideout then returned 
it to us with a nasty letter saying that none of the supplies were as ordered. 

‘The day we got Rideout’s letter our traveler who took the order wired us from Palm 
Valley that he’d just heard that Rideout was hopelessly and eternally insolvent, and I im- 
mediately wired the railroad agent at Graylawn that we were stopping that shipment in 
transit, but while the agent was signing for my wire an officer came in and demanded the 
stuff under a bankruptcy that Rideout’d just made that very afternoon.” 

Attorney Justason selected a buckram-bound volume from a revolving bookcase. 

‘Ah, here we are, the old Wiffler case,” the attorney declared. “In this Wiffler case 
(found in 119 N.E. 393) the New York Court of Appeals decided in favor of the seller, 
in a case so much like yours that they’re really on ‘all fours.’ I'll read you what the Court 
said in that case: 

“The only debatable question under the tests thus prescribed is the one whether the 
goods had been delivered by the carrier to the buyer. The facts determinative of that question 
have already been stated and need not repeated. Referring back to them, it may be con- 
ceded that if the buyer after taking his bill of lading to the carrier and permitting it to be 
marked, ‘Canceled by delivery’ had stopped, there would have been a constructive delivery. 
Also, if he had allowed the matter to rest in that situation for a substantial time before doing 
anything to recall his act, it might be necessary to submit to the jury the question whether 
a delivery had not been so consummated that it could not thereafter be avoided. But he 
pursued neither of these courses. After the stamping of the bill of lading, he ‘thereupon,’ — 
that is, immediately—examined the goods and made what, if then permissible, was a clear 
and decisive refusal of acceptance of them from the buyer and of delivery from the carrier. 
It is only by separating these steps and regarding them as divisible and distinct transactions 
that a delivery can be made out. We do not think they ought to be thus separated, but 
that they were so closely connected in point of time and otherwise that they should be given 
the effect of one connected transaction. This being done, it is clear that there was no delivery.” 

“Well, we’re safe, but it was a close shave,” the manager admitted. 
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BUT HAVE UNLIMITED POTENTIAL 


N THE early days of loose leaf, 

salesmen were met with the 
objections that loose leaf records 
weren’t even legal, the leaves 
would get lost, might blow out of 
a window, the cards would fall out 
if you turned a card index file 
upside down and all kinds of 
other negative arguments that 
seem silly to us today. But the 
objections were overcome and the 
use of loose leaf and card index 
records became standard practice 
because they are practical and an 
improvement over the old bound 
records. 

Now we have visible records to 
test our ability as salesmen and 
while a lot of pioneering has been 
done the principles are so well 
and generally known that the 
subject is better understood and 
easier to discuss than a few years 
ago. This is a distinct advantage 
to the dealer’s salesman who hasa 
daily quota to make, if he will but 
realize that his best prospects are 
the men he meets who have used 
and grown accustomed to visible 
records in some form or other and 
who have through shifting jobs, 
assuming new responsibilities or 
by working out new applications 
come into positions where they 
can put visible records to new 
uses. 

Our only limit in selling visible 
records is our capacity for hard 
work and our ability to apply vis- 
ible records to the needs of our 
customers. If it were not for the 
lazy streak that runs through us 
all we could really “go to town” 
in these days when the saving of 
time is of such importance in 
every office. Visible records are 
made to order for forty hour 
weeks and time and a half for 
overtime. 

While the educational efforts 
are usually less and the increased 
cost of visible records over other 
forms of records is more generally 
accepted as a good investment, 
there is still plenty to do in work- 
ing out the proper application of 
each outfit to make it fit the job 
it is to do. 


Selling Visible Requires Work 


This is what takes work and 
the salesman who does not feel 
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that he cares to spend hours and 
perhaps days learning all about 
the problems he finds and devel- 
oping a visible record plan to fit 
them and improve the methods 
in use or proposed had better 
stick back of the counter and be 
content to dish out the items 
asked for that are fully under- 
stood and require no study or 
special application. 

There is something thrilling 
about helping create and develop 
something new instead of just 
taking an order. With visible rec- 
ords every idea is a stepping stone 
to the solution of some problem 
and when the solution of the 
problem has been found the pros- 
pect will usually buy the equip- 
ment necessary to carry it out. 

So many salesmen, especially 
the younger ones, seem to feel 
that, due to their lack of experi- 
ence or knowledge of accounting, 
they are not qualified to make 
recommendations to their cus- 
tomers on subjects as heavy and 
important as would be involved in 
a large visible record system. It 
is to them that I want to point 
out that they can soon learn from 
their prospects and customers 
themselves if they will just ask 
questions and show an interest in 
all the visible record installations 
they encounter. 
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The less they try to act like ex- 
perts the better for them. Folks 
salesmen meet usually like to try 
to teach him something and talk 
about themselves rather than to 
listen to what might be good for 
them. The ideas can be slipped 
to them in such a way that before 
they get through talking about 
themselves they begin to think 
the idea mentioned came from 
them. What does the salesman 
care about who gets credit for the 
idea, so long as he gets the order? 

When a salesman sees a visible 
record cabinet or binder in use he 
can be sure that someone has 
found an application where the 
speed and convenience of visible 
records is worth what it cost over 
and above what ordinary loose 
leaf or index card records would 
have cost. By asking questions the 
salesman may be able to secure 
the benefit of years of study back 
of the system he finds in use. 


Prospects Like to Explain Their 
Systems 


Most office managers take it as 
a compliment when a salesman 
shows an interest in something 
he is using and generally enjoys 
explaining how it operates and 
what benefits it provides. It is a 
relief to most buyers to talk about 
something the salesman isn’t try- 
ing to sell at the moment. If the 
conversation is kept on subjects 
which will be helpful and instruc- 
tive it will usually bring out needs 
for additional equipment as well 
as knowledge that will help the 
salesman on other deals of a sim- 
ilar nature. 

Discussion of visible record 
systems and applications at every 
opportunity gives the salesman 
occasion to impress on his cus- 
tomer the fact that he is in the 
systems business and can furnish 
cabinets and binders as well as 
the specialist. How many times 
have we all found to our dismay 
that one of our best customers 
has purchased visible records from 
a stranger simply because we 
hadn’t mentioned visible in our 
calls or hadn’t taken the trouble 
to carry our demonstrator samples 
with us and show them? These 
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demonstrator outfits are awkward 
and hard to carry and the tend- 
ency is to leave them in the office 
where they gather dust instead of 
orders. It will pay to keep them in 
presentable shape and actually 
working. 

The manufacturers of visible 
record equipment spend a lot of 
money for demonstrator helps, 
literature and special men. If in- 
telligently used, all of this will 
prove productive of orders. The 
salesmen and the dealers must co- 
operate if this investment is to 
pay dividends. The special sales- 
men from the factory are capable 
and experienced. They will con- 
duct meetings, go out on calls and 
help close orders. Make them 
work when they come to call. 


Visible Must Be Proved Better 


Before a salesman can make 
much progress selling visible rec- 
ords he must realize that the de- 


vices and forms must be applied 
to the business and to the job 
and must give quicker reference 
and better results than can be 
secured with other equipment. 
When this is once understood and 
the salesman realizes that it is up 
to him to dig in and study the 
literature, practice with the dem- 
onstration equipment until he can 
make an impressive demonstra- 
tion and learn to gather every 
day, from every available source 
examples of how equipment may 
be put to productive use, he will 
start to grow. His progress will 
depend entirely on his capacity 
for hard work. Knowledge of a 
subject brings power and enthu- 
siasm. It takes the best there is 
in a man to build system sales. 
With more work to do and less 
time to do it, executives are be- 
coming more keenly aware of the 
importance of getting work done 
with the least expenditure of 
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time. They appreciate more than 
ever the value of an efficient rec- 
ord system. The opportunities to 
apply visible records are without 
limit. Space isn’t available for a 
detailed discussion of applications, 
but we can find plenty of them if 
we look hard enough. 

Never in the history of our 
country has the subject of in- 
ventory control been given so 
much attention. The concern that 
has a good system is finding it of 
greater value than ever and the 
ones who have been caught with- 
out one are floundering around 
making wild guesses instead of be- 
ing guided by adequate records. 

Purchasing agents who have 
depended on their memory too 
much in the past now wish they 
had their information indexed so 
that they could refer to it easily. 
The sales manager who can check 
the efforts of his salesmen by 


(Turn to page 27, please) 


SELLING VISIBLE RECORDS 


ISIBLE record equipment, we 

believe, is one of the most 
profitable departments for the sta- 
tioner and office equipment dealer. 
Not necessarily because of large 
installations, but because “visible” 
creates many sales at a satisfac- 
tory margin of profit. 

An organization which is “vis- 
ible” minded is constantly on the 
lookout for opportunities to make 
a “visible” installation. There is 
no office so small that there is not 
some record that can contribute to 
office efficiency by being put into 
visible form. 

Right here we wish to give credit 
to the manufacturers’ representa- 
tives for making our organization 
“visible” minded and keeping it 
that way. With literally thousands 
of items to Sell, dealer’s salesmen 
are inclined to generalize rather 
than specialize unless properly 
stimulated. We believe that the 
manufacturer’s codperation in 
bringing our men new ideas and 
new applications has been a large 
factor in keeping our men alert to 
the possibilities of visible record 
equipment. 

Of course, we stock both cabinet 
and book visible, as we believe 
neither type can cover all require- 
ments. Book visible perhaps, ac- 
counts for a larger number of 
sales, as its relatively low price en- 
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ables us to get many original in- 
Stallations in small offices at a 
price comparable with present 
equipment, where the initial cost 
of cabinets might prove a barrier 
to the sale. 

There are many cases where cab- 
inet visible is the proper equip- 
ment for the job, and the sales- 
man should use his complete 
knowledge of his line to prove the 
advantages of his merchandise. 

It is necessary, however, in 
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working on this type of prospect 
to let him know that you can fur- 
nish both book and cabinet visible, 
and lay the proper ground work 
so that you can fall back to book 
type, if competition forces the cus- 
tomer to decide against cabinet 
type because of the price differen- 
tial. Many a sale has been lost 
because a man has built up his 
Sales argument for one type at the 
expense of the other, and has been 
unable to adjust himself when 
competitive conditions made this 
necessary. 

We want to stress the point, 
however, that the great percentage 
of our business has been non- 
competitive. These installations 
have been created by our men and 
it is only rarely that competition 
enters into the picture. This, of 
course, means a legitimate profit 
on the sale and a Satisfied cus- 
tomer. 

The small office, especially that 
of the professional man, has 
proved a very profitable field. The 
doctor, dentist, or lawyer is in- 
variably open-minded and on the 
lookout for anything which will 
save time and promote office effi- 
ciency. These installations are 
not large, but almost invariably 
non-competitive. They mean a 
steady reorder business on forms, 
and a great many times are di- 
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rectly responsible for other in- 
stallations. 

There are many other small 
businesses that are excellent pros- 
pects. Real estate, insurance, 
automotive, radio, and every small 
merchant, just to mention a few. 
As stated earlier, wherever there 
is a record there is the possibility 
of visible. It may be only a tele- 
phone list. Again it may be a 
stock record or an accounts re- 
ceivable ledger. 

The large office, of course, offers 
the opportunity for volume busi- 
ness, but generally you find an 
office manager who is up to the 
minute on office equipment and 
there is less chance for creative 
work and therefore a highly com- 
petitive situation. But when you 


do get in the big establishment, 
the reorders make a mighty sweet 
piece of business. 


There is also a very lucrative 
field in municipal, county and 
State offices. Permanent registra- 
tion which has now become quite 
universal is the outstanding ex- 
ample of this, and has opened the 
eyes of many Officials tO many 
other records which may be 
adapted to visible. 

A most important point in sell- 
ing visible is to demonstrate the 
many advantages gained by Sig- 
nalling which is not possible in 
other types of record keeping. 
Collections are speeded up in ac- 
counts receivable ledgers, stock 
records adapt themselves to many 
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types of signalling. In fact, sig- 
nals can be used advantageously 
in almost every visible installa- 
tion. 

The sale and servicing of a 
visible job enable the salesman 
to get “behind the scenes” of his 
customer’s business when no other 
method can accomplish this. It 
will open up the possibility for 
much future business. 

In summing up, the basic prin- 
ciple is “know your visible.” Play 
with it till the operation becomes 
as automatic as shifting gears in 
your car. Seek the cooperation of 
your manufacturer as much as 
possible. He wants to educate and 
help you. And every time you see 
a record, think “Can this be ad- 
vantageously put into visible?” 


Vsibl é. utpment 
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REQUIRES SURVEY SELLING METHODS 


EFORE determining how we 

sell visible we of course want 
to know why and where it is sold. 
We sell it because: 

1. It gives office workers a better 
method of keeping certain 
records than other types of 
equipment. 

2. It gives us a product to Sell 
which carries a full margin 
of profit. 

3. It gives us a chance to Sell 
creatively. 

4. Properly applied it opens a 
market for additional visible 
equipment and other mer- 
chandise. 

We sell it where: 

1. Numerous records are being 
kept which are posted or re- 
ferred to frequently. 

2. Signaling of pertinent facts 
on the exposed or visible mar- 
gin is of value. 

3. It is desirable to control or 
prove the correctness of post- 
ings made. 

In obtaining prospects we may 
use several methods any of which 
may be employed to a greater or 
lesser degree as circumstances 


may dictate: 

1. Straight canvass, demonstra- 
tion and request for the op- 
portunity of making a survey. 

2. Study of installations report- 
ed to us by our suppliers and 
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a survey of our territory for 
similar applications. 

3. Casual survey of our custom- 
ers’ methods of record kKeep- 
ing in the course of regular 
solicitation for other office 
needs. 

In approaching the problem of 
how we Sell visible equipment it is 
well to bear in mind that for the 
most part it is not something 
which people come to us for like 
many office supplies and appli- 
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ances, but merchandise which the 
need for must be called to the at- 
tention of our prospect. Super- 
ficially, most of our prospects 
think of it as expensive and in 
order to induce them to buy we 
must justify the expenditure. We 
must prove it is a better and less 
expensive method of record keep- 
ing even though the original in- 
vestment per record seems high. 

Before we can honestly recom- 
mend the installation of visible to 
our prospects we should ourselves 
be certain of its value to them. To 
be sure, we Should make an anal- 
ysis of the record being or to be 
kept. We need to know its value, 
frequency of use and relation to 
other office records. We find this 
out by making a survey—that is, 
asking questions, observing and 
then recording the information 
obtained. Forms for this purpose 
are furnished by the manufactur- 
ers represented. 

After we have secured the in- 
formation we are ready to decide 
on the form or forms to be used 
and the type of equipment best 
suited to the requirements. It is 
well to keep in mind the more 
simple we can make the form and 
procedure to be followed, provid- 
ing the information desired is 
given, the better. 

The next step is preparation of 
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our proposal. We do this by telling 
our prospect in writing what we 
have found out about the record 
he is keeping or intends to keep. 
In our statement we also outline 
clearly the advantages to be ob- 
tained by the use of the proposed 
equipment. Along with this we 
include a mounted sample of the 
form or forms suggested and cuts 
or drawings of the proposed equip- 
ment. All of this we correlate or 
bind in a suitable, neat manner 
for our prospect’s perusal. 

It is not my intention to give 


the impression that the written 
proposal culminates our sales ef- 
forts. It furnishes a focal point, 
so to speak, and a very good tool 
with which to work. Circum- 
stance, personal choice and com- 
mon sense dictate how and where 
we use it. Supplementing this we 
use our demonstrator and sales 
manual. Sometimes a very effec- 
tive step consists of inspecting, 
with the prospect, other installa- 
tions of the proposed equipment 
already installed in the territory. 
The merit of this is obvious, as is 
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the use of testimonials from satis- 
fied customers. 

In closing I would like to em- 
phasize that our prospects buy 
primarily because they feel sure 
that time and money saving re- 
sults and greater convenience will 
be obtained by the purchase of 
visible equipment. Our success is 
dependent on how well we under- 
stand that point. A lot of talk 
about mechanical features are of 
no value unless we interpret them 
in terms which will benefit our 
prospects. 
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GET HIS SHARE OF VISIBLE BUSINESS 


EVERAL years ago we called 

on a dealer who was very 
enthusiastic about the sales pos- 
sibilities of visible record equip- 
ment. In fact, while we were in 
the store, he saw one of his clerks 
about to sell a customer a loose 
leaf ledger and cockily said to us, 
“Watch me switch that sale to 
visible.” 

We watched, and much to our 
embarrassment and the dealer’s 
chagrin, we heard the customer 
say rather heatedly that he 
wanted a loose leaf ledger outfit 
and not a visible outfit. 

When we saw this dealer re- 
cently, we laughingly asked him 
if he remembered the incident, 
and he said, “Yes! and that throw 
down taught me a valuable lesson 
on how not to Sell visible. First: 
You can’t successfully sell visible 
to a ‘cold’ prospect. Second: You 
must know something about the 
prospect’s requirements and be 
able to recommend or suggest 
ways to improve his present sys- 
tem. The knowledge of these two 
things has helped us tremendously 
in building a successful visible 
business. 


Planned Action Gets Results 

“Now,” he continued, “thanks to 
manufacturers’ visible literature, 
catalogues, circulars, sample books, 
Magazine advertising, aided by 
the promotion of visible by trade 
magazines and the special sales 
training of our sales people, we 
are fast getting our consumers 
acquainted with visible record 
equipment—and what it can do 
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to help them get quicker business 
facts by speedier reference and 
posting. 

“To get live leads we have peri- 
odic visible mailings to a general 
list of visible prospects, and also 
to specific prospects, as purchas- 
ing agents, sales managers, credit 
managers, laundries, dentists, etc., 
using in these cases specific sam- 
ple forms that apply to the specific 
business or department. Basically, 
our experience shows that sample 
forms are one of the most effec- 
tive ways of starting visible sales. 


“In fact, all our salesmen have 
been trained to start the visible 
sale with a form. This is sound 
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and logical selling. After all a 
prospect is primarily interested in 
the form because it is the form 
that actually gives him the busi- 
ness facts he wants for more ade- 
quate control of his business. The 
complete visible equipment is im- 
portant of course and plays its 
part in making visible ideal for 
speedy reference and posting—but 
the form came first in our experi- 
ence, then the binder and index. 


A Specific Case 


“For example, one of our big- 
gest visible sales was recently 
made because our salesman, in the 
face of the stiffest kind of com- 
petition, played up the impor- 
tance of the prospect getting the 
right form for the facts he wanted. 
While competitors were demon- 
strating the technical feature of 
their visible equipment, our man 
simply said to the prospect, ‘What 
facts do you want this record to 
give you?’ The prospect told him 
eagerly. After studying the facts 
and control information needed, 
our salesman later brought the 
prospect a rough sketch of a sug- 
gested form. It did not ‘ring the 
bell’ at once. But after several 
tries, with the prospect’s help, we 
finally drew up a form that satis- 
fied the prospect in every way. 
Then, and only then, did we go 
into the rest of the visible equip- 
ment needed. Thus we were able 
to get this big order, which in- 
cluded equipment for the com- 
pany’s main plant and all its 
branches—at our own price. 

“That’s why we sell the form 
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first. We not only stress the facts 
the body of the form can give 
a prospect, but also lay empha- 
sis upon the great value of the 
visible edge of the form for its 
speed in flagging attention and 
spot-lighting the facts the con- 
sumer wants to see, at a glance, 
by the means of various visible 
signals and symbols. 

“And the best thing about vis- 
ible,” continued the dealer, “is 
that it still is a growing business. 
We have done a pretty good job, 
but I know that right in our own 
vicinity we have not yet begun to 
scratch the surface of the poten- 
tial business to be had.” 

This dealer is right. There is 
a great future ahead for visible. 
Especially at this time with the 
upswing of business primed by 
the gigantic Defense program, 
which means not only our up- 
swing in defense industries, but 
general business as well. In fact, 
there are opportunities in the 
sale of visible record equipment 
at the present time that were not 
dreamed of a short time ago. A 
greater variety of visible records 
and a much greater volume will 
be used than ever before. 


Record-Keeping Must Keep 
Pace 


The United States has long been 
the foremost industrial nation of 
the world. But now with the flood 
of dollars and orders of the Lend- 
Lease bill for defense requirements 
and other nations as well, our 
facilities and technique of produc- 
tion will have to be speeded up 
to the limit. And it is only natural 
that this tremendous increase in 
industrial and commercial activ- 
ity should mean a vast increase 
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in record-keeping equipment to 
control, schedule and keep in mo- 
tion this enormous production 
program ahead. 

Modern record equipment must 
not only keep pace with this pro- 
gram, but actually be a _ step 
ahead. That is where visible fits 
in very nicely. Its many features 
that speed up business facts and 
control make it an ideal tool to 
use. Production control, based on 
definite budgets, carried out ac- 
cording to definite specifications 
need visible records. The sum- 
marized facts for executives’ con- 
trol in purchases, inventory, direct 
and indirect costs, stock control, 
planning and scheduling, etc., are 
all made to order for visible rec- 
ords. And for the dealer who has 
a planned program to go after 
this business there should be good 
visible business ahead. 


An Increase in General Business 


It is natural, too, that busi- 
nesses outside of the Defense pro- 
gram, with its need for so many 
detailed records, will need more 
visible records. In fact, this should 
be a large volume market. Indeed, 
it is fundamental and sound with 
modern businesses to have to 
keep a sharp eye on competition 
and the cost of doing business, 
even on an “up-swing” market. 
Thus the necessity for closer and 
closer reckoning of expenses and 
efficiency and the definite ten- 
dency of executives to put a 
greater element of planning and 
control into business operations. 
So the greater pace of general 
business, the greater its need for 
adequate records, which of course 
makes plenty of places where 
visible fits in. 
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For example, in the average 
business are the sales department 
for sales analysis and customers’ 
records; in the order, stock and 
billing departments for stock rec- 
ords and billing information, and 
in the production and purchasing 
departments for purchase records, 
vender lists and for detailed pro- 
duction records. In the audit de- 
partment, visible is very good for 
credit records and collection rec- 
ords. It is suitable for accounts 
receivable covering thousands of 
individual accounts. 

This does not begin to represent 
the many uses for visible equip- 
ment, and of course the dealer 
will be able to add a great deal 
to it. In fact, one of the profitable 
things about selling one installa- 
tion of visible to a business is the 
fact that it usually leads to addi- 
tional sales of visible in depart- 
ments of the business. 


Planned Action Needed 


Though dealers seem to be “sit- 
ting pretty” for the potential in- 
crease in visible—it will not by 
any means fall in their laps with- 
out a well planned effort to get it. 
The sending of advertising litera- 
ture and samples to general and 
specific prospects on a periodic 
basis will help to establish a dealer 
as headquarters for adequate vis- 
ible service, and the intelligent 
follow-up by his salesmen selling 
“what visible can do for the user” 
will get that dealer a greater 
share of this increased business. 
In short, sell the power of busi- 
ness control and the security in 
knowing results. Sell the idea that 
visible gives the user the business 
facts he needs—more quickly— 
more clearly and more completely. 
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VALUE OF VISIBLE RECORD EQUIPMENT 


E operate in a typical coun- 

try territory. Large accounts 

that would naturally be prospects 

for the visible idea are necessarily 

few and far between. However, our 

men are quite “visible” minded 

and no account is too small to be 
a prospect for visible. 

All of our outside salesmen are 
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general line men, selling all equip- 
ment and general stationery. Con- 
sequently, we cannot handle vis- 


ible as a specialty item in itself. 

Visible selling then resolves it- 
self into one more line that we 
must handle in a general way, 
but with certain specialized han- 
dling that will enable us to make 
as many sales as possible without 
interfering with other sales effort. 

We handle two main types of 
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visible. The multiple ring, loose 
leaf style that adapts itself read- 
ily to small installations and fre- 
quently to a large job where cost 
is the deciding factor. The second 
type that we spend most of our 
effort promoting is the well- 
known card index. 


Three Ways of Developing 
Business in Visible Records 


We have found that there are 
three ways in which we develop 
sales of visible in this field. 

I. An inquiry from an account 
wishing to improve its system so 
as to save time and increase 
accuracy. Our men, then, are able 
to step in and recommend a 
system. 

II. The next source of sales 
comes from picking out the large 
accounts in the territory and mak- 
ing a study of a particular de- 
partment of the business. 

Here the value of our general 
line selling has a _ tremendous 
edge. All of our men make con- 
tacts with practically everyone in 
an organization. We call on every- 
one from the janitor to the man- 
ager or president of the business. 
By being on friendly terms with 
everyone in an institution we 
usually learn of a problem that 
affects the particular individual in 
question. 

A problem that lends itself to a 
visible application is mentioned. 
Details and proposals are planned 
to make the idea visual and sim- 
ple to the individuals. He, too, 
will help us promote the idea 
when its merits are apparent. 
Then, and only then, will we take 
it to the man who has the author- 
ity to buy. 

In this way we have an idea 
to sell, usually economy of opera- 
tion that appeals to the buyer. 
We eliminate competition as we 
develop the idea and the competi- 
tor never knows of the installa- 
tion until he sees the equipment 
on his next call. 

By taking our large accounts 
and breaking them down by de- 
partments it is easy to visualize 
visible applications. 


Visible Applications for Depart- 
ment Stores 


For a case in point let us take 
a good sized department store. 
We know that: 

1. They have charge accounts. 
They will need a quick and 
reliable up-to-the-minute 
credit reference. A_ single 
line visible is a specific. 
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A VIEW OF THE STOCKWELL & BINNEY STORE IN SAN BERNARDINO, CALIF.— 
The firm of Stockwell & Binney operates in San Bernardino and Riverside counties in 
California. In addition to the San Bernardino store the company maintains one in 
the city of Riverside which is considered one of the most complete establishments 
in Southern California. The firm also operates offices in Redlands and Ontario, Calif. 


2. They have a large number 
of employees. They have fre- 
quent inquiries regarding 
them. A small three by five 
visible record, listing such 
information as social secur- 
ity number, date employed, 
years with the firm, personal 
habits, ability in their line, 
attendance and pay record 
is a valuable quick reference 
for the busy personnel direc- 
tor. 


3. They necessarily buy many 
maintenance supplies, a vis- 
ible record here is valuable 
as it will give vendor’s name, 
quantity bought, price paid 
and dates purchased. An ex- 
tremely valuable record at 
the finger tips of the har- 
assed buyer. 


4. They have many depart- 
ments that demand constant 
surveillance, involving day to 
day volume comparisons, or 
today against yesterday, a 
month ago and a year ago. 
Only in a visible record can 
the busy executive have a 
picture of the business at the 
glance of an eye. 


5. We even developed a visible 
system to keep a perpetual 
inventory of the various 
sizes, styles and colors of 
shirts and socks. (If you 
aren’t aware that there is a 
wide variety of them, check 
with a department manager 


of this particular depart- 
ment.) Here is a spot over 
which many department 
store comptrollers become 
gray headed. A visible record 
here will prevent many a top 
heavy inventory. 


There are, of course, countless 
other applications in a department 
store, just waiting for the visible 
man. Simply by checking each de- 
partment of any large organiza- 
tion we can develop many inter- 
esting installations. 


Ill. Our third method of de- 
veloping business is to carry a 
book outfit that sells complete as 
a packaged unit. The book unit 
has a ready sale for a small vis- 
ible personal record that can be 
kept handy for instant reference. 
Too, the showing of the book unit 
itself develops a chain of thought 
in the customer’s mind that fre- 
quently leads to a larger cabinet 
type visible set up. (It is amazing 
how many people have never even 
seen the visible principle.) 

Another development of the 
book unit idea is that the record 
quickly grows and it is necessary 
then to go either into cabinet 
equipment or a more flexible unit. 
Again, let me cite a case or two 
in point. 

Book Type Installations That 

Led to Bigger Sales 


1. The secretary to a doctor 
was shown the book unit. 
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The simplicity and speed of 
operation were apparent. She 
decided to place some of her 
more active records in the 
visible idea. Soon she liked 
it so well that all of the 
accounts receivable and his- 
tory records were housed in 
a cabinet visible system. 

2. A fairly large electrical sup- 
ply house kept a perpetual 
inventory of light globes. 
(Here again is a spot that 
needs some attention from 
the visible man.) A number 
of book units were sold. The 
visible idea was so practical 
that all of the items are 
being placed on the visible 
cards. The books were traded 
in on more expensive and 
flexible equipment. The obso- 


lete vertical card record sys- 
tem that they had been 
using is a thing of the past. 
It all started with the sale 
of a few book units. 

3. Another case is a large 
cement plant. A book unit 
was sold to the superintend- 
ent to house personnel rec- 
ords of the key men of the 
organization. Soon every em- 
ployee’s name was housed in 
a visible cabinet, and the 
records of men who had been 
in the employment of the 
cement company for twenty 
years were housed visibly, 
because quick reference was 
necessary for vital informa- 
tion. 

Book units have been a nice 

source of visible volume. Probably 


OFFICE APPLIANCES 


one of the easiest ways of getting 
started on the idea of visible. We 
are very happy to trade in the 
book units, because we can then 
use them for a low cost introduc- 
tion of the visible idea to another 
prospect. 

Once an account realizes the 
benefits and sees the profit of 
even a small book unit, the ice is 
broken. We can quite easily lay 
out a plan of visualization for 
other voluminous records that will 
make a really profitable sale. In 
this way we get a nice order and 
the customer profits by time saved 
in an office operation. 

Time saved in any office in this 
busy period may be credited di- 
rectly to net profit. Management 
is quite aware of this and will 
listen readily to the visible idea. 





A CONFERENCE ON VISIBLE RECORDS.—Lef¢t to right: Edgar B. Heckman, president, Office Equipment Com- 
pany, Harrisburg, Penna.; Paul Buckwalter, New York manager, National Blank Book Company, and R. P. Towne, 
Jr., assistant treasurer, National Blank Book Company. 


Wake the a . oe ae ond 


BIG VISIBLE ORDERS WILL FOLLOW 


HERE is an old saying, “You 

take care of the pennies and 
the dollars will take care of them- 
selves.” Translated into the sell- 
ing of visible record equipment, to 
us at Office Equipment Company, 
this means that if the salesman 
will take care of the small in- 
stallations, the larger orders are 
sure to follow. 

In reviewing the records of our 
sales of visible record equipment 


By EDGAR B. HECKMAN 


President, 
Office Equipment Company, 
Harrisburg, Penna. 
¥ 
since we began to feature it as a 
major line, one outstanding factor 
comes to light in almost every in- 
stance. And that is that about 
ninety per cent of our present 


users Of visible equipment were 
started on the use of this equip- 
ment with a small installation— 
one of 1,000 records or less. I men- 
tion this fact for a very definite 
reason. When we first started to 
feature visible, our salesmen were 
no different than other salesmen. 
They felt that visible record sell- 
ing was a specialty field and that 
only men with a long schooling 
could make any money at it. They 
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also felt that in order to be suc- 
cessful in that field a salesman 
would be required to devote his 
full time to the job. 

Accordingly, we started very 
slowly. At each and every sales 
meeting for a period of at least 
four months, there was a discus- 
sion on the possibilities and the 
sale of visible records. Slowly but 
surely, our boys took hold of the 
subject until today every one of 
them can demonstrate and sell 
any item in the visible lines which 
we carry. Not only can they dem- 
onstrate and sell the equipment, 
but they are also qualified to de- 
sign and draw any special forms 
which the particular installation 
might require. 


Start Made with Ring Binder 

Our start in visible selling was 
made with the sale of the ring 
binder type of equipment and 
even today a very large part of 
our visible volume is made up of 
this type of equipment. Concen- 
tration on small records, such as 
“accounts receivable,” “accounts 
payable” and others, has taught 
us the value of these ring binders. 
Not only as a fine type of record 
keeping equipment, but also as 
an entering wedge for securing 
business on larger records as well. 
Most of our first installations were 
made using regular stock forms 
which manufacturers list in their 
catalogues. Let me say here, how- 
ever, that we gave as much 
thought to these installations as 
we now do to the larger ones. 
Frequently the opinion of the en- 
tire organization was asked in 
order to make sure that our rec- 
ommendations were the best pos- 
sible within the range of our abil- 
ity to make. This effort has paid 
dividends, for gradually our men 
began to feel the romance in sell- 
ing visible. Very soon they began 
to look for larger installations on 
which to spend their efforts. 

About this time, too, customer 
approval of our methods began 
to show, and the work which we 
did on the small sales began to 
pay for itself. I remember one 
of the very first incidents. One 
of our boys came in to tell me 
about a conversation he had had 
with one of his customers. It went 
much like this: 


“Say, Jim, you remember that 
visible record system you sold 
us for our prospect file? Well, 
we are about to make a change 
in our ‘service record’ which will 
involve over 3,000 accounts. Can 


you come over and show us a 

set-up on that same type of 

equipment which we can use on 
this record?” 

This is only a single example 
of what happens in a large por- 
tion of our sales. We have found 
that within one year at least 
seventy per cent of our visible 
users buy either additional equip- 
ment for their present records or 
new equipment for other records. 
This is very nice business because 
in most of the cases, competition 
is entirely eliminated. 


Trial Installations 

There is another important 
angle to this method of selling 
that keeps it in step with modern 
merchandising. We all know that 
today business equipment is sold 
on a trial basis. The possibilities 
and the results of this method are 
generally accepted. The customer 
is asked to try a chair or an add- 
ing machine in his office, under 
his actual conditions, doing his 
own work, for a certain period of 
time. Our method of selling vis- 
ible equipment is exactly the 
same. No, we don’t put in a visible 
binder or cabinet with a number 
of forms, etc., on trial, but we do 
sell the customer a trial installa- 
tion. Many times our prospect 
does not know he is buying a 
trial installation. Let us suppose 
that there is an accessory house 
whose inventory covers 15,000 dif- 
ferent items. Our prospect, when 
contacted, has always insisted 
that the cost is too great and 
that he is not too sure that our 
equipment will work out for him 
as well as we have told him it 
is doing for certain others. There 
are always special conditions 
about his business that do not 
appear in the others. About this 
time we find that the office man- 
ager is using a blind card file for 
a Social Security and personnel 
record. He has naturally had 
some trouble in finding the cards 
when he wanted them in this type 
of record. Accordingly, we sell 
him on the idea of investing 
about $10.00 in a visible system, 
all parts of which are stock items. 
We are very careful to see that 
this record is properly installed 
and that it is fully understood. 
Within ten days or two weeks, the 
office manager is sold on visible 
and we have him on our side to 
help us get the stock record sys- 
tem. Think this trial method over; 
give it a trial, and it will help 
to increase your volume on visible. 
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The selling of visible systems 
is also profitable to a salesman in 
other ways. One way in particular 
is the fact that he need never 
hunt prospects. Every time a 
bound book, a card file or a ledger 
is sold, the visible minded sales- 
man realizes that a visible record 
installation would do that job 
better. If the salesman is fully 
qualified to sell visible equipment 
he has at his disposal a large 
variety of units to recommend, one 
of which is sure to meet all the 
requirements of the particular 
record. New laws and legislation 
too, are constant sources for visi- 
ble selling. When any law requires 
records to be kept, a little study 
of the required information will 
give the salesman all he needs to 
design a proper form for the job. 
This is a particularly good enter- 
ing wedge. It is an accepted fact 
that some type of equipment must 
be purchased to keep the record. 
The fact that visible records will 
do the job better and with much 
less time and effort goes a long 
way toward getting the order. In 
addition, the salesman who sub- 
mits a clear, concise and complete 
visible record to do the job, elim- 
inates competition when he uses 
the specially designed form as the 
closing factor. 

A specially designed form can 
multiply visible sales in many in- 
stances. When a form is designed 
for a particular business, follow 
it up with calls on all the other 
people in that business in the ter- 
ritory. Just recently a form which 
we designed for the beverage busi- 
ness resulted in five installations 
of the record. 


In addition to the respect and 
financial return that the salesman 
derives from the sale of visible 
equipment, we know that the in- 
tangible value of a well designed 
installation is very great. Each 
one of our men can trace orders 
for other office equipment, includ- 
ing files, desks, and chairs, to the 
fact that he did such a complete 
job on a visible installation. Since 
the visible installations were so 
complete, the customers felt that 
these salesmen were just as well 
qualified to install their office 
equipment. These accounts, we 
know, will do a great deal of 
thinking before they change their 
present source of supply. Visible 
records are, therefore, not only 
the coming form of record keep- 
ing equipment, but a good visible 
installation is a business builder 
as well. 
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N THIS spread are expressed two opinions concerning the degree of typing 
skill a machine salesman should possess in order to make a convincing 
demonstration. The viewpoints vary rather widely, a natural circumstance 
considering the subject. Both Mr. Hall and Mr. Metzger, as well as the pub- 
lisher of this journal, will welcome further discussions, out of which it is con- 
fidently expected will come useful selling ideas. 


DON'T TYPE — SELL 


N SEVERAL occasions during 

the time that I have been 
selling typewriters, I have been 
criticized for using the “Hunt & 
Peck” system in demonstrating a 
machine instead of giving the 
prospect what might be termed a 
real, professional display of typ- 
ing. My reason for doing this will 
be better understood when it is 
explained. 

Several years ago I was ac- 
quaintea with a man who worked 
as a salesman for a music house 
and who had the reputation for 
being one of the best salesmen 
of musical merchandise in that 
section of the country. If there 
was an unusually hard prospect, 
or if sales were not up to what 
they should be, they always called 
on this man, told him the trouble, 
and looked to him to produce. 
And he always did. 

His success was all the more 
amazing because he did not play 
the piano. If he called on a pros- 
pect, or if one came into the store, 
he would demonstrate the piano, 
thump out a few cords, and then 
ask the prospect to play some- 
thing. 

One morning, when a sales 
meeting was being held and the 
plans were being mapped out for 
a big drive, he was asked to have 
a part on the program, and to 
tell the other salesmen how it 
was that he had such success in 
selling and still could not play. 


By FRANK C. HALL 
Manager, San Antonio Office, 
Underwood Elliott Fisher Co. 
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“I don’t play the piano because 
it is my business to sell them, and 
not play,’ he stated, when he 
stood up before the assemblage. 
“If a lady came into our store and 
I was asked to demonstrate one of 
our instruments to her, and sat 
down and began to play Beet- 
hoven, or some other highly class- 
ical music, she would lose interest 
because the music I would play 
would in all probability, be some- 
thing she could not play, some- 
thing she could not appreciate, 
and her natural interest and de- 
sire would be chilled. Such a re- 
action is to be expected, for we 
cannot find interest in something 
we do not understand. 


“Let the prospect play the in- 
strument and get the pleasure out 
of it. The mere thumping of a 
few cords is sufficient to demon- 
strate its touch, its volume, its 
tone qualities, or any of the other 
features you may wish to bring 
out. You are selling the machine; 
it is the prospect who should en- 
joy it; and such enjoyment will 
not be possible if you are a better 
player, and show it through your 


demonstration. You make the 
prospect feel inferior. You dampen 
the desire for possession.” 

Yet, this salesman was an ex- 
cellent musician, thus possessing 
the basic requirement that a sales- 
man have a thorough understand- 
ing of his product. 

I have followed this practice in 
my sales work, and it has brought 
me some good business. Since 
adopting this practice, and watch- 
ing the efforts of other salesmen, 
I believe that many of these sales- 
men who give an A-1 typing dem- 
onstration to a prospect who is 
interested in buying a typewriter 
rather than taking a course, is 
merely satisfying a feeling of con- 
ceit at being such a good typist, 
and not making a sale. 

In my demonstrations, I have 
only one sentence which I type 
out. It is sufficient to demonstrate 
the machine, its touch, the style 
of type, the shift key, and the 
ease of operation. 

In the same manner that the 
hunter gets more enjoyment out 
of his shotgun by shooting it off 
himself, or the young lady gets 
pleasure from using her own en- 
casement of toilet accessories, so, 
too, will the prospect become more 
interested in the typewriter if the 
salesman points out the numerous 
features, and then lets the pros- 
pect try them out so they will be 
better understood and appreci- 
ated.—_BCR 


CAN YOU TYPE? IS CORRECT PRODUCT 
USE NECESSARY IN SALESMANSHIP? 


HEN the vacuum cleaner is 

demonstrated, the salesman 
usually shows the customer ex- 
actly how it will perform. He gen- 
erally demonstrates the attach- 
ments and the way you use them 
to clean stairs, curtains, ceilings, 
etc. He, himself, uses the vacuum 
cleaner in the proper way in dem- 
onstrating to the customer. 


By W. A. METZGER 


Portable Sales Manager, 
Royal Typewriter Company 
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Likewise, when you go to buy a 
new car, there will be a salesman 
who takes you out in it and puts 


it through its paces. He is usually 
an excellent driver and can make 
the car sit up on its hind wheels 
and say “uncle.” 

The washing machine man 
comes in and does a washing for 
“Madam” to show how the ma- 
chine works. Apparently the type- 
writer business is the only one in 
existence where the salesman 
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thinks it is unnecessary to know 
how to use the product properly 
in order to sell it. 

It is no unusual experience to 
step into a typewriter store and 
watch the proprietor or salesman 
showing a portable or standard 
machine to a customer poking 
away at it with a stiff forefinger 
in a manner wholly unlike the 
natural way to operate a type- 
writer. 

It is no more of a novelty to see 
typewriter salesmen in an Office 
illustrating the use of a new 
model typewriter to a professional 
typist who probably can do by 
touch seventy or eighty words a 
minute, and his method of dem- 
onstrating the touch is to slowly 
peck away with two fingers, writ- 
ing some copy about a lazy dog or 
two battleships, with pokes and 
jabs at the keys. The result is al- 
ways uneven looking, spotty work, 
with generally a smile on the part 
of the operator, if she catches the 
humor of the situation, and apol- 
ogies on the part of the salesman 
or an explanation as to the fact 
that he just uses the hunt and 
peck system. 


Salesmen’s Lack of Typing Skill 

It has always struck me as 
somewhat ludicrous that an in- 
strument upon which it is as easy 
to acquire skill as a typewriter 
should be sold by people who have 
never taken the trouble to learn 
to use it properly. In every other 
business that I know of, a sales- 
man can operate the product he is 
selling just a little better than 
anyone else. In this manner, he 
implies without saying so that the 
product is easy to use and for that 
reason highly deserves a home. 
With the demonstration of almost 
any other product, the customer 
sees the product put into actual 
use by the sales person making 
the demonstration—not so with 
typewriters. We have gotten into 
the habit of careless, lazy demon- 
stration in this business, and I 
wonder whether sales could be im- 
proved and made more easily if 
salesmen knew how to use a type- 
writer. 

I dc not mean to imply that a 
salesman should spend any great 
length of time becoming a show 
typist any more than an automo- 
bile salesman has to be a racing 
driver. Neither do I mean that a 
salesman should demonstrate his 
skill on the typewriter in selling 
a machine. I have seen some peo- 
ple go as far in that direction as 


most salesmen go in the opposite. 
In other words, he is so proud of 
his skill as a typist that he, him- 
self, shows it off to the customer 
while neglecting to demonstrate 
essential features. 

The point I do make is that rea- 
sonable facility in using a type- 
writer as it should be used is a 
logical adjunct to salesmanship, 
and of course, I refer to not only 
touching the keys, but to setting 
margins, writing capitals, and also 
small letters, returning the car- 
riage, tabulation, erasure, paper 
insertion and the other acts which 
correspond with shifting the gears 
of a car, applying the brakes, 
proper acceleration, etc. 

This is a rather provocative sub- 
ject, and it is probably open toa 
good deal of discussion. That is 
why I have phrased the title of 
this article as a question rather 
than a statement. I think it might 
be a good idea for every typewriter 
salesman, either working in an of- 
fice or selling in a retail store, to 
look at himself objectively when 
he sells, and figure what the effect 
is upon the customer when he 
straight arms or stiff jabs either 
a single letter five or six times or 
a trite overdone sentence. 

Think it over! 

—- - — 
VISIBLE RECORDS TEST SALES 
SKILL, BUT HAVE UNLIMITED 
POTENTIAL 
(Continued from page 19) 

signals, can guide those salesmen 
with intelligence. A sales record 
should be laid out to show the 
potential of a territory as an 
objective rather than simply to 
record what is being done cur- 
rently. The towns and districts 
being neglected should show up 
like sore thumbs, as it is more im- 
portant to know quickly the cus- 
tomers who have stopped buying 
or who should buy than just to 
create another record of sales to 
regular customers. Ledgers and 
other books should show that. 


Banks have all had a hard time 
getting enough profitable business. 
Consequently they are getting 
more salesminded. A central in- 
formation file properly signaled 
on visible records will help them 
gather together and _ properly 
classify the information on each 
customer they now have scattered 
through the bank and will pro- 
vide a foundation for their new 
business department to work on in 
increasing business. 


In laying out any visible record 
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system be sure to show the use 
of signals, as they are the means 
of increasing the importance of 
most systems. The placing and 
moving of the signals may take 
the time of some clerk, but if their 
use saves the time of some execu- 
tive, the objective has been gained. 

Graphic charts are appreciated 
by all business men today, and 
if they can be shown that a visible 
record properly signaled will be 
in effect a graphic chart of a busi- 
ness record, it will increase the 
importance of a proposal. To gain 
the information at a glance by the 
aid of signals is a distinct advance 
over the old method of plodding 
over blind records, digging out the 
information at the cost of time 
which is the most expensive item 
in the budget in any office. 

From the dealer’s standpoint 
the sales of visible record equip- 
ment present an opportunity for 
profit and prestige not found in 
some of the general stationery 
lines. Prospects built largely on 
service are not usually subject to 
price cutting. Solving the prob- 
lems incident to the application 
of a visible record system usually 
takes the deal out of competition 
and there should be a good profit 
in the sale of any equipment that 
goes with it. If dealers’ salesmen 
were trained to sell more on a 
system basis there would be less 
price cutting and the salesmen 
and dealers would realize more 
nearly the profit to which they 
are entitled. 

Visible record sales have an- 
other attractive feature for the 
dealer. There is little need to tie 
up a lot of money in stock, some 
items may be standard enough 
and move fast enough to justify 
carrying them but the big major- 
ity of deals are for installation 
far enough in advance to permit 
the equipment to be ordered from 
the manufacturer after the sale is 
made. 


Plenty of demonstration equip- 
ment should be on hand and kept 
in presentable shape, for visible 
record equipment must be shown 
to be sold, but the line can be 
handled with the minimum of 
stock for filling orders. This helps 
make up for the greater effort 
necessary to sell it. 

Nothing costs the dealer as 
much as slow moving stock. I 
know of nothing that moves 
slower than outmoded visible rec- 
ord equipment. To be able to sell 
an item before it is bought helps 
keep the shelves clean. 
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UNUSUAL IDEAS ARE INTRODUCED 


STABLISHED a little more than 
one year, Parke-James & Com- 
pany has already made a substan- 
tial place for itself in the office 
furnishings and equipment field of 
San Francisco. This is based on 
the fact that every job is ap- 
proached with a planned program 
that combines efficiency-engineer- 
ing of the office with decorative 
appeal. 

The result is that large insur- 
ance companies, oil firms, and 
firms expanding through the Na- 
tional Defense program have pur- 
chased and are contracting to 
purchase complete installations 
from Parke-James. 

Experience of this firm proves 
that complete office planning and 
originality in decorating is the key 
to modern selling. So outstanding 
is the originality displayed in this 
firm’s work that calls are also 
coming from persons desiring dec- 
orating services for homes! At 
this writing, one such extensive 
job is on the drafting boards, 
the customer having seen a mod- 
ern office installation by Parke- 
James and insisting that the firm 
undertake to design and furnish 
the home as well. 


Unique Showrooms 


Formerly associated with a well 
known office furniture retailer of 
San Francisco, James McCormick, 
president of Parke-James, is a 


An Outline of Methods Found Effec- 
tive by Parke-James & Company, San 
Francisco, Calif. 
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young man who had only five 
years’ experience in the office 
furnishings and equipment field 
before establishing his own busi- 
ness. But he saw the possibilities 
of originality in the field and so 
was able to form his own company, 
housed in a building which is it- 
self an outstanding advertisement 
for the firm. 

It is located at 344 Bush, in the 
heart of the business district. Here 
a lease was taken on two old- 
fashioned small store fronts which 
were torn out, remodeled; and 
turned into a quality showroom. 

A broad square of plaster and 
concrete blocks modernizes the 
upper front of the building. A red 
tile base is used beneath the show 
windows, there being two smal! 
windows at either side and a large 
window in the center which shows 
a complete office ensemble and 
suggests the quality type of busi- 
ness in which the firm is engaged. 
Glass blocks are used at either side 
of this window which has a plas- 
ter-wall background similar to 
that found in most offices. 

The two side windows are fin- 
ished in Filipino mahogany, 
stained to resemble walnut. A 


short marquee in modern lines 
above the windows supports dig- 
nified block-lettering identifying 
the firm. 

Showing a furnished office as 
the central window does, complete 
even to the draperies, has at- 
tracted drop-in of business men 
and executives interested in un- 
usual office treatments, says Mr. 
McCormick, and has led to many 
sales. For that reason the center 
ensemble is changed at frequent 
intervals so that business men 
from the surrounding offices may 
see a full range of ideas. 


Finds Location Helpful 


Settling in the heart of the busi- 
ness district has been found most 
productive of business, as the firm 
planned when selecting such a 
location rather than establishing 
the showrooms along the street 
where most of the other office 
equipment firms are. The out- 
standing appearance of the struc- 
ture itself is of course important 
in such a location. 

The interior is almost exclusive- 
ly devoted to ensemble effects, 
there being six model showrooms 
in all. Each shows a different type 
of suggested office treatment, 
ranging in price from a few hun- 
dred dollars to well above a thou- 
sand dollars. 

These are built along one side 
and at the rear of the floor, the 
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front section being left open for 
a small display of desks and equip- 
ment, desks for the salesmen and 
executives, etc. Thus, rather than 
locating the general business office 
for the firm at the rear, this is the 
first thing seen when entering. 
It makes a “friendlier” arrange- 
ment, Mr. McCormick points out, 
and in addition is a most practical 
way of showing office equipment 
at work. 

The model offices are entered 
from a corridor and were con- 
structed by erecting light parti- 
tions of plasterboard. False win- 
dows of glass-wire are set in these 
walls in order to give the complete 


illusion of offices, the dimensions 
being kept approximately that of 
the average offices in buildings of 
San Francisco. 

Each office presents an unusual 
treatment. The first one is an 
“all steel” office with blue carpet- 
ing and draperies. Several refin- 
ished wooden chairs are shown in 
connection with this display in 
order to show how, by using metal 
paint, a complete “steel” effect 
can be created. An outstanding 
installation of this type was re- 
cently made for the head of Ryan 
Aeronautical, using the brilliant 
gray metal color to represent the 
color of planes and blue and red 


A BATTERY OF AUTOMATIC FILES.— 
The Tower-Crossman Corporation, New 
York City, recently made this installa- 
tion for S. H. Kress & Company, also of 
New York. It consisted of fifty expand- 
ing and compressing five-drawer cap-size 
files manufactured by the Automatic 
File & Index Company, Chicago, III., and 
Green Bay, Wis. The buying firm now 
has a total of 400 of the files, all of 
which are finished in a special “Kress” 
light quartered oak. 


which are colors of the firm as 
colors to brighten the effect. 

That is an example of how 
Parke-James & Company is selling 
ideas rather than depending mere- 
ly on waiting for business men to 
decide that they need new office 
furnishings and equipment. 

Before approaching a job, they 
first put it on the drafting board 
and then present a program to the 
prospective customer. This may 
call for an expansion, a complete 
modernization, or merely for cer- 
tain changes to be made in the 
prospect’s office set-up in order to 
achieve greater efficiency in his 
office operation. 
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Perhaps the most novel things 
this firm uses in field work are 
small cut-outs of desks, chairs, 
filing cabinets, etc. A floor plan is 
made of the prospective client’s 
office layout to scale and then the 
salesman, by using the cut-outs 
which are also made to scale, can 
demonstrate the necessary changes 
and locations of furnishings and 
equipment in order to obtain 
greater efficiency from the space. 

This approach never fails to 
greatly interest new contacts, Mr. 
McCormick points out, and they 
will spend much time arranging 
and re-arranging their proposed 
layouts for greater office efficiency 
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until they arrive at what they 
think is the correct arrangement. 

Virtually all the selling is done 
from plans and planned layout. 
This does not require as extensive 
an investment as one might im- 
agine—the reason so many firms 
have hesitated to enter the field of 
office planning. Parke - James 
stocks only office furnishings and 
equipment, working from sample 
swatches for draperies and floor 
coverings. They have found that 
when the plans are adequately 
drawn up and presented it is not 
necessary to show the full carpet- 
ing and drapery effects before the 
job is contracted, but if this is 


UNUSUAL DESIGN.—A unique arrange- 
ment characterized this entrance to the 
Parke-James & Company store. There is 
a large center window, flanked by two 
smaller windows. Behind the window on 
either side are the entrances to the store. 
The dressing of the center window gives 
some idea of the ingenuity displayed by 
the company in arranging its display 
space to the best advantage. 


necessary they have arrangements 
with the wholesalers to work on 
their stock. 

In conclusion, a planned pro- 
gram for office efficiency and in- 
dividuality enables the firm to do 
a quality business. This does not 
mean that the regular commercial 
business is overlooked; the entire 
basement is devoted to this end 
of the business. But entrance to 
the basement department is gained 
from the rear—past the full ex- 
hibition of attractive offices—with 
the result that a man who enters 
to inquire about a desk often ends 
by inquiring about having a suite 
especially decorated. 














30 





BUILD SMALL 


T’S a well-known fact that the 

small accounts are usually serv- 
iced by the office equipment firm’s 
salesman on the days when he has 
little else to do. In the opinion of 
the Cramer Safe & Office Equip- 
ment Company, Kansas City, the 
office supplier who does this is 
simply cheating himself out of a 
large share of his future profits. 


In fact, Cramer’s are so con- 
cerned with their small accounts 
that they have devised a special 
merchandising policy especially 
fitted to meet the needs of these 
firms, “just starting out in busi- 
ness.” 

In the first place, the Cramer 
Salesman contacts these firms reg- 
ularly. In the eyes of the customer 
he gives the same importance to 
these calls that is lavished on his 
larger accounts. Yet, he keeps al- 
ways in mind that the new com- 
pany usually has a very limited 
overhead; that there is an actual 
and definite limit as to how much 
money it can spend on its office 
equipment. 





THESE OLD CHAIRS WERE TRADED IN—ON THESE NEW POSTURE TYPE CHAIRS 
At left: These old chairs were traded in by customers of the 
Cramer Safe & Office Equipment Company, Kansas City, Mo., 
on new posture chairs. Many of them will be reconditioned in 
the Cramer shop and sold to small accounts and if all goes 


ACCOUNTS FOR FUTURE PROFITS 


He tries to learn, if possible, 
what this limit is and then tries 
to plan the office furnishings so 
that they will be complete and still 
not aggregate more than the cus- 
tomer’s budget allows. 

Cramer’s have long been con- 
vinced that trade-ins have a very 
definite place in the office furni- 
ture business. That to make sure 
of an increasing demand by their 
customers they must remove his 
old furnishings out as each new 
batch goes in. 


Used Furniture Reconditioned 


So, the trade-ins that are worth 
it are reconditioned in a shop that 
the firm has fitted especially for 
this purpose. Out of this shop 
comes much of the furniture that 
comprises the furnishings of the 
new office with the limited budget. 

It can be seen from this that 
Cramer’s can outfit an office for 
about any price. It is simply a 
matter of more or less work in 
fitting the used equipment in the 
shop. 





well in a few years they will be traded back to Cramer’s for 
chairs like those in the other photograph. At right: A mass of 
new posture chairs on the floor of the Cramer Office Equipment 
Company, Kansas City. These chairs are featured as leaders. 


In this way Cramer’s get the 
customer in the beginning. They 
help him over a rough period, they 
give him friendly advice and then 
they stay with him until he can 
start buying new equipment to re- 
place his original furnishings. 

At the very start this idea is 
talked to the customer. It is ex- 
plained that the furniture he is 
buying will only serve him tem- 
porarily, that in buying them he 
is Simply making a down payment 
on modern office furnishings on 
which delivery will begin as soon 
as his budget will allow for this 
expansion. 

How this plan works can best be 
seen by glancing at the case his- 
tory of one new firm contacted in 
this manner. The first year his 
purchases amounted to $40, the 
second year $120, the third year 
$400, and the fourth year $1,000. 


Had he not been considered im- 
portant in the beginning, as the 
figures show, Cramer’s probably 
would not have gained this $1,600 
worth of business. 


Y. AND E. EQUIPMENT ON DISPLAY. 
—Products of the Yawman and Erbe 
Manufacturing Company were recently 
displayed in a window of the Du Pont 
exhibit hall on the boardwalk at Atlantic 
City. The showing consisted of Y and E 
Styled Executive desk suite finished in 
original Neutra-Tone gray and presented 
an unusually attractive appearance 
against the background of cream-colored 
walls and cream and terra-cotta drapes 
and rugs. 
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Office Furniture Week Canceled 


ATIONAL OFFICE FURNITURE WEEK, which was to have been 
given its second annual promotion the week of October 20 to 25, 
has by the majority vote of the sponsoring manufacturers been canceled. 
This action of the office furniture industry was taken primarily in 
the interest of national defense. It is tangible evidence of the industry’s 
desire to cooperate fully with the Government in its program of con- 
servation and apportionment of materials essential to meeting the 
requirements of the national emergency. 

Our industry’s consensus of opinion was obtained during the past 
month, following the survey of reconsideration to which reference was 
made on page 158 of the September number. It is expected that the 
“Week” will be revived in the future as soon as conditions are favorable. 





GUNLOCKE EQUIPPED.—tThe in- 
stallation was made recently in 
the office of the Fidelity Federal 
Savings & Loan Association, Cin- 
cinnati, Ohio, and consists of fur- 
niture of the W. H. Gunlocke 
Chair Company, Wayland, N. Y. 
The job was planned and sold 
by S. J. Koch, of C. Loth, Inc., 
Cincinnati. An unusual feature 
was the fulfillment of the bank’s 
objective, namely to avoid a 
formal and traditional type of 
bank interior. So the carpeting, 
painting and the selection of fur- 
niture were arranged to create 
an atmosphere of friendliness 
and informality. 
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THREE NOTEWORTHY INSTALLATIONS FEATURING JOHNSON CHAIRS 
AND CLEMCO DESKS.—(Left) Directors’ table by the Clemco Desk Manu- 
facturing Company and chairs by the Johnson Chair Company installed 
in the directors’ room of a prominent steel company. (Lower left) An 
installation of Johnson No. 1684XL chairs in the senate chamber of the 
state capitol, Lansing, Mich. (Lower right) Clemco desks and Johnson 
chairs in the council room of the city hail at St. Charles, Il. 






















(Top).—The Globe-Wernicke Co. installed all banking fixtures in the Mutual 
Federal Savings & Loan Association, Zanesville, Ohio. Included are wood 
counter, wainscoting, railings, partitions and check desk. In foreground is a 
low rail with black formica top which separates the office from the public 
space. Further back the rail merges into the counter which has a modern 
flush designed front and riser with top and ledge of black formica. Counter 
screen including posts, bars and fixed wickets are of brushed bronze. In 
rear is seven foot wood partition as part of coupon booths provided for cus- 
tomers. (Lower) G-W’s Streamliner equipment installed in the office of 
George A. Broen & Company, Kansas City, Mo. All of the equipment is 
finished in seal gray and was installed by Gallup’s, Inc., Kansas City 
Globe-Wernicke dealer. 


THE RECENT 


SIKES FURNITURE IN BANKING.—Shown here are two photographs of The 

Sikes Company's executive furniture installed in the First & Merchants 

National bank, Richmond, Va. The installation was made by the Flowers 

School Equipment Company and included executive desks in genuine wal- 

nut, executive, clerical and visitors’ chairs, all finished in walnut and made 

in a modern design to harmonize with the recently-remodeled and redeco- 
rated interior of the bank. 
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THREE VIEWS OF A LEOPOLD INSTALLATION.—Products of The Leopold Company were used recently in a large installation made in the offices of the 
City National Bank & Trust Company, Columbus, Ohio. The job was completed by Sell, Inc., and worked out under the personal supervision of 
E. H. Sell. The Leopold suites include the Senior Georgian and the Lombardy, and a special feature was the use of a combination of leather and fabrics 
on the chair coverings. (Left) Office of John H. McCoy, president of the company. (Center) The general banking room. (Right) The directors’ room. 
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(Top).—General offices of Butcher’s Mutual Insurance Company in which 
Yawman and Erbe solved a perplexing problem by concealing all electrical 
outlets for telephones, machines, etc., in the oversize counter rail. The rail 
top is in green linoleum to match desk tops and the counter part is in 
Neutra-Tone gray. By this unique arrangement the company has an office 
completely devoid of all unnecessary exposed wiring. (Lower) Public office, 
Axminster exchange of the Southern California Telephone Company, Los 
Angeles. Of unusual interest are the Styled Associate desks in Neutra- 
Tone gray, with the “Y and E” contact arched pedestal which permits the 
consulting side of the desk to be used by two people without inconvenience. 


ART METAL EQUIPMENT IN TWO BINGHAMTON, N. Y., OFFICES.—At 
the left is the Binghamton Automobile Club office. The furniture was in- 
stalled by Pierson Brothers, Binghamton agents for the Art Metal Con- 
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DEALER INSTALLATIONS OF OFFICE FURNITURE 


A-S-E AURORA FILING EQUIPMENT SERVES DEVOE & RAYNOLDS.—Top: 
Part of an installation of semi-special six-drawer invoice files. These cab- 
inets, measuring sixty inches in height, are installed in the accounting 
department of Devoe & Raynolds Company, Inc., New York City. The 
complete set-up accommodates about a half million copies of customers’ 
invoices. The amount of floor space needed was substantially reduced by 
the use of six-drawer cabinets instead of the standard four-drawer size. 
Bottom: A portion of an installation of A-S-E Aurora letter size fire-drawer 
files in the purchasing department of Devoe & Raynolds. 





tion Devices, Inc., also of Binghamton. The Art Metal furniture in service 
struction Company. Pictured at the right is the general office of Link Avia- 
here was also sold by Pierson Brothers. 
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EDITORIAL 


Excise Tax on Business Machines 


@ EFFECTIVE the first of October, the Reve- 
nue Act of 1941 subjects the manufacturers 
and importers of business and store machines 
to an excise tax of 10 percent on sales of these 
products. 

Although the manufacturers and importers 
are liable for the tax, undoubtedly the general 
practice will be to pass it on to the consumer 
or user through the retail outlets. As in the 
cases of other excise taxes, the manufacturers 
will be permitted to include the tax in their 
sales price or add it as a separate item. 

Thus the industry is confronted with new 
problems related to meeting another tax. The 
Revenue Act of 1941, in fact, levies the highest 
taxes in American history. Title V raises exist- 
ing excise tax rates and provides many new 
excise taxes, including the tax on business and 
store machines. Luggage and photographic ap- 
paratus will also be taxed at the same rate. 

Regulations relating to the act were not avail- 
able immediately after its passage. A district 
office of the Bureau of Internal Revenue re- 
ported that these may not be defined for a 
month or two, as the provisions are subject to 
interpretation by the bureau’s legal department. 

Some indication of how the provisions may 
be interpreted were obtained, however, by in- 
quiry together with reference to the regulations 
covering existing excise taxes and an interpre- 
tation of the entire act published by a well 
known legislative information service. 

Subject to redefinition, the major articles 
listed under business and store machines, on 
which a 10 percent manufacturers’ excise tax 
is imposed are the following: 

Adding machines, addressing machines, autographic 
registers, bank proof machines, billing machines, book- 
keeping machines, calculating machines, card punch- 
ing machines, check writing machines, check signing 
machines, check perforating machines, check cutting 
machines, check dating machines, other check pro- 
tector machine devices, computing machines, coin 
counters, dictographs, dictating machine record shav- 
ing machines, dictating machines, duplicating ma- 
chines, embossing machines, envelope opening ma- 
chines, erasing machines, folding machines, fanfold 
machines, fare registers, fare boxes, listing machines, 
line-a-time and similar machines, mailing machines, 
multigraph machines, multigraph typesetting ma- 
chines, multigraph type justifying machines, number- 
ing machines, portable paper fastening machines, pay 
roll machines, pencil sharpeners, postal permit mail- 
ing machines, punch card machines, sorting machines, 
stencil cutting machines, shorthand writing machines, 
sealing machines, tabulating machines, ticket counting 
machines, ticket issuing machines, typewriters, tran- 


scribing machines, time recording devices, and com- 
binations of any of the foregoing. 


Also, indications are that the tax will be 


imposed on new parts of any of the above types 
of machines. 


The tax will be due before the end of the 
month following the month in which the sales 
are made. Forms for filing the tax returns may 
be obtained from the Collector of Internal Reve- 
nue in the various districts as soon as available. 
Failure to secure the forms is not usually con- 
sidered excusable for not filing a tax return. 

Imported foreign made business machines 
will be taxed at the port of customs. 

Despite the fact that little information on 
the new tax will have been available by Octo- 
ber 1, the manufacturers of taxable machines 
and parts should keep accurate records of sales 
made after this date. Dealers likewise should 
be prepared for the tax on all machines pur- 
chased after the first of this month. 

Relative to orders placed before October 1, 
goods on which the ownership or title has not 
passed from the manufacturer will be taxable. 
In cases of existing contracts prior to the effec- 
tive date, the taxes must be paid by the pur- 
chaser instead of the seller if the contract does 
not permit adding the tax to the contract price. 
Such tax must be collected by the seller at the 
time of the sale and passed on to the govern- 
ment. 

Concerning leases, the law prior to 1941 pro- 
vided that the lease of an article be considered 
a sale for the purpose of the manufacturers’ 
excise tax. The new law goes further and classi- 
fies as a sale a renewal or extension of a lease 
or a sublease by the manufacturer, producer, 
or importer. 


—_-oo-- 


The N. S. A. Convention 


#@ WHEN the 36th annual convention of the 
National Stationers Association convenes in Chi- 
cago, October 6 to 9, it will bring together mem- 
bers of one of the outstandingly important 
industries in the American scene today. The 
suppliers of the tools of business will discuss 
today’s vital problems, consider means of im- 
proving services and profits, view exhibits of 
leading lines, and take a little time for fellowship 
and entertainment. It will be a great gathering. 
No firm can afford not to be represented. 
Through the special section of this issue, Chi- 
cago again extends its hearty welcome. 


—_-e-- 


Dealers—Report Defense Sales 


#¢ DEALERS receiving communications from 
their suppliers and manufacturers the past 
month, requesting a report on their sales dur- 
ing this calendar year to persons or companies 
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directly or indirectly engaged in defense work, 
are urged to respond promptly on the forms 
provided if they have not already done so 

To facilitate future apportionments of mate- 
rials, government authorities have asked manu- 
facturers to produce evidence, in certificates, 


HERE AND THERE 


OLD TOWN RIBBON STILL GOOD 
AFTER ELEVEN YEARS 


The Old Town Ribbon & Carbon 
Company recently received from a 
customer an Old Town Hermetic 
typewriter ribbon that was pur 
chased in 1930. The ribbon had 
been mislaid and never had seen 
the light of day. 

Tests were made of this ribbon 
in comparison with an Old Town 
Hermetic ribbon from current pro 
duction and the eleven year old 
ribbon measured up perfectly in 
every characteristic. 

According to the company, the 
secret of the hermetically sealed 
ribbon tin is to capture the writing 
efficiency-peak in the aging of the 
ribbon, actually that point at which 
the mating of ink and fabric has 
progressed to the highest point of 
effectiveness for writing purposes 
and to keep the ribbon at that peak 
until ready for use. 





MODERN MIRACLES No. | 


The first of a series of "Modern 
Miracles'' comes in a letter from 
J. W. Densford, owner of the 
Shawnee A-C Typewriter Com- 
pany, Inc., Shawnee, Okla. The 
letter reads: 

"A man came into the store 
yesterday to see about buying a 
typewriter. After looking at about 
everything in the house he said he 


would come back tomorrow and 
buy one. And, by golly, he did, 


too!" 





GUY TO HEAD LITTLE ROCK 
"CHEST" CAMPAIGN 
Walter C. Guy, president of the 
Arkansas Printing and Lithograph- 
ing Company, 1000 Center street, 
Little Rock, Ark., has been appoint 





WALTER C. GUY 


ed chairman of the 194! Greater 
Little Rock Community Chest cam 
paign. 

Mr. Guy has been active in nu 
merous civic betterment programs. 
He has been a member of the chest’ 
board of directors since 1938 and 
has served two terms as vice-presi- 
dent of the organization. He is a 
past president of the Little Rock Ki 
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showing the total percentage of their products 
sold to anyone furnishing any product or serv- 
ices in any way connected with the defense 
program. The dealers’ cooperation is needed in 
securing this information. It will help manufac- 
turers continue to be able to make deliveries. 


wanis Club, a past potentate of the 
local Shrine and has served as chair- 
man of several important commit- 
tees of the chamber of commerce. 


Mr. Guy has made a reputation 
for himself as a public speaker and 
is in constant demand as an after 
luncheon speaker by various clubs 
and other organizations of Little 
Rock.—ADR 





ED. LITTLE'S ATTIC NOW MAGIC 
PARLOR 


For lo! these many moons, Ed Lit- 
tle, sales manager of the Wabash 
Cabinet Company, Wabash, Ind.. 
has had an idea that the attic of his 
big home was good for something 
besides providing storage space for 
trunks. But it was not until quite 
recently that he rolled up his sleeves 
and did something about it. 

FOR RESULTS.—See attached 
pictures. 

Ed did such a grand job of re- 
modeling and decorating that when 
he got finished he had one of the 
niftiest attic parlors in Indiana. And 
not only that, he also concocted a 
stage on which he can entertain his 
friends with feats of legerdemain— 
an art in which he excels.. He owns 
one of the most complete sets of 
props for acts of magic and this is 
right on the stage ready for instant 
use if, when and as anyone wants 
to be mystified. 





all the necessary props for legerdemain. (Right) The attic 

lounging parlor where visitors sit and bite their nails trying 

to figure out how the tricks are done. On the walls are por- 
traits of famous magicians and stage stars. 


THE HOME OF THE NOW-YOU-SEE-IT-AND-NOW-YOU 
DON’T.—The attic of the Ed. Little home after it was trans- 
formed into a magic parlor by the hard-working Ed. (Left) 
The stage of the “Gyp” theater—named after Ed's dog—with 
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SALES PROMOTION 


Quotes and Comments 








“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES’’—CARLYLE 





HOW IS YOUR PROSPECT 
PSYCHOLOGY? 

AMONG the great truths 
founded on sound and successful 
selling is that the beginning of 
intelligent thinking is classifica- 
tion. When any problem is broken 
down into parts, the whole can be 
solved more easily. 

So it is with the classification 
of sales prospects. However, the 
mechanics of a selling technique 
vary with each prospect. A good 
salesman depends on this classi- 
fication in recognizing types of 
prospects and charts his course of 
action accordingly. 

Here are some of the recogniza- 
ble types listed and explained be- 
low. It, of necessity, is not a final 
or exacting listing because man is 
too complex for generalities. Nev- 
ertheless, it is an excellent guide 
in pointing the shortest route to 
the dotted line! 

The Procrastinator ... 

He delays in making a final de- 
cision even after he is “sold.” He 
is inclined to take it easy today 
and attempt to “catch up” tomor- 
row. You must keep eternally 
after him—press him vigorously 
for a decision. 

The Wanderer ... 

This prospect simply will not 
concentrate. He interrupts, fidgets, 
easily loses a train of thought, 
makes every attempt to put the 
salesman from his mind until a 
later date. He strings you along. 
You should stick to him without 
let-up. 

The Inaccessible ... 

He keeps you warming the 
“mourner’s bench” from sunrise to 
sunset. He passes you down the 
line, buffing you among lesser 
“listeners” until you are hopelessly 
stranded. You must use strong 
arm methods if you are to see 
him, even if but for a few mo- 
ments. Talk forcefully, strongly 
when you do get in. 


The Hail Fellow ... 

This one will always agree with 
you readily and cheerfully. It is 
too easy to persuade him today 
and have him change his mind to- 
morrow. Don’t accept his “yes” too 
carelessly. Get the order first! 

The Bargain Hunter... 

This one “shops”, is a “looker”, 
goes after “bargains.” He might be 
something of a fussy thinker. He 


TIMELY PRIZE WINNING 
LETTER TO SALESMEN 


Dear Bill: 

A new phrase has recently crept into 
our business lexicon: “This is a seller's 
market.” 

A salesman must avoid using it as he 
would the plague. 

This, indeed, is a ‘‘seller’s market,” 
but you are not the one to remind the 
buyer about it. This phrase carries a 
gloating, vengeful sound... .It will leave 
an acid impression that will last long into 
the period when the emergency is over. 

Seller's markets come about once in a 
generation. They endure just for a year 
or two. In between, normalcy prevails. 
You must not expose yourself to the 
hazard of undermining the good will of 
the buyer. His good will is your most 
effective weapon against sales resistance 
at all times. 

As a means of self-preservation as 
well as a form of service to the buyer, 
it may be necessary occasionally to 
point out the difficulties of the supplier. 
It may be necessary to dwell occasional- 
ly on the abnormal conditions existing 
today, on the scarcity of materials, on 
priorities, on the lack of price stability, 
etc. However, this should be done in a 
spirit of helpfulness to the buyer rather 
than in the form of a cold statement of 
facts. 

Your buyer will remember this tactful 
and sympathetic attitude of yours long 
after the so-called seller's market is dead 
and buried. 

Sincerely yours, 
UTILITY SUPPLY COMPANY 

(Signed) Wm. B. Elson 

Vice Pres. & Gen’] Mgr. 


The above letter won a $10.00 special award 


in the Sales Letter Round Table of ‘Sales 
Management” for August. Wm. B. Elson, 
general manager of Utility Supply Co., 
Chicago, conveys therein an appeal to his 
sales force concerning present customer re- 
lations that saleamen everywhere may well 


take into account. 


needs plenty of objection-answer- 
ing and argumentation. Don’t let 
him cool off. 

The Smart Guy.. 

This one is rather rare—a for- 
tunate circumstance. He is vain— 
and an “Oh, yeah?” buyer. He en- 
joys his efforts to make each 
salesman a fool. He lives by trying 
to impress. You should play him 
along but watch him closely. 
When his guard is down, let him 
have it! 

The Bear... 

This prospect usually has high 

blood pressure and a choleric tem- 


per. Therefore, let him wear him- 
self out storming and raging. If 
you can stand the gaff, he usually 
will calm down and be a sensible, 
level-headed prospect. 

The Weather Vane... 

Some business men find it ex- 
tremely difficult to come to a final 
decision. It is part of their emo- 
tional make-up. They respond to 
the salesman who thinks de- 
cisively, firmly and soundly in 
their interest. 

The Bulldozer ... 

Be eternally vigilant of this 
prospect. He will attempt to side- 
track you with an argument which 
usually will cost you the sale. How- 
ever, he can be swayed with logic. 
So make every attempt to agree 
with him while bringing in your 
point quietly but firmly. He can 
be argued right into a sale! 

The Engineer... 

The fellow loves to wallow in de- 
tail. He dotes on technical sub- 
jects. Let him wade through it. 
Give him all he wants. And when 
YOU are ready, pull him out of it 
for the order. 

The Listener... 

Watch this one carefully. He’s a 
silent type but not unfriendly. He 
likes to hear a good sales story. 
However, you'll have to watch him 
for the spark that means he’s 
ready for the order. 

The Sadist... 

Here is an unhappy man; one 
who is perhaps sick, harassed or 
afraid. The salesman usually bears 
the brunt of his wrath. Handle 
him with kid gloves when he blows 
up. Sometime he’ll come down to 
earth and listen to your story. 


The Buck Passer... 

This one is the original “alibi 
Ike.” He is never at loss for rea- 
sons why he doesn’t have to hear 
you out. You should state the sim- 
ple truth that he should be well- 
informed about your product so 
that he can present the matter 
clearly. Then give him your story. 

—Remington Broadcaster. 
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GOOD BLOTTER COPY 


HERE’S a sample of the blotter 
advertising copy used by the Han- 
son-Flotte Co., Inc., New Orleans, 
La. John L. Hanson, president, 
says this blotter was designed for 
distribution to prospects in near- 
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by office buildings, inviting them 
to visit the Hanson-Flotte store. 

It is one of a successful series 
of blotters the firm distributes 
through its salesmen and as an 
enclosure with a letter, especially 
to new prospects opening offices in 
New Orleans. 

The text reads: 

“Hello, Neighbor! 

“We’re just around the corner 
from you ... and this is a friend- 
ly invitation to stop in soon and 
get acquainted. ... Your request 
for some paper clips will be just 
as important to us as an order for 
a desk . We'll guarantee to 
please you. ... But don’t feel that 
you'll be expected to buy any- 
thing when you come in—nor will 
someone try to sell you something. 
... Just walk in, look us over... 
and say ‘Hello, Neighbor!’ ” 

Beside this cordial message is a 
panel suggesting, “Think of Us 
For: Office Stationery, Office Fur- 
niture, and Printing.” The names 
of the leading lines the company 
handles are listed under each of 
these three classifications. 


__2o-- 


YOUR brain is not a Museum for 
the past, or a Lumber Room for 
the present. It is a Laboratory for 
the future, even if the future is 
only five minutes ahead of you. 
—East African Traders’ Magazine. 


—_<-—_>- 


DEALER PLAYS UP HIS NATION- 
ALLY KNOWN BRANDS 


THE dealer is missing a valu- 
able sales promotion opportunity 
if he is not continually impressing 
his customers and prospects with 
the significance of the nationally- 
known office utilities he carries, 
and whose manufacturers have 
selected him for their representa- 
tion in his territory. 

Excellent copy on this subject 
appeared on the back page of the 
September house organ “Tips and 
Topics,” edited by J. K. Morley for 


. Ss 


Office Equipment Company, Louis- 
ville and Lexington, Ky. 

Under the title “What’s Wrong 
With This Picture?” and accom- 
panied by an illustration of a 
waving flag entirely devoid of any 
emblem, appeared the following, 
which may offer inspiration to 
other dealers: 

“Can you imagine! Cops without 
uniforms! Letters with no address! 


Cars without license plates! Checks . 


without signatures! People with- 
out names! Merchandise without 


brands! Heaven forbid .. . that 
we should ever live in an ANONY- 
MOUS world. 


“Brands and trademarks are the 
hooks upon which we hang our 
faith in buying almost everything. 

“Brands alone enable us to buy 
again and again the things we 
like best. Brands identify the 
maker, his reputation and his de- 
gree of responsibility. 

“Brands insure quality ... uni- 
formity fair prices. They 
guarantee good workmanship... 
honest advertising ... and a con- 
stant value insurance of our pur- 
chasing dollar. 

“If there is nothing in brands, 
then why waste money on dyes 
and labels? Why not eliminate 
the blue and the red of the flag; 
A white bed sheet would last just 
as long. 

“But, this is America! Our peo- 
ple have lived with and loved 
their favorite brands. They call 
for Luckies and Spearmint Gum 
... for Coca-Cola and Oertel’s 
92. They say Buick, Chrysler 
and Ford V8. They know Stein- 
way and Philco and Frigidaire. 
They call for Del Monte, Palm- 
olive, Pepsodent and Lux. They 
ask for Jergen’s Lotion, Chase & 
Sanborn Coffee, Wheaties and 
Milky Way Bars. Brands, labels, 
trademarks ... that’s what has 
brought America the _ greatest 
standard of living the world has 
ever known. 


Alltel ttl htt ty 
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“Great brands and trademarks, 
too, have brought success to this 
institution. For 34 years, we have 
pioneered and sold the advantages 
of nationally advertised products 
used in the modern office.” 

(Editor’s Note—At this point 
the article presents an imposing 
list of nationally advertised lines, 
for which the Office Equipment 
Company provides energetic rep- 
resentation in these two cities.) 

“We are proud, too, that the 
greatest number of nationally- 
known manufacturers have se- 
lected this organization for ez- 
clusive representation of their 
products in this territory.” 


LABOR to keep alive in your 
breast that little spark of celestial 
fire called conscience. 

—George Washington. 
THE STAR STORE SALESMAN 
Part IV of Series 

A STAR store salesman knows 
the amount of his average sale 
and tries consistently to increase 
it. These are some of his methods: 

1. Suggests, when practical, 
that customer take advantage of 
savings available by purchasing 
the item in multiples. 

2. Interests buyer in the better 
qualities and grades, which are 
more profitable. 

3. Suggests related items and 
new or unusual ways to use them. 

4. Invites customers to sample, 
operate, or watch demonstration 
of other merchandise. 

5. Calls attention to new items 
just in stock. 

6. Employs selling devices, facts, 
and suggestions supplied by the 
manufacturers. 

7. Learns the preferences of 
regular customers and capitalizes 
on this information. 

WHAT a man is is not half so 
important as what he may be- 
come. —Harry Emerson Fosdick. 


TWO VIEWS OF THE BURROWS BROTHERS’ new branch store at 1403 Euclid avenue, Cleveland, Ohio, which was recently 
opened for business. A complete description of the branch appeared on page 25 of the September issue. Two features 
representative of modern trends in store equipment are the all-glass doors and fluorescent display lighting. 











NEW MACHINES AND DEVICES | 
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TWO NEW CHAIRS BY MURPHY 


The Murphy Chair Company, Owensboro, Ky., has 
introduced to the trade two new chairs listed as the 
Nos. 246 and 237 and which are respectively a direc- 
tor’s room number and a junior executive posture 
model. 

The No. 246 is equipped with a poster-shaped back 
to promote ease and comfort of the user. It is of pecan 





(L TO R) THE NOS. 246 AND 237 CHAIRS. 


wood in walnut finish and its dimensions are: 
Height of back, 20% inches; seat, 211% by 19 inches, 
equipped with six-spring Murph-Ease. The chair is 
upholstered to harmonize with the handsome finish of 
the wood. 

The No. 237 is also of pecan wood, finished walnut. 
It is a swivel-chair model, heavily upholstered and 
has the following dimensions: Height of back, 16 to 
18 inches adjustable; seat 1834 by 17% inches, six- 
spring Murph-Ease. 

NEW ENVELOPE SEALER BY MULTIPOST 

The Multipost Company, 51-55 Centre Park, Roch- 
ester, N. Y., has announced a new envelope sealer 
under the designation of the Model SL. The unit sells 





THE SL SEALER 


for $125 and is a companion number to the company’s 
Model SM, a heavy-duty machine. 

Made for the use of the medium and small business 
office, the SL will seal approximately 200 envelopes a 





minute. It contains all of the features of the bigger 
machine, including an identical gravity feed moistener, 
feed mechanism, belt, V-type drive belt, and same 
grade of oilless bearings throughout. 

All bright parts are made from stainless steel and, 
due to the machine’s construction the first envelope 
is always moistened regardless of how long the device 


has been idle. 
ee 


NEW BASE FOR DOUBLE MORRISET 


The Bert M. Morris Company, 913 South Olive street, 
Los Angeles, Calif., has announced a new type of base 
for its double Morriset desk writing units. It is made 
of molded black Polystyrene which is unbreakable and 
equipped with a sponge rubber pad to prevent skidding 
or injuring furniture. 

The new base holds two regular Morriset units and 
is so constructed that the dealer or purchaser can 
make up their own choice of colors—all black, one 
black and one red unit, or any combination of other 
colors available including green, ivory, walnut and 





THE DOUBLE MORRISET BASE 


mahogany. The de luxe set is available in the addi- 
tional colors of white or pearl gray. 

The base lists at $2.50 and the Morriset units at 
$2.75, $3.75 and $4.00 each. 

*—- 
NEW BOOK VISIBLE BY VICTOR 

The Victor Safe & Equipment Company, North 
Tonawanda, N. Y., has announced a new line of book 
visible units as an adjunct to its sectional visible and 
cabinet visible equipment. 

The new Victor books are bound in tan and brown, 
pyroxilin coated, airplane luggage cloth to provide an 
attractive appearance and long wear. For greater 
convenience in use they are equipped with the fast- 
shifting, Victor flexible wood lug pockets. Various 
capacities are available for 5 by 3, 6 by 4 and 8 by 
5-inch cards. 

Further particulars will be furnished by the com- 


pany on request to its home offices. 
— > <-_- 


AUTOPOINT ANNOUNCES NEW CALENDAR 
The Autopoint Company, 1801 Foster avenue, Chi- 
cago, has introduced to the trade a new, triple-use 
desk calendar which possesses a number of unusual 
features and is trade-named the Calendaire. 
The unit is essentially a perpetual calendar which 
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embodies a thermometer and a humidity indicator. 
The perpetual calendar is in the base of the Calendaire 
and shows the day and month in black, and the date 
in red. Finger buttons permit the readings to be in- 
stantly and easily changed as required. 

The case is walnut colored and is equipped with 
substantial rubber feet to prevent marring of furni- 





THE CALENDAIRE 


ture and eliminate skidding. The Calendaire lists at 
$2.50 and is an ideal number for a gift to the office 
executive or worker. 

o i 


NEW INDIANA CASH REGISTER 


The Indiana Cash Drawer Company, Shelbyville, 
Ind., has announced a new autographic cash register 
which enables a merchant to maintain a day-to-day 
record in written form of all transactions. By this 
means the unit provides a clear audit, showing the 
volume done on various items as well as important 
facts on total sales and profits. 

By means of a continuous ruled paper roll, corre- 
sponding to a page of a ledger, all sales may be ente_ed 
and identified by handwriting thereby showing which 
member of the personnel made each sale. Cash pro- 





THE AUTOGRAPHIC CASH REGISTER 


tection is assured by the fact that the drawer is opened 
by a forward pull on a lever which also rings a warn- 
ing gong. 

The retail price of the unit ranges from $49.50. 

<->? 
AMES ANNOUNCES NEW CONCAVE CELLULOID 
KEYCARDS 

The Ames Supply Company, 564 West Randolph 
street, Chicago, announces a new line of celluloid key- 
cards in the concave style. These keycards conform 
to the modern trend in office machine keys in pro- 
viding a finger tip concave top surface which is said 
to promote easier typing, prevent broken finger nails 
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and relieve nerve strain. These new cards, constructed 
of genuine, long-wearing celluloid, are made in the 
handy semi-punched style with seventy-eight char- 
acters to each set. This provides ample extra char- 
acters for several foreign keyboards and other varia- 
tions from the standard arrangement when required. 
Characters are of permanent white on black back- 
ground in either Gothic or bold face style. Green fea- 
ture key sets are also furnished with Gothic style 
characters. 
ee RE 

NEW CUTTING BOARD LINE ANNOUNCED 


The Photo Materials Company, 1323 South Michigan 
avenue, Chicago, has recently announced a new line 
of cutting boards which contains seven models and 
has been given the trade name of Premier. 

The Premier cutting board is made of hard rock 
maple which is guaranteed against warping and is fin- 
ished in a dark semi-gloss blue. Its lines are accur- 
ately and heavily scored in half-inch squares. The 
unit is also equipped with a sliding square edge guide 
which can be instantly set and cannot slide or get out 
of alignment. 

The knife is of bright tempered steel to retain a 
keen cutting edge and is easily removable for sharp- 
ening. It is of the “non-drop” type in that it is au- 





THE PREMIER CUTTING BOARD 


tomatically held open to prevent accidents and to 
allow the operator to use both hands for paper han- 
dling. The seven models, which list from $2.50 to $26.59 
are 6, 8, 10, 12, 15, 18 and 24 inch, and each is made 
with adjustable guides. 


— > 


NEW PAYROLL AND INCOME TAX BOOKS BY 
EZYKEPT 


The Ezykept Company, Box 475, Champaign, IIl., has 
announced three new payroll and income tax books 
which have been created for the owner of the smaller 
business establishment. They are known as the Nos. 
200, 300 and 400 and will aid the user to keep a 
complete set of records as required by new tax laws. 
They are described as follows: 

The No. 200: Social Security payroll record for 
six employees for one year. Provides a separate pay 
roll sheet for each employee, quarterly summary and 
receipts in back of book which may be issued to em- 
ployee at any time during the year. 

The No. 300: Social Security payroll record for 
twenty-five employees for three years. Separate sheet 
for each employee, quarterly summary and receipts in 
back of book for issuance to employee at any time of 
the year. 

The No. 400: A simplified bookkeeping system, easy 
to operate and understand without previous experi- 
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ence on the part of the user. Designed to take care of DOPPELT’S NEW BRIEF BAG 


daily cash receipts, expenses, merchandise purchased. Charles Doppelt & Company, 412 North Orleans 
charge accounts, bank deposits, checks written, ac- street, Chicago, has introduced to the trade a new and 
counts receivable and accounts payable, with a unusually attractive brief bag under the catalogue 
monthly recapitulation for all columns, and profit and 
loss and assets and liability statements at the end 
of the year. 

The Nos. 200, 300 and 400 units sell complete for 
two, three and four dollars respectively. 





THE 3811-PH BRIEF BAG 


designation of the No. 3811-P.H. It is one of a new 
line which Doppelt has designed and created to meet 
the demands of the modern business man and sales- 
man. 

Made of genuine walrus seal, the bag has a frame 
style opening with strap and extension lock and post 
handle. There are three pockets, the center one of 
ond neg robe tae gnaprpedie-agg 4 waco — which is made with a double capacity. Bottom and 

n, C., ; . ; 
East Ohio nek Chicago, Ill., and is listed as the company’s ends are flexible, corners are thoroughly reinforced 
No. 229 unit. The chair is richly upholstered to provide com- and metal studs are attached to the base. 
fort and an attractive appearance. Its dimensions are: Height, The No. 3811-P.H., is available in black or brown 
32 inches; height of back, 20 inches; width, 32 inches; width Shades and in two sizes, 16 by 11 by 7 inches, and 
18 by 12 by 7 inches. 


of seat between arms, 20 inches; depth of seat, 22 inches. 
Additional details of construction and manufac- 





sdhiatliaieilihhinins 
, ture of this and other numbers of the line will be 
AMERICAN NUMBERING MAKES NEW MODEL furnished on request to the Doppelt firm. 
The newest addition to its line of “Visible’’ number- —__—$¢~<a-9—_—. 
ing machines has been announced by the American NEW . 
Numbering Machine Company, Atlantic and Shepherd ” a a 
avenues, Brooklyn, N. Y. This latest model is the Service Industries, Inc., 2025 Calumet avenue, Chi- 


41-C carbon copies machine. Incorporating the firm’s : 
exclusive “Visible” feature, which enables the operator CO, SES SEE See eee, wee wee SNUE 
to see the number that is to be printed before the 
impression is made, it eliminates all guesswork and 
subsequent error. In this way the numbering opera- 
tion is speeded up. 

Replacing a previous model, the 41-C features an 
especially constructed platform of satin-finished steel 








THE DE LUXE DRAWING BOARD SET IN USE 


to sell for one dollar and trade-named the DeLuxe. 
The unit consists of a wear-resisting plastic fibre board 
described as being immune to weather conditions and 
ink and stainproof, and two triangles. The board is 
made smooth on both sides and is rigid. 
cil alla iiitiean 
CARTER’S ARMY AND NAVY STENCILING KIT 
The Carter’s Ink Company, Kendall square, Boston, 
THE MODEL 41-C Mass., has announced a new and handy stenciling kit 
for the use of soldiers and sailors who are obliged 
selected for both durability and attractiveness. by regulation to mark for identification their uniforms 


Equipped with especially engraved steel wheels, it will and equipment. 
number as many as twelve carbons neatly and legibly. The unit consists of a compact metal box in which 
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are a bottle of black and white ink and two stiff- 
bristled brushes. Each separate piece is of high-grade 
manufacture, and while the bottles hold a generous 
quantity of the inks, the extra outfit is built compactly 


~ARTER 
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THE STENCILING KIT 


to take up the minimum of space in a crowded kitbag. 
Although made primarily for the use of men of the 

country’s armed forces, the stenciling kit will also fill 

a great many requirements met with in every-day 

civilian and business life. 

—? i 


SUN RUBBER’S NEW CHAIR CUSHION 
The Sun Rubber Company, Barberton, Ohio, has 
announced a new line of foamed latex chair cushions 
under the trade name of Spunfoam. The line includes 
models to fit all standard stenographic, armless swivel 
and Bank of England chairs. 
Among the features claimed for the new product are 





THE SUN RUBBER CUSHION.—(Left) Drawing to exemplify 
the resiliency of Spunfoam. 


the following: (1) Reversible filler molded in one 
piece with equally smooth, serviceable surfaces on 
both sides; (2) Unique coring construction in the 
two-inch thickness, making a cooler cushion and 
enabling the user to literally sit on tubes of air; 
(3) New method manufacture eliminates outer walls 
which were formally an integral part of foamed latex 
fillers. 


*—-¢ 


ROCKWELL-BARNES PLANT EXPANDS.— 
Providing 7000 additional square feet of 
space, a new annex has recently been 
added to the factory of the Rockwell- 
Barnes Company, 1511 West Thirty-eighth 
street, Chicago. One of the most impor- 
tant advantages of the new building is 
the better handling of paper from freight 
car to the converting equipment which it 
will create. Dotted lines in the picture 
represent site at which the new addition 
begins. 
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NEW CEILING LAMP BY STEWART-LUHN 


The Stewart-Luhn Company, 903 Merchandise Mart, 
Chicago, and 4030 Chouteau street, St. Louis, Mo., 
has announced a new fluorescent ceiling fixture with 
non-breakable plastic ends and plastic shields. The 
plastic is cream-colored. 

The unit was designed primarily for office or show- 
room where the ceiling height does not permit a 
suspended fixture. Each lamp is accompanied by the 
necessary parts by which the unit is attached directly 
to the ceiling. 

Approved by the Underwriters Laboratory, the lamp 
is available in the following sizes: two and four 





THE FLUORSCENT CEILING LAMP 


20-watt tubes, and two and four 40-watt tubes. The 
lamp, which can be had in three standard lengths, 
provided the maximum of illumination without glare. 
Further details will be supplied on request to the 
company. 

Ne at 


STAEDTLER DESIGNS NEW THIN LEAD PACKAGE 


J. S. Staedtler, Inc., 53-55 Worth street, New York, 
N. Y., has announced a new and attractive package 
for its No. 104-S “Diana” refill leads. The unit is a 
cardboard container printed in blue, enclosing a 
slotted wood block which protects the leads from 
breakage. On the back is printed data explaining that 
the leads are supplied in black in seven degrees from 
2B to 3H, in colors, red, blue, green, yellow, orange, 
brown; in copying-indelible, medium and hard; in 
hectograph red, blue, green, lilac, purple, and soft, 
medium and deep black. 


—-) 
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MEETINGS—CONVENTIONS— DINNERS 





NORTHWEST TRAVELERS GOLF TOURNAMENT 
SETS NEW ATTENDANCE RECORD 

The annual Twin City Stationers-Northwest Trav- 
elers Club golf tournament, held at the Southview Golf 
Course on August 22, broke all records for attendance 
when ninety sat down to dinner after the tournament 
was completed. 

Karl Castle, chairman of the golf committee, acted 
as toastmaster and presented the various prizes in his 
own inimitable manner. He is entitled to a vote of 
thanks for his splendid job, as are the rest of the 
committee and the efficient club secretary, R. “Micro”’ 
Clarke. 

Bob Jerue, of the St. Paul Jerues, won the prize cup, 
taking it away from Al Skibbe of the travelers, who 
unfortunately did not put in an appearance. 

M. W. Knoblauch, who celebrated his recent election 
as a vice-president of the Farnham Stationery & 
School Supply Company, was the winner of a set of 
matched Bobby Jones woods. Cliff Talty won a spe- 
cial prize of a handsome brush and comb set, which 
rumor says Cliff is going to use on Judy, his Irish set- 
ter. Al Nordstrom, Smead Manufacturing Company, 
won a handsome twin vacuum bottle picnic outfit. 

Al Sundberg, the “Duluth divot digger,” did not do 
so well, coming in with a score in the nineties, which 
for a golfer like Al is not too good. 

E. Mortimer Hansen, the invincible, retained his 
title, as was expected inasmuch as “Arturo” Bergstrom, 
the Sioux City champ, did not appear to challenge the 
Twin Cities non-golfing “putting champion.” Bob 
Davis gave Ed quite a battle for a few holes, but Eddie 
got better as the game went on and despite the pres- 


sure of the gallery under the leadership of Bill Smith, 
came through with flying colors. Incidentally, Ed 
received a very appropriate prize for his outstanding 
victory. : 

Among the really good golfers who were off their 
game in addition to Al Sundberg, were Hollis Stephens, 
Frank Cooper, Karl Kiesel, Ken Chase and Vic Andrist. 

“Dixon” Berglund defeated another Dixon man, Billy 
Allen, for top honors with highest score turned in 
during the day. 

After the dinner various groups played bridge and 
other card games with “Lucky” Mortimer doing his 
usual outstanding job. 

Art Ingleston, the golf pro, assisted by Roy Clarke 
and Fred Schafer, the official photographer, did excel- 
lent work in making a success of the golf matches, 
and credit should also be given to Charley Regan, 
Herb Morgan, Stan Griebel and Larry Ackert for their 


fine work. 
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TORONTO STATIONERS STUDY LOOSE LEAF 

On Monday evening, August 25, a number of Ontario 
stationers gathered for a dinner meeting in the La- 
Salle hotel, Kingston, Ont. The purpose of the meet- 
ing was to study “Loose Leaf Records and Applica- 
tions.” J. S. Luckett, president of Luckett Loose Leaf 
Ltd., was the speaker of the evening and he brought 
a number of valuable suggestions to notice. 

There was a group from Belleville, Ont.; Brockville 
was represented, and the Kingston, Ont., stationers 
also took advantage of the occasion to be more familiar 
with the possibilities of loose leaf. 





TWIN CITY STATIONERS- MOSEICTORES. GOLF OUTING IN 


1. John Rain Man a 1000; Aug. Huhn, H. West Co., Milwau- 
kee; Maneval, Faber, Inc.; Fart Kiesel, The Carter's 
Ink Co.: E. Conlon, ek Barnes Co. 

. Bill Smith, Ace Fastener Corp.; Bob Valleau, Valleau & Valleau. 

. George Seidel, M. W. Knoblauch and Clarence Benson, all of Farn- 

ham Staty. & School Supply Co. 

Ray Hammond, National Blank Book Co.; John 

Leslie Paper Co. 

. Ed Hanson, Miller-Davis Co.; Roy Clarke, F. S. Webster Co.; Bob 
Davis. Miller-Davis Co.; Karl Castle. Weis Mig. Co.; Bob Valleau. 
Valleau & Valleau; Elmer Dalldorf; Bill Smith; Ace Fastener Corp. 


Bob Armstrong. 
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6. — Boemer, Henry E. Wedelstaedt Co.; Herb. Fall, Japs-Olson 
°. 

7. Fred C. Schaefer, Sanford Ink Co. 

8. Clark Walker and Henry Johnson, Farnham Staty. & School 


ig A Co.; Arnold Berglund and Billy Allen, Joseph Dixon Cru- 

cible Co. 

9. Howard Schaub, Thomas & Grayston Co. 

10. Art Ingleston, the pro at Southview Country Club; Roy Clarke, 
< ebster Co. 

ll. C. A. Peterson, Paper Supply Co.; Charlie Regan, Globe Publ. 
Co., the new regional governor; O. J. Bertelson, Bertelson Bros.; 
Frank Cooper, Codo Mig. Co 

12. Lou Wingert, General Pencil Co. 

13. Sterley Jerue, McClain-Hedman Co.; 
Margulis Co. 

14. Earl Vanda, Thomas & Grayston Co. 

. Jack Goldman and Frank Statt, Thomas & Grayston Co. 

16. Ed. Perkins, Columbia Ribbon & Carbon Mig. Co. 


17. Fred Luley. Dennison Mig. Co.; Ed. Janicke, Farnham Staty. & 
Elgin Burke, 


Brady- 


Walter Margulis. 


Ed. Cooper, McMillan Book Co.; 


School Supply Co.; 
Doug Roos; Elmer Dalldorf. 


Boorum & Pease Co.; 
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THE CANADIAN CHAMPS TAKE A 
BOW.—This team of Canadian speed 
typists, composed of eleven girls and one 
man, snapped out a 923-word victory 
over the American team at the Canadian 
National Exhibition speed contest in To- 
ronto. Although definitely a victory, the 
score did not compare to last year’s event 
when the Canadians took the Americans 
by a margin of 117,036 words. In 1939 
the American team won by 35,666 words. 
The two-week, non-stop marathon came 
to an end at midnight on September 6. 
(Inset) Joan White, of Vancouver, who 
captained the winning team, is pictured 
with the trophies won. 


CANADIANS WIN TYPEWRITING MARATHON 
AT TORONTO 


A performance without parallel in speed typewriting 
history was staged at Toronto, Canada, last month 
when the Canadian national typing team nosed its 
way into a 923-word victory over an American team 
in the Canadian National Exhibition’s two-week non- 
stop third international typewriting marathon. Both 
teams used Underwood typewriters in their spirited 
battle. 

Loser in 1939 by 35,666 words and winner last year 
by 117,036 words, the Canadians’ defense of the two 
coveted marathon trophies developed into a keyboard 
combat which thrilled more than 250,000 spectators, 
broke all previous typing-endurance records and was 
climaxed by such a close finish that many considered 
it indecisive. 

So evenly matched that they pounded into the final 
hour with the outcome still in doubt, despite the fact 
that each team had typed more than 1,700,000 words on 
the single typewriter at which each team relayed, the 
two twelve-member aggregations from all over the 


continent reached the midnight closing whistle in a 
photo-finish. 
Behind by 7000 words at the end of the first week, 
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the invading Yankees were pledged by their captain 
to turn on top steam the second week and they con- 
sistently and grimly whittled down the Canadians’ 
advantage until it appeared at the end that they would 
have overtaken them had the marathon continued as 
little as another half-day. 

The five volumes of Franklin D. Roosevelt’s “Public 


Papers and Addresses,” totalling 1,030,031 words, was 
the marathon copy and both teams were nearing its 
second complete transcription on a total of 8,641 sheets 
of paper as the race closed. The Canadians’ final 
score-board showed 1,717,445 words typed, with 83,350 
errors, or a net score of 1,634,095, while the Americans 
had tallied 1,715, 926 words, minus 82,754 penalties, for 
a score of 1,633,172, giving the Canadians an average 
speed of 88.34 words for each of the 19,440 minutes 
and the Americans an average of 88.26. Between them 
the two teams produced 3,433,371 words. 

Captain and star of the winning team and best 1941 
marathon performer was Joan White, of Vancouver, 
who turned in 158,720 words in twenty-seven hours 
at the Canadian machine, with only 4,091 errors, for 
a net individual score of 154,629. This was slightly 
better than the American star, Lillian M. Henney, of 
Arlington, N. J., who was credited with 154,337 words, 
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ANNUAL OUTING OF BAINBRIDGE, KIMPTON & HAUPT, INC., NEW YORK CITY, WHICH WAS HELD DURING THE SUMMER 





AT INDIAN POINT, L. I. 
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4,992 errors and a net of 149,345. Most accurate on 
either team was lovely Anne McKenzie, of Whitehorse, 
Yukon Territories, who flew a total of nearly 7,000 
miles from and to the frozen north to complete the 
Canadian team. She made only 2,616 errors in 129,208 


typed words. 
i cael tec a 


PITTSBURGH STATIONERS HOLD ANNUAL OUTING 


A fine attendance, reasonable weather and a distri- 
bution of a large number of prizes were the highlights 
of the annual golf outing of the Pittsburgh Stationers 
Club and the Penn-Mar-Va Club on September 8. 


The boys began gathering at the Chartiers Heights 
Country Club bright and early in the morning, intent 
on trying to cover the club’s difficult course with a 
not-too-sizable score. The early start helped, too, 
because toward noon the weather became slightly hot 
and the club interior provided a cool haven for those 
who brought their games to a pre-midday end. 


The dinner was held in the evening with 144 present. 
Just a few remarks instead of speeches were received 
by the boys who listened to W. H. Patterson, third 
regional district governor-elect, who was introduced 
by Toastmaster John Brown, of J. R. Weldin & Co. 


Among the forty-four prizes distributed was the 
Penn-Mar-Va trophy which was awarded to Joe 
Meyers, Standard Office Supply Company. 

—-- = 
HORDER’S HOLD ANNUAL GOLF OUTING 


The Woodridge Country Club, twenty-five miles 
from downtown Chicago, was the location of the 
annual golf outing of the employees and friends of 
Horder’s, Inc., well-known Chicago stationer. Nearly 
all the day, Sunday, September 14, was given over to 
golf, foursomes starting to tee off at nine o’clock and 
finishing late in the afternoon. A steak dinner was 
waiting for the golfers as they finished their play. 
Following the dinner prizes were awarded. An inquiry 
as to the winners brought the unusual answer: “The 
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AT THE PITTSBURGH STATIONERS OUTING 


l. The clubhouse of the Chartiers Heights 
Country Club. 


2. Jim Kaltenborn, George H. Alexander & 
Co.; Ted Hale, Speed Products Co.; Herb. 
Walsh, Ace Fastener Corp.; O. Lockard, 
_— J]. Hays; F. R. Hale, Westcott Rule 

°. 


3. Homer Weber, The Cooke & Cobb Co. 


4. Waller I. Highley, Alling & Cory Co.; B 
Williams, Dennison Mfg. Co. 


5. Tom Stout, E. W. Curry Co.; Jack Kern. 
Stationers Loose Leaf Company; Paul Buck- 
walter, National Blank Book Co.; Wes. 
Curry, E. W. Curry Co. 


6. Bob Huntizer, E. W. Curry Co. 


7. ey Sedgebrook, George H. Alexander 
& : David Lobliner, Colonial Staty. Co. 


8. Billy Kane, Oxford Filing Supply Co. 
9. J. E. Dugan. Acme Prtg. & Staty. Co. 
10. O. Lockard, Harrison J. Hays. 


ll. George H. Alexander, Jr.. George H. Alex- 
ander Co.; Charles Ridell, Chatiield & Wood 
Co.: Unidentified guest; Elmer Krause, Art- 
craft Prtg. Co. 


12. Joe Meyers, Standard Office Supply Co.; 
Bob Huntizer, E. W. Curry Co.; Bob Green- 
leaf, The Carter’s Ink Co.; Jim Sutton, Min- 
nesota Mining & Mig. Co. 


13. J. E. Dugan, Acme yg & Staty. Co.; W. 
Ridgeway, Esterbrook Steel Pen Co.; Nor- 
man Kirkland, Acme Prtg. & Staty. Co.: 
Harry L. Short, Columbian Art Works and 
the Oakville Co. 


winners were John Wilson”—a Horder salesman. He 
not only won the cup for first low gross but also first 
low net, and a special draw prize for Horder’s em- 
ployees only, which consisted of a golf bag and a set 
of clubs. Second low gross and second low net were 
won by A. L. Okerberg, of Corry-Jamestown Mfg. Co. 

One unfortunate incident marred what otherwise 
was a perfect outing. A. J. Krelle tripped on a stair, 
fell and broke his hip. Bert, as his friends know him, 
has long been a member of the Horder organization 
and is well-known in the industry. Doctors estimate 


ictured at the 


ON OPPOSITE PAGE.—Officers, employees and visitors 
order's. 


Horder outing. Those not otherwise indicated with 


Dalton; Ed. Rohrs, Eaton Paper Corp., president of the 
Connor, Horder’s; Al. Skibbe. 
Horder’s. 


1. William J. 
Great Lakes Travelers Club; F. X. O’ 
Associated Stationers Supply Co.; F. P. Seymour, 

. John Gilbert, Office Appliances. 

. C. H. Carlson; Hy Linden, Ace Fastener Corp.; George Cormack, 

Wilson-Jones Co.; Ralph Maneval, A. W. Faber, Inc. 

C. A. Stone, John Wilson, H. Pupa, S. J. Dini. 

C. W. Boyes. Minnesota Mining & Mfg. Co.; Leo Stein, Stein Bros. 

Mig. Co.; S. B. Knapp, Minnesota Mining & Mig. Co.; H. R. Wilson. 

R. W. MacGregor, farsh. Palm, George Mersman, Al Shermer. 
Charles Folkerts, Russ Molloy; Harry Calvin, Wilson-Jones Co. 

. Frank Mueller, H. M. Peterson, CH Bird, A. J. Krelle. 

C. A. Nickel, Tom White, Les eames Gordon Kickels, The Globe- 

Wernicke Co. 

G. S. Westlake, Ajax Box Co.; Frank Rainey, K. M. Todd; John 

Amato, chairman of the golf committee. 

. Harry Horder, Homer Schulenburg, Fred Cotter. 

. Al Skibbe and Fred Seymour in a putting contest. 
cated that Mr. Seymour has had more practice. 
12, Elmer Krumwiede, G. J. Aigner Co., and Art Steel Co.; A. C. Van 

Horn, Eberhard Faber Pencil Co. 

13. C. H. Carlson; Gilbert Amberg, Amberg File & Index Co.; Otto Bull, 
Workman Mig. Co.; Dick Seavert, Johnson Chair Co.; Bob Vojta, 
Frank Mashek & Co.; Charles Jones, C. L. Barkley & Co.; Leonard 
at. National Blank Book Co.; ig Rushmore, Reyburn Mfg. Co. 

14. A. K. Church, W. W. Davis; W. — Victor Safe & Equipment 
ke "Ed. Mendenhall, McMillan Book 

is. A. H. Mueller, Edward Powers, Harvey Larson, Clarence Reynolds. 

16. Bob White, holding onto his dad’s hand and wendering how the 
rest of him got into the next picture. 

17. Carl Lang, Binney & Smith Co.; George White, Charles C. Davis 
& Co.; Tony Peters, George Kuhfuss; Bob Overend, Eagle Pencil Co. 

18. Harry Balch. uality Park Envelope Co.; William Boyd, Acco 
Products, Inc.; Arnold Hedman, Fred Jones, John Anderson. 

19. Justin Miller, J. J. Corbino, Erle Steinbeck; A. L. Okerberg, Corry- 
Jamestown Mig. Corp.; C. W. Lofgren, Sanford Ink Co. 
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The result indi- 
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that he will be away from business about six months. 
His host of friends join in the hope that his recovery 
may be speeded. 

The chairman of the golf committee was John 
Amato. Associated with him were Tony Peters and 
George Kuhfuss. As all three are experienced in out- 
ing matters, the program proceeded smoothly and 
according to plans. 

ae ee 
UEF HONORS CROUGH ON EVE OF RETIREMENT 

Friday, September 5, George Crouch, New York dis- 
trict manager of the Underwood Elliott Fisher Com- 
pany and Underwood’s first salesman since 1897, was 
feted at a dinner commemorating his seventy-sixth 
birthday given by Philip D. Waboner, UEF’s president 
and general manager, in the grand ballroom of the 
Hotel Pierre. 

Two hundred business leaders of New York and 
members of the UEF organization attended this dinner 
honoring Mr. Crouch to pay tribute to this outstanding 
member of the typewriter industry. 

Mr. Wagoner, addressing the group, pointed out that 
this tribute to Mr. Crouch was not only in recognition 
and appreciation of his loyalty, his untiring and un- 
selfish devotion and service to his company through- 
out almost half a century, “but also on the occasion 
of his retirement from active service with the com- 
pany, to record our deep affection for George as a 
man among men and a real friend; and to voice our 
high esteem for his character, his charm and person- 
ality, his abilities, and his outstanding record of 
accomplishment.” 

Mr. Wagoner continued, “It has always been a waste 
of company funds to furnish him a desk for he never 
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sits at it. In fact, he spends the few hours he is in 
the office working at high speed standing up : 
younger men can well take a leaf from his selling 
book as well as an example from his business and 
personal life . . his uprightness and integrity of 
character, his wisdom and discretion, his respect for 
the dignity of his chosen profession, his achievement 
in holding the unswerving loyalty and warm affection 
of his friends and co-workers, his idealism and in- 
spiration—all these furnish an impersonal appraisal 
that will endure down the years.” 

L. C. Stowell, executive vice-president, presented to 
Mr. Crouch a bound volume containing all of the 
testimonial letters from those who attended the din- 
ner and those whom circumstances prevented from 
being present, and a gold finished Underwood portable 
typewriter as a gift from the entire company. 

W. F. Arnold, general sales manager, presented a 
handsome portable radio as a gift from Mr. Crouch’s 
associates in the general office. A traveling bag was 
presented as a gift from associate district managers 
and the presentation was made by L. Y. Hagen. Clark 
Robinson, representing Mr. Crouch’s sales force, pre- 
sented a double-faced Tiffany clock. 

Mr. Crouch, following his retirement on October 1, 
will become honorary district manager of the com- 
pany after an extensive trip through the United 
States. 

Mr. Crouch was born in Buntingford, England, Sep- 
tember 5, 1865. Following his education and a brief 
period as a London salesman, he came to the United 
States in 1889, where a business career was soon to 
unfold for him in his adopted country, and one that 


(Turn to page 159, please) 





UNDERWOOD ELLIOTT FISHER OFFICIALS PAY 
HONOR TO GEORGE CROUCH.—(Left) P. D. Wagoner, 
UEF president and general manager, shakes hands with 
Mr. Crouch when they meet for the banquet given in 
honor of the latter. (Center) Mr. Crouch admires his 


gold-finished typewriter as Executive Vice-President 

L. C. Stowell looks on. (Right) William F. Helmond, 

engineer of the typewriter division, congratulates Mr. 

Crouch on his outstanding record of service with UEF. 
Two hundred friends attended the event. 





THE BANQUET AT WHICH UEF PAID TRIBUTE TO GEORGE CROUCH 
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GLOEE-WERNICKE CONTEST WINNERS NAMED 
Prize winners in the nation-wide contest recently 
conducted by The Globe-Wernicke Co., Cincinnati, for 
the best window display of stationers’ goods and filing 
supplies have been announced. 
The Marshall-Jackson Company, of Chicago, won 
first prize for cities of over 150,000 population, with 





THREE GLOBE-WERNICKE CO., WINDOW CONTEST WIN- 
NERS.—(Top) This attractive window won first prize for the 
Marshall-Jackson Company, Chicago, for cities over 150,000 
population. (Center) The Santa Fe Book & Stationery Com- 
pany, Santa Fe, N. M., won second prize for cities of less 
than 150,000 population. (Lower) This window of the Houston 
Printing & Stationery Company, Houston, Tex., won third prize 
for cities over 150,000 population. 


second prize to Franklin Printing and Engraving Com- 
pany of Toledo, Ohio, and third award to Houston 
Printing and Stationery Company of Houston, Texas. 
The fourth prize in this classification was won by the 
Northwestern Furniture Company, Milwaukee, Wis. 
Honorable mention was given Everybody’s, Dayton, 
Ohio; Virginia Stationery Company, Richmond, Va.; 
McClain & Hedman, St. Paul, Minn.; Laird’s Stationery, 
Oakland, Calif.; and University of Chicago Bookstore, 
Chicago, Ill. 

In the classification covering cities of less than 150,- 
000 population the first award was won by the Swan- 
Morgan Company, Huntington, W. Va.; second prize, 
Santa Fe Book and Stationery Company, Santa Fe, 
New Mexico; third prize by Twin Citiy Printing Com- 
pany, Champaign, Ill.; and fourth prize by Office 
Equipment Company, Mattoon, Ill. Honorable men- 
tion was given Chestnut’s, Lake City, Fla.; Smith & 
Butterfield, Evansville, Ind.; Stockwell & Binney, San 
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Bernardino, Calif.; University Bookstore, Urbana, II1.; 
Mid-City Stationers, Rockford, Ill.; Out West Printing 
& Stationery Company, Colorado Springs, Colo.; and 
Charles J. Montague, Inc., Easton, Pa. 

A record-breaking number of dealers participated in 
this contest, which is an annual event with Globe- 
Wernicke dealers. It is understood that sales of sta- 
tioners’ products and filing supplies were substantially 
increased by dealers who feature them in window and 
store displays during the contest. 

BS: 2: > PE 

PENCIL FIRMS PLAN LARGE SAVINGS OF BRASS 

A simplification and conservation program designed 
to effect an initial saving of approximately 350,000 
pounds of brass a year was initiated on a voluntary 
basis September 10 at a meeting in Washington of the 
advisory committee of the wood case lead pencil in- 
dustry with representatives of the Division of Civilian 
Supply, Office of Production Management. 

In announcing the program, OPM noted that brass, 
one of the most vitally needed metals in the national 
defense program, is used in the manufacture of tips 
and clips for lead pencils. 

The advisory committee set up tentative subcom- 
mittes on simplification and conservation, manufac- 
turing and public relations. 

Members of the advisory committee are: J. H. Scher- 
merhorn, Joseph Dixon Crucible Company; Herman 
Price, Eagle Pencil Company; Joseph S. Reckford, 
American Lead Pencil Company; Arthur S. Edelhoff, 
General Pencil Company; J. P. Fitzpatrick, Red Cedar 
Pencil Company; E. L. Faber, Eberhard Faber Pencil 
Company; Asa B. Wallace, Wallace Pencil Company, 
and A. H. Best, Richard Best Pencil Company.—BJ 





NOW BOYS, YOU SEE IT’S A CINCH!I—So says Chester 

Soucek, champion typist as he demonstrates his writing speed 

on his Underwood machine to a bunch of mystified gobs at 

the Great Lakes Naval Training Station. The young men, 

looking on and wondering when they'll reach the same finger 

speed, are members of a class for yeomen and radio signal 
men. 


——_— —__ 


THREE SPECIALTY MEN MAKE RECORD SALE 
OF PEN-AND-INKWELL SETS 

The advantage of using specialty salesmen for a con- 
centrated drive on a certain item was demonstrated 
recently by the Wolfert Office Equipment Company, 
Toledo, Ohio, when a crew of three men sold 8000 Non- 
Spill inkwell and pen sets in a six month period. One 
of the principal success factors of the drive, according 
to officials of the company, consisted of the salesmen 
leaving a set as a demonstrator and then returning 
to the prospective buyer after a reasonable period of 
time. 
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REPORT OF IMPORTANT EVENTS AND 





ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN EVERY DIVISION OF THE 


INDUSTRY 








MISCELLANY 
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RAWDON TO HEAD UEF TYPEWRITER 
SALES IN NEW YORK 
Blaine Rawdon has been appointed New York dis- 
trict manager in charge of typewriter sales, according 





BLAINE RAWDON 


to an announcement made last month by W. F. Arnold, 
geneyal sales manager of the Underwood Elliott Fisher 
Company, New York, N. Y. 

In announcing this promotion, Mr. Arnold stated the 
assignment comes to Mr. Rawdon because of his ex- 
cellent management of the Philadelphia territory 
where he has directed the activities in that office for 
the past eleven years. 

Mr. Rawdon started his career in the New York 
office in 1912. He was made manager of the typewriter 
sales in Philadelphia in 1929, and in 1933 was made 
branch manager of the Philadelphia office. 

0-0 
CUSHING REACHES 70TH MILESTONE IN 
BUSINESS LIFE 


Seventy years of uninterrupted activity in the busi- 
ness world is a long time in any man’s language, but 
when October 6 dawns, that will be the record hung 
up for others to shoot at by Walter F. Cushing, founder 
and treasurer of Adams, Cushing & Foster, Inc., Boston 
stationery and office supply house. 

Mr. Cushing is one of the youngest old-timers in the 
industry and when the other officers and employees of 
the firm tender him an anniversary luncheon on the 
sixth, those present will see a man in the best of health 
and with a mihd as keen and active as on the day— 
back in 1871—that he decided the office supply business 
had a pretty good future. Incidentally the hosts at the 
luncheon will find it hard to believe that their guest 


of honor is now.in his éighty-fourth year, having cee- 
brated that birthday on September 15. 

Born and raised at Madford, Mass., in 1857, Mr. 
Cushing entered the stationery field when he joined 
Thompson, Bigelow & Brown, wholesale booksellers and 
stationers of Boston. That was on October 6, 1871, and 
in 1888 the firm of Greenough, Hopkins & Cushing was 
formed after the three men named had purchased the 
stationery business of Charles E. Whiting. This infant 
organization was the forerunner of what is now Adams, 
Cushing & Foster, Inc. 

In 1900 Mr. Cushing acquired the Moore non-leakable 
fountain pen business and as a result is today acting 
treasurer of the Moore Pen Company. 

In February, 1938, Mr. Cushing was feted as the last 
remaining member of a group which in 1888 formed 
the Boston Stationers Association. In 1938 the associa- 








WALTER F. CUSHING 


tion celebrated its fiftieth anniversary by holding a 
banquet at the Copley Plaza hotel and Mr. Cushing 
was the guest of honor. 
—>- 
COLUMBIA ESTABLISHES NEW GENERAL 
SALES DIVISIONS 

Rapidly increasing sales volumes of the Columbia 
Ribbon & Carbon Manufacturing Company, Inc., have 
necessitated the appointment of sales managers to 
head newly-formed general sales divisions, one for the 
East and another for the West. Western sales will be 
under the supervision of R. C. Moore, who is to work 
out of Columbia’s Kansas City office, while eastern 
sales will be directed by Henry B. Holmes working out 
of the company’s home offices at Glen Cove, Long 
Island, N. Y. Both men will work directly under F. R. 
Nichols, vice-president and general sales manager. 
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The Guest Book 


Joe Hildreth, ambassador emeritus of Esterbrook 
Pen Company, visited with the office of this journal 
by telephone September 2 before starting his drive to 
the Southland. For two months Joe has been visiting 
with friends in Chicago, at Green Lake in Wisconsin 
and other nearby places making the Chicago Ester- 
brook office his headquarters. He and Mrs. Hildreth 
plan a leisurely drive to Daytona Beach, Fla., where 
they maintain their home. He was particularly insis- 
tent that friends from the North who visit Florida 
during the winter call to see him. Joe ever has been 
the genial host. 

ae m 
NEW BUILDING COMPLETED FOR DOWNEY 
COMPANY 


The C. L. Downey Company, Cincinnati, manufac- 
turers of “Steel-Strong” coin-handling products, has 
recently completed a modern building for its manu- 
facturing division. The structure, covering a site mea- 
suring 326 by 300 feet, is located at Hannibal, Mo. 

The building has the effect or appearance of three 
buildings adjoining but in construction it is one so 
arranged that material entering the north wing passes 
through slitting and sheeting machines into the man- 
ufacturing section which is fifty by 250 feet. All items 
start through the several operative processes at one 
end of this section and move in straight line into the 
lower end where all production operations are com- 
pleted, then are transferred to the adjoining separate 
section of the building known as a finishing depart- 
ment where final operations are completed and the 
merchandise is packed in cartons, labeled and placed 
in storage bins for shipment. 

The structure gives perfect straight line production 
and has an area of three-quarters of an acre. The 
building has a frontage of 170 feet and a depth of 300 
feet. 

The entire building is one story with general offices, 
executive offices and offices of the superintendent and 
draftsman, together with testing and experimental 
room, occupying the entire front of the building. The 
section devoted to production is of the all day-light 
type having steel sash and glass its complete length. 

This is one of the largest plants in America manu- 
facturing coin handling products and will also offer 
facilities for production following the most advanced 
engineering developments. 

The company opened this new plant for actual pro- 
duction on September 8 with a payroll of about 100 
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employees which will be increased as raw materials 
are made available for more extended production. A 
warehouse and shipping depot will be maintained in 
Cincinnati. 

For a number of years Mr. Downey has personally 
handled a double display at the National Stationers 
Association convention, maintaining one in the exhi- 
bition hall and another in a room of the hotel in 
which the convention is being held. 


EXCUSE US, Fit wee 


In the September issue appeared a story concerning 
an eastern trip made by Jack C. Kern, of Dallas, Tex., 
in which Mr. Kern was described as “the head of a 
stationery and office supply firm.” This was in error 
in that he operates the Jack C. Kern Company, an 
organization of manufacturers’ representatives and 
distributors. The company represents the Invincible 
Metal Furniture Company, O. C. S. Olsen Company, 
Fritz-Cross Company, Hotchkiss Sales Company, Per- 
fect Rubber Seat Cushion Company, American Num- 
bering Machine Company, Hodgman Rubber Company 
and the Edgewater Manufacturing Company, Inc. 

ER LS 

In a recent item concerning a new catalogue of the 
Victor Safe & Equipment Company, the catalogue was 
reported as describing the firm’s entire list of prod- 
ucts. This was in error in that it shows only the Victor 
complete line of safes and burglary chests. Victor also 
keeps separate catalogues on cabinet visible, sectional 
visible, filing systems and supplies, duplicator stencils 
and supplies and business time savers, insulating files, 
steel files, desks and tables. 

nina 

On page 157 of the September issue appeared a pic- 
ture of an illustration of B. L. Marble Company chairs 
made in the board room of the Aid Association for 
Lutherans. The caption accompanying the illustration 
failed to mention the Sylvester & Nielsen Company, 
Appleton, Wis., as the firm which successfully negoti- 
ated the order and made the installation. The omis- 
sion is regretted. 
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On page 106 of the September issue appeared a pic- 
ture of an installation of Mosler Safe Company prod- 
ucts with an accompanying caption which referred to 
a Mosler “A” insulated record container. There is no 
“A” insulated record container and this designation 
rightfully belonged to a Mosler “A” label, or four-hour 


safe which was a part of the installation. 
onisnisipesicsighailinnieseckeetie 








HOME OF “STEEL- 
STRONG’’ PROD- 
UCTS.—This big 
building was official- 
ly occupied by the C. 
L. Downey Company 
on September 8 at 
Hannibal, Mo. Ail- 
though having the |—_ 
appearance of three | ~~ 
separate structures 
the building is actual- 
ly one. 
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Demolition of Old Building 


Signifies Growth of 
Mittag & Volger 


Historic Wooden Structure Razed to Make Way for 
Twentieth Century Building and Grounds 


HEN an old wooden structure was razed recently 
in Park Ridge, N. J., to make room for a twen- 
tieth-century building on a _ beautifully-landscaped 
plot, the original home of Mittag & Volger, Inc., be- 
came a memory with nothing physical remaining to 
recall the first fifty years of the company’s existence. 
But the disappearance of the old building is sym- 
bolic of M. & V.’s years of success and steady growth 
because in its place springs up a new home as differ- 
ent from the old as the Mittag & Volger of today 
differs from the little but lusty infant which made its 
bow to the office equipment and supply industry back 
in 1891. 

The company, born in that year, saw the launching 
of its career as a manufacturer of ribbons and carbons 
on the proverbial shoestring. And the then new build- 
ing was ample for the small force which banded to- 
gether to nurse the baby and watch it safely through 
its teething period. 

But the baby grew, and almost before those respon- 
sible for its being knew it, there developed an urgent 
need for more space and the humble structure was 
enlarged accordingly. Added to, altered and revamped, 
it was to remain the baby’s home for a half century. 
Within its confines it was to serve as a home office 
ot a thriving business which slowly but surely ex- 
panded its activities and its products into national 
and then international trade. Inside its walls impor- 
tant formulae and manufacturing methods were de- 
veloped which have stood the test of time. There 
“growing pains” of increasing volume manifested them- 
selves with operating space becoming scarcer with 
each year until, as one M. & V. official explains, “We 
found ourselves packed like sardines in a can!”’ 


Enlarging Operations 


As Mittag & Volger products became better known 
it was apparent that the old building, already stressed 
to its limit, could not meet the company’s needs and 
one by one additional factory structures sprang up 
behind it until today the M. & V. plant is one of the 
largest and most modernized in the ribbon and carbon 
industry. 

Mittag & Volger executives, most of them continu- 
ously connected with the company for forty or more 
years, survey the demolition of the original home with 
mixed feelings. They are happy that their combined 
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efforts have elevated the company to a position of im- 
pressive importance, yet deeply sorry to see this well- 
remembered landmark disappear. 


9-9 —__—___ 





FORTY YEARS OF SERVICE TO ITS COMMUNITY.—The San 

Antonio (Tex.) store of The Clegg Company which is cele- 

brating its fortieth year of existence and four decades of 

uninterrupted service under one management. (Insets, left 

tor right) L. B. Clegg, president of the company, and his son, 

William C. Clegg, treasurer of the firm and a past president 
of the National Stationers Association. 


Clegg Company In 40th Year 


Firm and Its Officers Establish Fine Record 
During Four Decades of Service to Community 
Under One Management 


HE year 1901 was an unusual year for a number of 

reasons. First, it marked the beginning of a new 
century, a beginning in which the world started on a 
new era of progress that was to give it the horseless 
carriage, the flying machine, radio, and many other 
developments. Second, it was in that year that Presi- 
dent William McKinley was assassinated while attend- 
ing the Pan-American exposition at Buffalo, N. Y. And, 





PRESENT HOME OF MITTAG & VOLGER AT PARK RIDGE, N. J. 
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A good year 








INVITATION. The nation’s stationers 
in convention at Chicago, October 
6 to 9, are invited to visit Booth 
Number One—comprehensive display 
of Mimeograph brand products. 


Mimeograph 
duplicator 







There is sound economic pleasure in 
spending for something that will render 
valuable service long after the “‘newness”’ 
has worn off. . . . The Mimeograph dupli- 
cator fits beautifully into that “Prepare-for- 

tomorrow-with-the-money-you-spend-today” 

class. . . . Roll a Mimeograph duplicator into 
your place of business and watch it roll out 


copies of letters, bulletins, forms, job tickets, 








specifications, price lists, labels and instructions. 


The Mimeograph distributor in your city will gladly analyze your 
own paper work problems without cost or obligation to you. A. B. Dick 


Company, Chicago, Illinots. 
MrimeocrapH is the trade-mark of A. B. Dick Company, 
COPYRIGHT 1941, A. @. DICK M PANY “4° ° : T 
as Chicago, registered in the U. S. Patent Office, 
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third, in San Antonio, Tex., it marked the start of a 
firm which, through the years that have followed, has 
rendered a service to its community that has placed it 
among the leaders. The firm is The Clegg Company. 


Since that day, September 20, 1901, when L. B. Clegg 
and W. F. Sibert started their small print shop, known 
then as the San Antonio Printing Company, the firm 
has continued to grow and expand until its services 
now include printing, lithographing, engraving, sta- 
tionery, county supplies, and office equipment 


And, while these men have continued to apply them- 
selves to the growth and expansion of their business, 
the Cleggs have, at the same time, played an important 
part in the progress of the city and its civic interests, 
as well as the industries of which they are a part. 


L. B. Clegg was a member of the first cost congress 
held by the graphic arts in St. Louis in 1908. He is 
also a past president of the Texas Graphic Arts Fed- 
eration, a past president of the San Antonio Chamber 
of Commerce, and has been chairman or vice-chairman 
of the military affairs committee of that organization 
since 1916. It was through his interest that San An- 
tonio was selected as the site for Randolph field, the 
“West Point of the Air.” He is a past exalted ruler of 
the Elks, and a member of the San Antonio Rotary 
Club. 

And, in the same manner that L. B. Clegg has served 
well his city and the industries of which his business 
is a part, so, too, has his son, William C. Clegg, followed 
in his footsteps. William C. Clegg was district governor 
of the ninth district, National Stationers Association, 
in 1933-34, and was national president of the NSA in 
1937. He has been a member of the executive commit- 
tee of this organization since that time. He has also 
been active in various civic interests, and was selected 
as King Antonio, a historical event held each year dur- 
ing the week of April 21, in commemoration of the 
historic battle of the Alamo. 

The principles and policies of this business are best 
set out in a folder distributed by the company in honor 
of this occasion, the text of which reads: 

“Forty years is a long time for a business firm to 
have served a community and is a fine record in itself, 
but even more outstanding when that four decades 
have been under the same management. 

“The Clegg Company is celebrating its fortieth anni- 


PLAYED TO A BIG HOUSE.—A huge 
crowd, estimated at 1,800,000 visited these 
and other display booths in the Canadian 
National Exhibition held in Toronto from 
August 22 to September 6. It was said to 
be the second largest attendance in the 
show’s sixty-three year history and manu- 
facturers and booth attendants said a new 
record was hung up from a viewpoint of 
sales and prospects. (1) The booth of Un- 
derwood Elliott Fisher Limited, portable 
division in the center of which was a plat- 
form for speed typing demouzstrations. (2) 
A display of Standard fluid process dupli- 
cators shown by Dominion Duplicators, 
Limited, with Miss Lenore McCoskey, 
pretty Toronto model, posed beside one 
of the machines. (3) Display of National 
Cash Register Company of Canada, Lim- 
ited. (4) Section occupied by the Inter- 
national Business Machines Company of 
Canada, Limited, where the crowd gives 
a good idea of the record attendance. 
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versary of uninterrupted service under one manage- 
ment during the month of September. From a small 
printing shop to a large printing, publishing and sta- 
tionery institution with a complete stock of fine office 
furniture, has been the history of this firm under the 
leadership of L. B. Clegg, president, and W. F. Sibert, 
secretary. 

“Throughout the years, tradition has been at work 
and long established tradition means years of integrity. 

“In celebrating the forty years under one manage- 
ment, The Clegg Company takes pride in the part it 
has played in the business development of San Antonio 
and the state and pledges to continue the type of serv- 
ice that has been responsible for its steady growth.” 

Two other facts about this firm give added interest 
to its growth. It has been in practically the same loca- 
tion all of this time, and there are eight fathers with 
their eight sons who are employed there. 

Officers of the firm are: L. B. Clegg, president; Franz 
C. Groos, vice-president; L. C. Green, vice-president; 
I. M. Howells, vice-president; Ross C. Sibert, vice-presi- 
dent; W. F. Sibert, secretary; and William C. Clegg, 
treasurer.—BCR 

a = 
OVER MILLION ATTEND CANADIAN BUSINESS 
SHOW 

When the Canadian National Exhibition, held at 
Toronto from August 22 to September 6, closed its doors 
on the final day, officials reported a total attendance 
of 1,800,000 visitors. This was the second highest at- 
tendance record in the sixty-three year history of the 
event which was participated in by the Canadian 
Business Equipment Manufacturers’ Association. 

Despite conditions brought about by the present 
European conflict, exhibitors reported large numbers 
of orders and prospects and the two-week exposition 
was unanimously voted “the best ever.” 

Many firms connected with the office equipment 
industry maintained display booths among them be- 
ing the Addressograph-Multigraph Corporation, D. 
Gestetner (Canada) Limited, International Business 
Machines Company of Canada Limited, National Cash 
Register Company of Canada Limited, Office Specialty 
Manufacturing Company, Underwood Elliott Fisher 
Limited, and Dominion Duplicators, Limited. 
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WE OPENED OUR DOORS 


in 1896 to all who were seeking 
better carbon papers and ribbons. 
Today every office in the land is 
open to the PANAMA and BEAVER man. 


MANIFOLD SUPPLIES COMPANY 


Manufacturers °  Coast-to-Coast Distribution 


Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
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**Ask Your 


PANAMA 
or 
BEAVER 
Man” 











MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. It affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 





1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


2. It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE. 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 
National Association Labels for BOTH ONE-HOUR FIRE PRO- 
TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 


6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 


7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 


8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 


9. Its finish, while normally wrinkle 
green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 
point of use. cf 





Write The Mosler Safe Co. 
(Dept. D) Hamilton, Ohio, for 
catalog and prices on Insulated 
Record Containers, as also our 
other lines of Fire and Burglary- 
Resistive Equipment. 


THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults In the World 














320 FIFTH AVE.. FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg. 


Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 
Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 
Colombia, S. A.—Havana— Hawaii— Manilla— Panama— Puerto Rico 
Shanghai—Tokyo—Venezuela, S. A. 
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CARLISLE OPENS REMODELED STORE 

Carlisle, Stationers, a firm located on Third avenue, 
Santa Monica, Calif., for the past seven years, have 
just staged a formal re-opening, after a thorough re- 
modeling of the building inside and out. The front, 
which is of black glass, with ivory trim, attracts wide 
attention, as it is something entirely new in this 
country. J. L. Burt, the owner of the building, who 
put $10,000 into the remodeling, took the idea from 


CARLISLE 





EXTERIOR OF CARLISLE’S REMODELED STORE 


leading architects in Mexico, where many of the new 
buildings of Mexico City and Guadalajara are of this 
type. 

A fly canopy extends eight and one-half feet over the 
sidewalk, at an elevation of twelve feet. It is con- 
structed entirely of fireproof material, and is anchored 
to the building by a structural steel framework. Stain- 
less steel is used in the trim, as it is the only metal 
which is not subject to corrosion by the salt laden winds 
blowing from the sea. The new type of canopy elimin- 
ates the necessity for awnings and presents a more 
deluxe appearance. In the interior there is a special 
alcove for office supplies in the rear, and over this is 
built the office, surrounded by a low grill, and from 
which a view of the entire main floor can be had. 


Illustrating the truism of “it’s the little things that 
count,” Sam Carlisle, the proprietor, said: “One of 
our conveniences that greatly increases our greeting 
card and general stationery trade is a long low table 
placed about the middle of the store, with long benches 
on both sides, so that a dozen or more people can 
use it at once. Many stores have individual desk and 
chair, or a long, high wall desk. But women, in par- 
ticular, do not like to stand and use the latter; while 
with only one or two individual desks, long waits are 
inevitable at certain seasons. Our long, low table meets 
all requirements. A number of people can use it at 
once, and while sitting at ease they are surrounded 
by greeting card racks—and frequently many addition- 
al cards, since the writing and addressing of them is 
made so easy. Or, if they sit down merely to write or 
address a note, greeting cards are at once brought to 
their attention, as underneath the glass top of the 
table are placed a wide selection of cards for a certain 
occasion—Mother’s Day, Father’s Day, commencement 
and bridal good wishes, etc., with a card reminding 
them of the date, and the pleasure such a card will 
give to the recipient. At other times, correct wedding 
invitation, or novelties in social stationery, are placed 
under the glass, with price lists of all of them, so that 
all who make use of our table become familiar with our 
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Attention Dealers: 


A larger profit for you on our used 
machines—and it’s yours as long as 
the supply lasts! 

The amazing spurt in popularity 
of L C Smith Typewriters has cre- 
ated even wider demand in the 
secondhand market for these sturdy 
long-lived machines. AND... we 
have many hundreds of them—and 
at attractive prices! 


In addition to used, recondi- 


tioned and remanufactured L C 
Smiths, we handle large numbers of 
all other makes and models. Tell 
us what you need and we will re- 


spond in a jiffy. 


Don’t fail to ask about the spe- 
cial values available in many models 


of the famous 


LC SMITH 





LIBERTY TYPEWRITERS 


EXCHANGE MACHINE DIVISION OF 


LC SMITH & CORONA TYPEWRITERS INC 
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Here They 
Come... 


ACO 





Papers are piling up on all the desks of the nation. 
Helping to keep them in order—to find them faster—to 
file them safer—is helping to speed the nation’s job. 

That’s ACCO Making 
paper handling more efficient is the service ACCO FAS- 


where you—and come in! 


TENERS perform best. Business—and government 
need that service now more than ever before. And this 
is a good time to tell them so. 

The good work you do now in educating your cus- 
tomers to use ACCO Products will keep on coming back 
to you as profits in the years to come. 








ACCO 


PRODUCTS, inc. 


39th Ave. at 24th St. 
Long Island City, N. Y. 


WRITE US. 
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leading lines, and turn instinctively to us when in the 
market for any particular class of stationery.” 

Much stress is laid on window display, the contents 
being changed weekly. One of the most effective at- 
tention getters are the white scales at the entrance of 
the store. They are patronized by scores of people 
daily, all of whom have a good opportunity to see the 


displays on either side —WBS 
willie : 
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FOUR MINDS WITH BUT A SINGLE THOUGHT.—When C. N. 
Murray, manager of the Kansas City branch of Mittag & Volger, 
Inc., recently decided to visit the brand new M. & V. plant 
at Park Ridge, N. J., he casually mentioned around that he 
thought it was a fine idea. “Swell,” said O. M. “Doc” Wilson 
who covers Wisconsin. “Grand” shouted Gene Mayhall, Chi- 
cago representative. “Me, too” chimed in Harry Mentch of 
the M. & V. Chicago office, so they all went East together. 
(L to R) Messrs. Wilson, Murray, Mentch and Mayhall pictured 
as they posed for a photograph after making an extended tour 

of the enlarged and redecorated plant and offices. 
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STEWART-LUHN COMPANY ORGANIZED 

A new company in the fluorescent lighting field has 
been organized by L. L. Stewart and Jack Luhn. Head- 
quarters are established in the Merchandise Mart, 
Chicago, with a branch office at 4030 Chouteau street, 
St. Louis, Mo. Stocks of merchandise are carried in 
both offices. 

Although the firm is new, its personnel is widely 
experienced in the production and distribution of 
fluorescent lighting fixtures. Mr. Stewart was formerly 
sales manager of the Van Dyke Industries of Chicago, 
in which position he handled a number of special 
designing jobs, including the Parker Pen Company 
display unit lamp and the Royal Typewriter Company 
fluorescent lighted display stand. He also worked out 
a window display feature with Horder’s, Inc., Chicago, 
a display that was subsequently used by dealers 
throughout the country. 

The Stewart-Luhn line is extensive, including all 
types of lighting fixtures for industrial, commercial 
and residential use. Special lamps for show windows, 
as well as bed lamps, desk models, pin-up and clamp- 
on types are among the units offered. 


sehiiaiinmeaiianiitiita tensile 

ROLSTON BROTHERS EXPLAIN NAME CHANGE 

In order that customers may be informed as to the 
present ownership of Rolston Brothers, on Second 
avenue, Seattle, Wash, its antecedents and previous 
ownership, this pen and stationery set-up last month 
issued a neat little folder in blue addressed ‘Dear 
Customer,” which sets forth reasons for change of 
name fully, as follows: 

“Perhaps you have been asking yourself the follow- 
ing questions: Has this store new management? Are 


| there new owners? If so, when and why? Undoubted- 
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BILL METZGER: But, Mr. Faustmann, 


Royal has built up the finest dealer or- 
1 the business. Whether 


CHARACTERS: 


PRESIDENT FAt sTMANN, of the Royal Type- 
writer Co. ganization il 
we'll have machines to sell or not, our 

VICE-PRESIDENT MILLER ; : 
dealers must. It’s up to us to keep faith 


Sales Manager 2 ; 

a 6 with them, as I see it, and continue 

Advertising Manager giving them the powerful advertising 

TIME: support they look to us for, to help 
move their stocks. 


BILL METZGER, Portable 


WES BECKW ITH, 


One hot afternoon this summer 
WES BECKWITH: And, too, Mr. Faustmann, 
Royal is the leader. If the leader 
to keep his flags fly- 
ing and bugles blow ing when the going 


gets tough, then the whole industry 
as I see it, to 


ann, Bill. and Wes suffers. It is our duty, 
the very real and im- 


ges of a Royal Port- 


PLACE: 
Office of Mr. Faustmann 


doesn't continue 


IR. MILLER: Mr. Faustm: 
are here to talk about this fall’s adver- keep advertising 

sak re » ‘ a . *F . 
tising on Royal Portables. As you know, portant ad\ a 


last years advertising was the most able in the American home. 
successful the Portable industry has 

known Wk. FAUSTMANN: Well, that was quite a 

spurt of oratory from you gentlemen 

MR. FAUSTMANN: Yes, I know that, but we for such a hot afternoon. However, I 

don’t know what to expect this year. 

fense work may put a 


think you could have saved your en- 
Priorities and de ergy, for I was going to give you the 
crimp in all typewriter production — 


LET’S INCREASE ROYAL ADVERTISING 
FOR THE COMING YEAR! 


answer you Ww anted, anyhow —_ 


sen ling 2-page figs 
pe “How to M < 
- Ads like that ane: ne 


page—will keep appeari 
ng 


in Life, P, 
J©> fost, and Collier's 


rtions j 
sin Amer; 
day rican Weekly, 


7 suppl 

56. Pplement. 

000,000 advertisem A grand 
, ents! 


Bright Chi 

| ‘hild Brighte 

smaller than a neg . 
rsaieg after month 
"LUS big-spac , 

world’s largest § 

total of over ] ye 
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You can kick 
it around 





O, COURSE, you can’t play football with a 
Canco wastebasket. 


But you can sure kick it around. 


Canco wastebaskets can stand the roughest, 
toughest treatment. They’re made of fortified- 
metal. 

Their durable material is lithographed in a 
wide range of eye-pleasing colors and wood- 
grain finishes that go well with any office. 


It’s no wonder Canco Containers sell so fast. 


We'll be glad to tell you prices and all about 
Canco wastebaskets. Write us TODAY! 





* AMERICAN x 
CAN COMPANY 


CITY PARK AVENUE & HAMILTON STREET , 
_» TOLEDO, OHIO 
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ly you have noticed the change in names of this shop 
from Margaret Vine’s Pen and Card Shop, to Mar- 
garet’s Pen and Card Shop, and lately to Rolston 
Bros. Pen and Card Shop. Just why this change in 
name has occurred, shall be explained as follows: 

“On November 28th, 1939, Mrs. Margaret Vine, whose 
name shortly before her death was changed back to 
Margaret Rolston, passed away because of ill health. 
For nine years, Margaret Vine was in the progress of 
building this store to what it is today. Then suddenly 
the end came and her two sons, E. Blake and Glen C. 
along with Mrs. Vine’s ever able mother, Mrs. Elizabeth 
Greenwood, assumed the management and duties of 
carrying on where the former owner, Mrs. Margaret 
Vine, had left off. The success of the store after Mrs. 
Vine’s death is due to her mother, Mrs. Greenwood, 
whose unfailing loyalty and determination to carry on, 
has carried this store through a trying period. Now, 
both boys have finished school and will remain in the 
store permanently to carry on the fine ideals and 
traditions that their mother so ably expressed. 

“The policy of this store has been that of friendly 
personal service. At present, and in the future the 
policy shall always remain as such. We wish to express 
our sincere appreciation for your patronage and shall 
always strive to better our service to you—our 
customer.” 

In this manner E. Blake Rolston, and his brother 
Glen C., serve to make clear the reason for the 
change of name in the store and give it greater 
identity in the Seattle stationery field, so that there 
may be no possible confusion with any other shop 
in the Puget Sound Community—CML 


—- 











TWO DIEBOLD PROMOTIONS.—(L to R) M. E. Hole and S. L. 

Berkebile who were recently appointed advertising manager 

and branch sales manager respectively, of the Diebold Safe 

& Lock Company, Canton, Ohio. A report of these appoint- 

ments appeared in the September issue at which time these 
photographs were not available. 





—— 


HUSTON NOW ALEXANDER GENERAL MANAGER 

W. G. “Bill” Huston, whose appointment as assistant 
to the president of Alexander Brothers, Ltd., Honolulu, 
H. T., was reported in the July issue of OFFICE APPLI- 
ANCES, has been made general manager of the firm. 
This appointment was announced in the columns of 
a Honolulu newspaper of August 10. 

Mr. Huston is not new to the Islands, having cov- 
ered a part of the Hawaiian archipelago for a number 
of years while western district manager for Mittag & 
Volger, Inc. He visited Hawaii many times in the past 
sixteen years and because of these trips formed a 
friendship with F. P. Alexander, president of the com- 
pany with which he is now connected. 

Alexander Brothers is in its ninth year and is a 
representative of the Underwood Elliott Fisher Com- 
pany. In addition to the Honolulu store the firm also 
maintains offices in Washiawa, Maui, Kauai and 
Hawaii. 

In a recent page advertisement in the Honolulu 
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BEA] oL> MAN WINTER! 


ORDER YOUR Shepp NOW! 
NEW DISPLAY AND FREIGHT ALLOWANCE 


BUILD VOLUME AND PROFIT 


Protect yourself on your writing fluid supply this winter. Order now — 
beat freezing temperatures! Remember, on 100 Ib. shipments, SHEAF- 
FER ALLOWS THE FREIGHT — gives maximum discounts. 

ABOVE IS A BRAND-NEW DISPLAY SHIPPED WITH ALL 100 LB. SKRIP 
ORDERS. PLACE IT IN YOUR WINDOW. IT SELLS AN ASTONISHING 
INCREASE OF SKRIP AND ADHESIVES. Makes YOUR store writing fluid 
headquarters for America’s fastest-selling brand. 

Here’s a tip — when writing fluid is called for, suggest the 25c Skrip size. 
Store tests across America prove that you will sell it to two-thirds of your 
customers — all of whom are economy-minded and appreciate the saving. 
Why not try this plan today? W. A. Sheaffer Pen Co., Fort Madison, lowa. 


SHEAFFER'S 
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THAT THE 


CASH 
REGISTER 


th retails profitably at 
way "AQIO 


Down goes sales resistance .. . up goes 
your profit ... when retailers see the sim- 
ple, compact, inexpensive INDIANA! For 
here is a cash register for any store, of any 
size, in any business. Every transaction is 
jotted down on a continuous paper roll; 
at the end of each day, the INDIANA pre- 
sents a clear picture of that day’s sales and 
profits ... with every penny in cash under 


lock and key! Let us tell you how you can 
boost your business merely by demonstrat- 
ing this super-value cash register. 
the coupon for complete facts . . 


Mail 
. NOW! 


 400T MON! 


DID YE KEN 

















INDIANA CASH DRAWER COMPANY 
SHELBYVILLE, INDIANA 


Please send full information. prices. etc., on the Indiana Auto- 
graphic Cash Register. 


NAME 


ADDRESS 
CITY STATE 


INDIANA CASH DRAWER CO. 









SHELBYVILLE 
INDIANA 
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Advertiser the company cleverly tied in its sales efforts 
with National Defense. Under a sign announcing the 
company as local agents for the Underwood typewriter 
and Dictaphone transcribing and dictating machines 
was a picture of a U. S. army pursuit plane flying 
across a mountain range. Accompanying this was a 
caption which read: “We Help Keep Them Flying.” 
TNR et. ; 





NEW PACKAGING FOR GITS KNIVES.—The Gits Molding 
Corporation, 4600 Huron street, Chicago, has recently pro- 
duced this four-by-six-inch counter display unit for its line 
of Gits utility knives. It is printed in three colors and its 
advertising stresses the well-known “opens with one hand” 
features of the knife. This latest model of the Gits knife, like 
previous numbers, has a high-quality carbon steel blade 
which, by a press of the finger, can be locked in any one of 
four cutting lengths. Handles are colored plastic in plain 
and mottled effects and file or palette blades are optional 
at no additional cost. 


— e<--——————__. 


DUFFY JOINS STAFF OF STATIONERS GUILD 

Vincent P. Duffy, formerly connected with the Lig- 
gett & Myers Tobacco Company as a salesman travel- 
ing eastern Pennsylvania, last month joined the staff 





V. P. DUFFY 


of the Stationers Guild of America where he will act 
as an assistant to General Manager Albert W. Williams. 

Mr. Duffy is a native of Philadelphia, where he 
makes his home. He joined the tobacco firm after 
graduating from the Wharton school, University of 
Pennsylvania, and worked with that company for six 
years before resigning to take over his new duties 


with the guild. 
SE dite ae 


AMES’ DALLAS BRANCH TO MOVE 
The Dallas, Tex., office of the Ames Supply Com- 
pany, Chicago, expects to move about October 1 to 
new quarters at 1905 Commerce street, where addi- 
tional space and facilities will enable the branch to 
give fast service to clients in its territory. 
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ONLY GLOBE-WERNICKE. 
CAN OFFER YOU THIS 
REMARKABLE TRI- GUARD 


FILE WITH THREE RODS 


AVAILABLE IN 
WOOD OR STEEL 
FILES WITHOUT 












This revolutionary improvement speeds up filing and finding with less 
work and expense. Compare Tri-Guard 3-rod files with any kind of 
one-rod file and see why it is the outstanding development in years. 








Tri-Guard files make satisfied 
permanent customers, and 
the exclusive 3-rod principle 
assures our dealers of all the 
filing supply business. Write 


Sell the file that serves your 
customers best. Tri - Guard 
users appreciate the many 
advantages of these 3-rod 
files. They help eliminate 























errors, delays and extra work for more information and de- 
Guid lide on three rods to rt well as . . 

. . . protect valuable papers index "contents ‘ot drawer ‘Contents canner tails of our attractive propo- 
slump .. . indexing is always visible... easy ee 

from loss or damage. to file . . . easy to find. sition to dealers. 

















Globe2Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitic Specia' 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Syppli 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Sheivir 


nicks 





Glo 


Service 
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Many typewriter models are becoming in- 
creasingly scarce and hard to find. But when 
you sell a Factory Reconditioned Remington 
Noiseless No. 6, you can be sure of prompt 
delivery—for every one of our 16 branches 
has these machines in stock, ready to ship at 


a moment's notice. 


THESE 8 FEATURES HELP YOU SELL 


Beautiful, all-crackle finish. 

Clear, even printwork. 

Feather-light touch and lightning speed. 
Pressure Dial for manifolding. 

Increasingly popular noiseless operation. 
Longer ribbon and platen wear. 

Utmost economy. 

FREE advertising literature that helps you sell! 





ONAN EwWH 


For prompt delivery, for customer satisfaction and 
for maximum profit, sell Factory Reconditioned 
Remington Noiseless No. 6—the typewriter that 
helps you make the sale! 


Rebuilt Remingtons Monarch Adders 
Rough Typewriters Monarch Portables 
Typewriter Parts Invincible Ribbons 
Invincible Platens Invincible Carbon 
Rubberite Stencils Shop Supplies 
Typewriter Tools And Other Items 








AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N. Y 


Est. 1880 
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DISPLAY FEATURES VICTOR BOOK VISIBLE UNITS 

The Victor Safe & Equipment Company, North 
Tonawanda, N. Y., has recently produced a new and 
attractive display for the purpose of featuring its 
newly announced line of book visible units. It is 


VICTOR 
BOOK VISIBLE 


Rat 





THE VICTOR BOOK VISIBLE DISPLAY UNIT 


brilliantly printed in four oil colors, is substantially 
built and measures 27 by 24 inches. 

Two visible books for eight by five cards form a part 
of the display and the smaller of the two is set up with 
over 100 cards and insert forms, completely indexed 
and signaled as an effective demonstration unit. Both 
the display and the demonstration material in the 
small Victor book visible are furnished free to dealers 


who stock the line. 
eee eee hee 


OLD TOWN EXPANSION CONTINUES 


Announcement has been made by the Old Town 
Ribbon & Carbon Company, Brooklyn, N. Y., of the 
appointment of Hugh A. Steger as a factory repre- 
sentative. 

Mr. Steger, who has had many years of practical 
experience in the stationery field, will be active in con- 
tact work and specialty assistance to dealers in con- 
nection with the administration of Old Town’s dealer 
development program. 

In announcing the appointment of Mr. Steger, an 
executive of the company made the following state- 
ment: “Early in 1941 we embarked on a broad pro- 
gram of national advertising, merchandising and 
dealer development. To administer this program, 
which will be permanent, necessitated the expansion 
of our field organization in order that a close contact 
might be maintained between the factory and dealers 
and that dealers might receive complete factory assist- 
ance in getting the Old Town program under way in 
their local markets. The program met with instan- 
taneous success and dealers from coast to coast have 
been reporting excellent progress. 

“We wish to state that we shall continue to expand 
our dealer service organization along with the care- 
fully and comprehensively planned expansion of our 
national advertising and merchandising program.” 


PACIFIC NORTHWEST NEWS NOTES 


Featuring a number of stationery items and school 
supplies, the E. & G. Store of Earl and George, 330 
North Callow street, Bremerton, Wash., has recently 
installed a popular self-service system with a “Help 
Yourself to Savings” slogan. ...C. Douglas Covey, 
has opened a new office equipment store with a stock 
of typewriters and business machines. It is located 
in a recently-completed building at Fifteenth avenue 
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New Curtiss-Wright 
Plant in Columbus, Ohio 


Monvfacturing Area 
1,156,000 sq. ft 


CURTISS-WRIGHT STANDARDIZES ON 
FOR EXECUTIVE OFFICE REQUIREMENTS i cutee, columbus & St. Louis Ottices 


The completion of these three great Curtiss- 
Wright plants, with their tremendously in- 
creased office requirements . . . has called 
for a quantity of Sikes Executive Furniture 
including a large number of Sikes Executive 
Desk Chairs. Curtiss-Wright has standardized 
on these chairs for executive use in these three 
plants. 





Recently dedicated Curtiss-Wright plant in Buffalo, N. Y. Total floor area—!,672,000 sq. ff. 


New Curtiss-Wright plant in St. Louis, Mo. Total floor space—1,210,450 sq. ft. 


Men under pressure are particularly quick 
to appreciate the all-day comfort advantages 
of the patented Sikes Fixed-Floating Seat... 
comfort which brings with it sustained working 
energy. And now, with the addition of the 
Sikes Reverse Spring Action as regular equip- 
ment on all posture chairs, a new high in con- 
tinuous seating comfort has been achieved. 
This advantage is immediately conceded upon 
demonstration. 


It is our carefully considered opinion that 
never in your chair 
selling experience 
have you had a line 
of posture chairs so 
easy to sell upon 
demonstration as to- 
day's Sikes Executive 
and Clerical Posture 
Chairs. Order several 
and prove this to your 
own satisfaction. 


me YIKES COMPANY nc 


BUSINESS CHAIR MANUFACTURERS 
BUFFALO NEW YORK 








SIKES CHAIRS 









































When it is necessary to wait for a needed item in GF Metal : 
Office Equipment, remember that somewhere alone the 
line of defense production we are moking available some 
vital metal with which to harden the resistance against 
threats to our national security. S 
The facts are plain to most of us. But a festaternent will 
give added confidence in the efforts of National prepared- 
ness to preserve for dealers, manufacturers and customers" 
alike, the rights under which business is made profitable. 
The diversion of metal from private needs to the greater 
needs of American security will not continue indefinitely 


... but the inconvenience now will insure to the GF Dealer 


his right to an independent future. 
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OUR SACRIFICE 
OF PRIVATE NEEDS... 


The GF Dealer has created an asset of service well rendered. 
The customers who are benefitting now because the GF 
Dealer foresaw their needs, and planned economical solu- 
tions, will always be customers. Satisfaction of their imme- 
diate needs is temporarily checked by reason of a greater 
need for metal, but their confidence in the efficiency of GF 
Metal Equipment represents a déaler asset worth keeping. 

The General Fireproofing Company is proud of what a 
sound dealer organization has accomplished. Full credit must 
go to the dealers because of the splendid service rendered. 
As iianufacturers, we share the satisfaction and promise that 
the earliest release of metal for dealer distribution will find us 


eager to make adequate deliveries of all GF metal products. 
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@*° THE GENERAL FIREPROOFING COMPANY | 


YOUNGSTOWN @ OHIO 
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SELL THE NEW 


ORRISE 





The Desk Set for Today 


A Sure 
Profit 
Producer 
for 
Alert 
Stationers 


MORRISETS have swept the country like wildfire wherever 
they have been shown. ‘“‘A land office business” is the way 
one salesman described his results. Sales to dealers and 


dealer sales to users have run into large figures. 


For Advertising and Good Will there is nothing more 
acceptable and now is the time to get that business. The 
new MORRISET comes in 10 standard colors with at- 


tractive combinations. Price ranges from $2.75 up. 


A WONDERFUL NEW black plastic DOUBLE base 
to retail at $2.50 is now ready. It adds appearance, 
utility and increases the unit sale. 


M O R RI S E | S ernment offices—Federal, State 


houses, banks, 
The covers can be gold stamped. 





are readily salable to ALL gov- 





and Local—to business offices, schools, 
hotels and many others. 


It presents genuine profit making sales opportunities. 


Full particulars upon request. 


BERT M. MORRIS COMPANY 


913 South Olive Street, Los Angeles, Calif. 


Middle Western Representative 
A. G. (Bert) Bassett, Wheaton, Illinois 





Eastern Representative 
Harold 0. Atwood 
280 Broadway, New York City 




















OFFICE APPLIANCES 


and East Pine street, Seattle. . . . Involving a large 
financial outlay a new balcony is being constructed 
at the University Book Store, 4326 University Way, 
Seattle. The job will be completed before the Autumn 
opening of the University of Washington nearby... 
Expanding its activities as representatives of manu- 
facturers, the Sun Office Supply & Stationery Shop, 
110 Third street, Hood River, Ore., will take over 
the lines of the Art Point Studios, an organization 
which specializes in professional stationery and busi- 
ness and social announcements. ... The firm will 
also be the Hood River representative of the Stevens- 
Ness line of legal blanks, wills, contracts, etc. ... In 
order to prepare for the introduction to Seattle of new 
record-keeping systems and business devices an- 
nounced by Remington Rand Inc., T. J. Norton, Rem- 
ington Rand Seattle branch manager, recently went 
to Benton Harbor, Mich., for a four-day conference 
with headquarters executives. ... Calling all customers 
to join in the event, John W. Graham & Company, 
707-11 Sprague avenue, Spokane, recently celebrated 
its fifty-second birthday by offering a number of 
bargains in many of its seventeen departments.—CML 
———_- =o 
HOWLAND SUCCEEDS STRAUB AT REMINGTON 
RAND 

George K. Howland, former factory manager of the 
Remington Rand Inc., Elmira, N. Y., plant, has been 
made assistant vice-president in charge of typewriter 
production to succeed Joseph E. Straub, retired. 

Mr. Howland has served with Remington for twenty- 
one years. Beginning as a tool engineer in the noise- 
less typewriter division at Middletown, Conn., he 
successively held the positions of parts assembly super- 
intendent, superintendent of assembly and general 


| superintendent before becoming factory manager at 
| Elmira. 


| 


| 


M. W. Willix, production engineer, has been pro- 
moted to the post of factory manager vacated by Mr. 
Howland’s advancement; Norwood Trout, assistant su- 
perintendent, has succeeded Mr. Willix; J. B. Buckley, 
general foreman in charge of assembly, has succeeded 
Mr. Trout; and Arnold Faciers, assembly foreman, has 
taken over in place of Mr. Buckley. 

In announcing his own retirement and the promo- 
tion of Mr. Howland to succeed him, Mr. Straub said 
that he would make his new home in West Palm Beach, 
Fla., where he expects to spend most of his time 
fishing, swimming and enjoying the fruits of forty-five 
years of service in the typewriter industry. 

Mr. Straub’s career began in 1896 when he was 
employed in the machine department of the original 
Remington Sholes Typewriter Company at Ilion, N. Y. 
During the years which followed, he served as foreman, 
supervisor, assistant plant superintendent and assist- 
ant superintendent of production in the Remington 
and Monarch typewriter plants at Ilion and the Smith 
Premier plant at Syracuse. 

His record in the latter post won the recognition 
which resulted in his appointment as Syracuse plant 
manager for Remington Rand, a position which he 
held from 1932 to 1937, when he was made assistant 
vice-president in charge of production for the plants 


in Middletown, Ilion and Elmira. 
i eames 


GREAT LAKES TRAVELERS CLUB NOTES 

Officers of Great Lakes Travelers Club have been 
conspicuous by their absence during recent weeks. 
On several occasions the president and the vice- 
presidents have been out of town on Fridays, leaving 
the secretary, the treasurer, or even a former officer 
to preside. Tom Gillice of Rockwell-Barnes, secretary, 
took charge of the September 5 meeting. Ray Eichen- 
laub, treasurer, the only officer present on the twelfth, 
called upon Charlie Mueller of Joseph Dixon Crucible 
Company, last year’s president, to preside. But while 
the officers have been playing hooky, on account of 
greener grass in other pastures, the attendance has 
been excellent. It is expected that the meeting on 
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ffi Wood Card Files are made 


im one and two drawer styles for 


the filing of standard sizes of index 
eards. Regular and special 


finishes to mateh any equipment 
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Is Your Stock Ample to 
take care of your custo- 
mers’ year end transfer 


requirements 
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THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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From /& you can procure 
five lines of fibre board 
transfers—one of which sure- 


ly meet your customers 
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LETTER SIZE 
ECONOMY STORAGE CASE 
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When you sell your customers 


Yj Fibre Board Card Trays 
and Transfers you are selling 
equipment thit is substantially 
made and will give long satis- 


factory service 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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OCTOBER, 1941 


October 3, the last prior to the NSA convention, will | 


be one of ‘the largest of the year. ...A. G. Markelz, 
proprietor of the Book Shop, Joliet, Ill., and governor 
of the sixth district NSA, attended the September 12 
meeting and promised to be present at all up to the 
convention. Tony is chairman of the publicity com- 
mittee and was geared up for active promotional 


effort. . . . The Great Lakes Travelers believe in | 


Christmas. In fact a Christmas committee was ap- 
pointed at the last meeting in August. The chairman 
is Hy Linden of Ace Fastener Corporation. Other 
members are Harry Balch of Quality Park Envelope 
Company; Bill Lipner, Koh-I-Noor Pencil Company, 
and Bill Dalton. It was thought advisable to start so 
early in order to select a suitable place before it might 


be allotted to some other group... . August 29, regular | 


business meeting date, was the birthday of two well- 


known members—Hy Linden and Tom Gillice. Tom | 


celebrated by being out of town. Hy not only attended 
the luncheon but invited everyone present to partake 
of refreshments after the meeting. 
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SERPICO ADDS L. C. SMITH TYPEWRITERS AND 


VICTOR ADDING MACHINES TO STOCK 
Joseph R. Serpico, since 1936 owner of an office supply 


store at 107 Monmouth street, Red Bank, N. J., last | 


month added considerable activity to his organization 
when he took over the local agency for L. C. Smith and 
Corona typewriters and Victor adding machines. 

At the same time it was announced that the com- 
pany, formerly known as the Superior Typewriter Serv- 
ice, has changed its designation to Serpico’s Office 
Equipment. 


Behind the history of Mr. Serpico is a story of a | 


little immigrant boy who came across the seas to Amer- 
ica in 1913; a boy of very poor parents but endowed 
with the spirit to make the most of his opportunities 
in the new land of his choosing. The family settled in 
Chicago, where the youngster entered the Goodrich 
school. A few years later the Serpicos moved East and 
the boy—now in his sixteenth year—got a job with the 
American Writing Machine Company in Newark, N. J. 

There followed many years of hard work, study and 
skimping to save a modest sum of money until, in 1930, 
when jobs were scarce and growing scarcer, Mr. Serpico 
opened his own business by buying out two small type- 
writer concerns located in Matawan and Belmar, N. J. 
Six years later he opened his own store in Red Bank. 

Today Mr. Serpico maintains a staff of employees 
and is operating a business which grows bigger and 
more influential each year. Indicative of the extent to 
which the energetic young businessman goes after or- 
ders is a recent installation which he made at Fort 
Monmouth replacement center and which consisted of 
101 typewriters. 

ae eae 


FIVE-IN-ONE SALES PLAN 


Specially grouped for a spectacular “ensemble” sell- 
ing event were five principal price appliance items, or 
rather four, revolving around a typewriter as around 
a core in a recent merchandising event of the station- 
ery section of the Meier & Frank Company, Portland, 
Ore. 

Most people, it has been determined by modern mer- 
chandisers, respond to combination offers at special 
prices—mass bargains as it were—and astute sta- 
tioners take cognizance of this fact in mass movement 
of appliance articles, as was the case with the “encore” 
merchandising event of Meier & Frank which dupli- 
cated a previous success with the five numbers men- 
tioned. 

There was a natural groupment noted in the par- 
ticular articles for besides (1) the portable typewriter 
and major item, there were (2) the luggage-type car- 
rying case; (3) a streamlined desk lamp; (4) metal 
typing table of the “right height” and (5) a portable 
and folding metal typing chair, all save the type- 
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Here’s the line that’s 
proving itself to be the 
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No. 161-M Oak 
Desk—60”" x 32” 
x 30%". This low- 
priced series in- 
cludes 4 flat top 
desks, 5 tables, 3 
typewriter desks. 








THROUGHOUT the nation, American in- 
dustry is expanding its facilities for “all 
out” defense production. 

To meet the heavy load of additional 
desk-work made necessary by the defense 
program, companies everywhere are en- 
larging their offices and their office 
forces. 

With these defense industries, Im- 
perial’s famous No. 100-M Series has 
proved itself an outstanding favorite. This 
serviceable, substantial series is as sound- 
ly constructed as the finest office furni- 
ture—for reliable service on the toughest 
jobs. It offers maximum value—at mini- 
mum cost. 


Write today for details of “the first 
line of defense.” Find out how Imperial 
can help you get a bigger share of de- 
fense expenditures. 
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NI 


to 





JASPER SEATING COMPANY 


tops the trade for value 










YOU CAN SELL 
More 


of these genuinely 
comfortable, modern, 
attractive designs at 
our low list. 


DU PONT 
CAVALON 


- the finest simulated 
leather obtainable covers 
the upholstery of these 
chairs. It is washable, 
waterproof and 
resistant to age- 
ing, flex, crack- 
ing, abrasion, 
peeling and fad- 
ing. 
CAVALON is 
available in red, 
maroon, light 
and medium 
blue, tan, brown, 
green and black. 
All exposed 
wood is genuine 
Northern Birch, 
thoroughly sea- 
soned and care- 
fully selected. 





STENOGRAPHERS 
POSTURE No. 44LR 
















Order two or 
three of these 
numbers for your 


display. 





No. 875 
EXECUTIVE 


See the complete line 
shown in our catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 








i H. Farber, 529 S. Wabash A ne EBster 
wa N 


arb ve. Pho w 3217, Chicago 
Office Furniture Warehouse, 573 Broad w York 











OFFICE APPLIANCES 


writer, useful for many diversified household purposes 
as well. 

The group of appliances was complete in every par- 
ticular—the nucleus of an office at home—a well-fur- 
nished bureau away from business, for home executive, 
home manager or housewife, as well as for the busy 
businessman who needs a “spare” in the way of a 
complete little office in a corner of his den. 

Moreover, despite the special price at which the 
combination was offered, there were credit terms of 
the easiest nature embodied, such as “a dollar down 
and a dime a day,” credit attractive to any customer. 
The combination was formed, primarily on a “related 
item” basis, being office appliances that naturally go 
together, or really represent a well-integrated unit. 
Certainly, after all, no one can use a typewriter by 
itself, without desk, chair, table, or proper light, so 
these articles are really essential, and may be sold 
in a great many cases as accessories with or “after 
the fact” of a typewriter sale. 

Too, ensemble units like those of the Portland com- 
pany, make excellent suggestions in timely sales pro- 
motion as gifts for junior, dad or mom or any other 
member of the family on various occasions, if they are 
not purchased for one’s own needs.—CML 
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ROYAL TYPEWRITERS IN CHINESE LISTENING 
POST 
In an air raid listening post just outside Chung- 
king, there are three men and a Royal typewriter. It 
is here that warnings of enemy bombers traveling 





ROYAL TYPEWRITER DOES PART IN CHINESE WAR.—This 
picture shows the Royal machine in actual use in the Chinese 
listening post from which warnings of bombing raids are sent 

out to military units and civilians throughout China. 
(Photo courtesy of Life magazine.) 


across Eastern China and the China sea are sent out 
to army and civilians alike. 

The typewriter is as necessary a part of their equip- 
ment as the radio and wall chart. The message must 
be typed speedily and legibly. Time and accuracy 
count. 

Chinese characters on the Royal are not new. Be- 
cause of Royal’s farsightedness in this matter, the 
rapidity, clearness and accuracy of the typewritten 
warnings are largely responsible for China’s endurance 
and existence. 

This Life photo was taken by Carl Mydans. 


ee 
LARGE SCALE ARMY BUYING AT SEATTLE 
With army outlays to reach $75,000,000 a year in 


Seattle, stationery houses, office supply and equip- 
ment and allied organizations, are looking forward to 
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TEXCEL TALKING 


will be your best 
Christmas salesmen 


TREES 


Texcel Talking Trees wait on customers all by 
themselves. They save the time of your other 
salesmen. They keep customers interestedly 
shopping inside your store. a 











* * * Giftape display and dispenser, all in one, Full page color ads in the American Weekly—in 











these Texcel Talking Trees tell their own colorful Life Magazine—the New York Daily News—plus a 
selling story. Put them in your windows, and watch half page in This Week—plus 1000 line ads in color 
them pull extra customers into your store. Put in other important markets—make certain that 
them on your counters—and watch them pour ex- people in every city and town will see full-color 
tra dollars into your till. reproductions of all Texcel Giftapes. 

CAT. | ar yeas LIST | 

No. | COUNTER DISPLAYS SIZE | Rolls Per | Displays | pice} LIBERAL DISCOUNTS 

Display | per Cart. | 
516 | Giftape—Christmas Asst. | 5/16 in. x 15 ft. % | 12 «| 3.60 Write for Details 
500 | Giftape—Christmas Asst. Yp in. x 10 ft. % 12 3.60 











INDUSTRIAL TAPE CORPORATION : New Brunswick, N. J. 

















INDEX STRIP TABBING 


8-V Flame Pruf Colored Plastic in 8 colors and 
V-8 “One Shot” Package with 8 colors of inserts. 


PLASTIC VizTab FOLDERS 
“The Tab that Cannot Hide” 


CELULOID 


Transparent Envelopes and Cardholders. 


REDROPE Expanding Wallets 


and File Pockets - 1514-C, 1033-C, etc. 


STEELTAB Blackite GUIDES 


The Guide of Tomorrow - Indestructible 


STREAMLINE File FOLDERS 


Manila and Kraft - for all systems. 


CELLOTAB Loose-leaf Indexes 
A-Z and printed-to-order. 


STRAIGHT-LINE Filing System 
The Quickest-Finding Filing System. 
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Get our Catalog and Samplekit. 


rf MANUFACTURING CO. 


1945 E. Kirby Ave., Detroit, Mich. 
Leaders in Filing and Indexing Equipment for 16 years. 
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government business in the near future as the Army 
prepares to make Seattle a vast quartermaster depot 
for supplies in this defense spot of the nation. 

That army expenditures will total the hight figure 
mentioned annually was pointed out recently by Lieut.- 
Col. Charles O. Thrasher, commanding the depot at 
Seattle, who told the industrial committee of the Se- 
attle Chamber of Commerce, that such purchasing of 
supplies could be looked for with completion of the 
current expansion program for the U. S. quartermaster 
headquarters in this region. 

From a vast storehouse in Seattle, equipped with rail 
and water facilities, the whole Pacific Northwest area 
as well as Alaska and those new defense sites, army 
and air bases, could be served with supplies by the 
quartermasters. Supplies for all the troops in this vast 
region would be distributed from the vast Seattle store- 
house of the Army. 

Towards this end and as part of the large scale ex- 
pansion plan, the Ford Motor Company assembly plant 
in Seattle was bought by the government, purchased 
with part of the $7,750,000 appropriations made by the 
house appropriations committee recently for enlarge- 
ment of the Seattle quartermaster depot. Two separate 
appropriations were approved—one for five million dol- 
lars for the storage depot development, and the other 
for two and three quarter million dollars for further 
enlargement of the setup at the Pacific Steamship 
terminals on the waterfront. 

As to expansion of the personnel of the quarter- 
master corps, Col. Thrasher stated that there were 
350 employees in Seattle at present in addition to 250 
men on the ships which carry supplies to the new 
Alaskan bases, while 400 men will be aded to the pay- 
roll when the Army begins operating the old Ford 
assembly plant. 

He has been endeavoring to make Seattle business 
men acquainted with the 36,000 different items bought 
for the Army, striving for an active quartermaster 
association to carry forward such education and co- 
operation.—_CML 
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NEW ENGLAND TRAVELERS NOTES 


The committee in charge has announced that the new 
roster is nearing completion and will go to press in a 
short time. George Slater has been in charge of the job 
and has done a fine piece of work. .. . The Boston Sta- 
tioners Association has recently adopted a change in 
by-laws whereby junior memberships to the organiza- 
tion will be available at one dollar a year. These are for 
individuals employed as salesmen or clerks in retail 
commercial stationery stores. ... Gus Burke, who for 
many years was with the A. L. Cole Company, Lawrence, 
Mass., is now associated with Donald F. McQuesten, 15 
Union street, Lawrence. ... After the usual Summer 
lapse, the weekly lunches of the club were resumed 
on September 8. Location is the same, the Town room 
of the Old Arch inn. ... The Boston Stationers Associa- 
tion has swelled its membership roster with five new 
names. They are Frank X. McQuillen, John R. Hosking, 
John J. Mortimer, James P. Inman and Howard M. 
Palmer. ... Returning from a vacation in Maine, Mel 
Wheeler, former president of the club, has moved his 
residence to Norwood... . Wallace Taylor is another 
movee, having changed his residence to 175 Greendale 
avenue, Needham. ... Last July Edgar Berry celebrated 
forty-two years in the stationery field. He can well re- 
member the modest beginning in Lewiston, Me., when 
he called on customers in surrounding towns by horse 
and wagon. Mr. Berry is a past president of the Whole- 
sale Stationers Association and a past regional gov- 
ernor of the National Stationers Association. ... Harry 
Smith, well-known stationer of Chelsea, has recently 
moved his business to a new location at 337 Broadway, 
a fine corner store with three large display windows. 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official organ of the New 
England Travelers Club. 





U N | Q U E This amazing Full Automatic Monroe takes a special place among 


calculators because it brings you the benefit of these important advantages: half the size of 
the average calculator: half the weight; precision-built; sturdy, quiet. vibrationless; fast and 
adaptable to any work ... AND fully automatic in multiplication and division, with direct 
results in addition and subtraction. Can be operated manually when necessary. This 
outstanding adding-caleculator is one of a wide range of Monroe machines that are meeting 


the figure needs of Defense. For a trial (without obligation). on your own work, telephone 


the nearest Monroe branch or write to Monroe Calculating Machine Co., Inc., Orange, N. J. 


MONROE 





MACHINES FOR CALCULATING, ADDING, 
BOOKKEEPING, CHECK WRITING 





Monroe Full Automatic, Adding-Calculator, Model LA-6 
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industrial development 


civlk 
oul 
blace in the commercial sta- 
tionery field. We 
share these things with you at 
thus 


want to 


convention time, and 
extend our heartiest welcome 
to the 


annual event 


industry s_ greatest 


OTTO GEUTHER, 


Marshall-Jackson Company 





. Convention 





MR. GEUTHER MR. CONLON 


GAIN Chicago has the good fortune 

to be host to a National Stationers’ 
Association convention. Again manufac- 
turers and dealers in the industry in Chicago 
are happy to welcome the members and 
their guests. May this thirty-sixth annual 
conclave be memorable for satisfactions to 
all participants. 

Although thirty-seven years have slipped 
by since N. S. A. was formed in Chicago, 
where headquarters were located for twenty- 
four years, a special sentiment for the 
organization still exists there. It has become 
something of a local trade tradition. And 
so, manufacturers and dealers in the field 
in Chicago and vicinity are always glad to 
have the N. S. A. convention on its “old 


home grounds.” 


Convention benefits—the enjoyable con- 








Section 


the 


tionery manufacturers of Chi 


for commercial sta 
cago, | am charged with the 
happy responsibility of ex- 
tending a cordial welcome 
to the Thirty-Sixth Annual 
Vational Stationers Associa- 
tion Convention 

Under the impress of con 
this 


year s assembly takes on a 


temporary conditions, 
degree of significance and 
importance even greater than 
ka h 


con 


on previous occasions 
the 

tributes to the 
discovery of tech- 


item on program 

ultimate ob- 
jective 
niques of operation that will 


be effective in todays eco- 


nomic structure Sharing 
ideas is stimulating and 
profitable. Opportunities for 


such exchanges will abound 
the 
vention proper are Chicago s 
many places of culture, edu- 


Supplementing con 


cation and entertainment 
To be of personal service 
to you while are in 


Chicago will be considered 


you 


a genuine privilege 


J. E. CONLON, 


Rockwell-Barnes Company 
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and a Welcome to Chicago 


For the office machine 
manufacturers of Chicago, it 
is my pleasure to voice a 
message of welcome to you 
as representative dealers in 
office equipment and 
mercial stationery 
here assembled for the annual 
V. S8. A. convention 
\ppropriately, this 
conclave is held frequently in 
Chicago, the central 
market place of our nation 
Matching industry in gen- 
eral, the stationery and office 
equipment field has accorded 
Chicago a place as a great 
center of activity, both in 
production and distribution 
Vany 


j 
ana 


com- 


industry 


vearly 


great 


machines, systems 
utilities for the office 
were originated in Chicago 
The city is steeped in the 
traditions of the industry 
That your stay here may 
be rich with experiences that 
will persist in the form of 
pleasant memories, is our 
sincere wish. To achieve 
that 
ices, individually 
lectively. We 


command 


goal we offer our Ser 


and col 


are yours to 


W. E. WEBER, 


Ace Fastener Corporation 


MR. NIEMANN 





MR. WEBER 


tacts (some never made elsewhere) with 
men engaged in the same business, the ex- 
change of ideas for business promotion, the 
value of the business sessions programs, the 
product exhibits, and the pleasure of the 
recreational activities are impressive reasons 
for attendance: To them must be added the 
city’s wide range of attractions: And Chi- 
cago manufacturers in the industry are justi- 
fied in adding another reason—the exten- 
sive variety of office utilities produced in 
Chicago and vicinity, which make Chicago 
a great market place of the industry. On 
the next two pages are given the telephone 
numbers and street addresses of Chicago 
manufacturers. A cordial reception awaits 
all callers. Manufacturers in the vicinity of 
Chicago also extend a hearty invitation to 


visit their factories and view their lines. 


the office furniture 
manufacturers of Chicago, I 
extend the right hand of 


| or 


fellowship and welcome you 


heartily to our city. 
Many of you have visited 


Chicago before and have 
learned something of _ its 
charms. Whether first time 
or many time sojourners, 


you will find friendly people 
imbued with a desire to 
make your stay memorably 
happy. We hope you will 
avail yourselves of the rich 
opportunities to become ac- 
quainted with the city. 
From the convention pro- 
gram, replete with subjects 
of current importance, will 
come ideas and suggestions 
readily adaptable to local 
situations. Lobby talks, those 
invaluable, informal conver- 
sations with manufacturers 
and fellow dealers from other 
business communities, will 
yield a full harvest of ideas. 
he facilities of office fur- 
niture manufacturers with 
headquarters or branches here 
are yours. We are always 


on call.” 


FRED W. NIEMANN, 


Niemann, Inc. 











Ace Fastener Corporation Chicago Manufactures 


Acme Visikle Records, Ine. 





Areas Clg 
Aut Ex ic File&Index Co. 


Automatic Pencil 


Sharpener Co. 





RO 


52 @ Company 


Bankers & Merchants 


Stamp Works 


C. L. Barkley & Company 





A. B. Dick Company 
‘ 


T° WELCOME you again to a National Stationers 


Association convention in Chicago is a prized privilege. 


Our pleasure in helping play the role of host to stationers 


from outside our city is augmented by assurance that your 


participation in the events of the convention will redound 


to your pleasure and profit. On the program are a number 


of informed, capable speakers. There will also be numerous 


opportunities for helpful discussions on pressing, current 


problems. 


Because it is probable that many of you have planned 


Ace Fastener Corporation 
Acme Visible Records, Inc 
Adams, Henry T., Manufacturing Co 
Aigner, G. J., Company 
American Photo Laboratories, Inc 
Ames Supply Company 
Automatic File & Index Co., The 
Automatic Pencil Sharpener 

Div., Spengler Loomis Mfg. Co 
Autopoint Company 
Bankers Box Company, In« 
Bankers & Merchants Stamp Works 
Barkley, C. I & Company 
Clemco Desk Manufacturing Co 
Codo Mfg. Corp 
Continental Ink Co 
Cotterman, I. D 
Dick, A. B., Company 
Doppelt, Charles, & Company 
Gits Molding Corp 
Hanson Scale Company 
Heyer Corporation, The 
Hileo Mfg. Co 
Imperial Methods Company 
Ink Specialties Company, In«x 
Johnson Chair Company 
Keen Mfg. Co 
Markilo Company 


Meilicke Systems, Inc 


Gits Molding Corporation 
MV. P. 


Hanson Scale Company 


Oe 


oration 


The Heyer Co 


Hilco Corporation 


[oa Mh borer. 0b. 


CORT 


Ink Specialties Company 


3415 North Ashland Ave 
122 South Michigan Ave 
8561 South Chicago Ave. 
503 South Jefferson St 

28 N. Loomis St 

564 West Randolph St. 

629 West Washington Blvd 


58 E. Washington St 
1801 West Foster Ave 
536 South Clark St 
3215 N. Sheffield Ave 
517 South Jefferson St 
4401 West North Avenue 
509 S. Franklin St 

544 W. Lake St 

155 N. Union St 

720 West Jackson Blvd 
412 N. Orleans St 

4600 W. Huron St 

525 North Ada St 

911 West Jackson Blvd 
429 W. Superior St 

750 Circle Ave., Forest Park 
519 Laflin Street 

4401 West North Ave 
800 N. Clark St 

$633 South Racine Ave 
3466 N. Clark St 


* 


Johnson Chair 


Lakeview 2400 
Harrison 5133 
Saginaw 2978 
Wabash 3881 
Monroe 7711 
Franklin 1946 
Monroe 5135 


Randolph 4612 
Longbeach 3200 
Harrison 3577 
Bittersweet 6234 
Wabash 7840 
Spaulding 7400 
Harrison 3250 


Haymarket 3532 
Monroe 7460 
Superior 3251 
Mansfield 4146 
Monroe 6585 
Haymarket 7521 
Superior 3937 
Austin 2152 
Monroe 6188 
Spaulding 7400 
Delaware 1255 
Yards 1140 
Bittersweet 3730 


Co 






Keen Mfg. Co., Inc. 


Loui 


WO. Kavhis 


COe 


Meilicke Systems, Inc. 


Melinéd Company 





Say—'Welcome,N.S.A.!" 


for time to include business in your Chicago visit, we especial- 
ly invite you to call upon us at our display rooms and fac- 
tories. We shall be happy to receive you, arrange for factory 
inspection trips, and give you opportunities to become ac- 
quainted with our lines and the processes by which they 


are brought into being. 


Any time you may have at your disposal during your 
stay in Chicago will be a convenient time for us to receive 
you. Our addresses and telephone numbers are listed on this 


and the opposite pages. 
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Sanford Manufacturing Co 


7 Ce thtece&r. 


Service Industries, Inc. 





Melind, Louis, Co 

Metal Specialties Mfg. Co 
Meyer & Wenthe, Inc 
Midwest Naturlite Co 
Nagel-Chase Mfg. Co 
National Brief Case Mfg. Co 
Niemann, Inc. 


362 W 
3200 W 
30 S. Jefferson St. 
440 N. Wells Street 
2813 Ashland Ave 

512 South Peoria St. 
339 E. Ohio St 

1752 E. 75th St. 

232 East Ohio St 
Photo Materials Co , 1323 S. Michigan Ave 
440 S. Dearborn St 
222 West North Bank 
538 S. Clark St. 


Chicago Ave 


Carroll Ave. 


Paper Container Mfg. Co 
Pelouze Manufacturing Co 


Preyue-Radsell Co 
Quality Park Envelope Co 
Rand McNally & Co 


Ross Laboratories 4021 N. Hermitage Ave 
Rite-Rite Mfg. Corp 1501 W. Polk St 
Rockwell-Barnes Company 1511 West 38th St 
Sanford Ink Company 846 W. Congress St 


Service Industries, Inc 2019 S. Calumet Ave 
621 S. Kolmar Ave 
325 N. Wells St 

N. Michigan Ave 


525 S. Dearborn St 


Sherman-Manson Mfg. Co 
Shipman-Ward Manufacturing Co 
Speed-O-Print Corporation 153 
Stark Calendars, In« 
*Stewart-Luhn Co 

Iriner Scale & Mfg. Co 

Vail Manufacturing Company 
Van Dyke Industries 


Visible Records Equipment Co 


903 Merchandise Mart 
2716 West 21st St 

900 East 95th St 

2559 W. 2Ist St 

189 W. Madison St 


Walz Mfg. Co 531 N. Elmwood Ave 
F Wilson-Jones Company 3300 W. Franklin Blvd 
ee 


Chicago manufac 


in this issue of the 


outside 


Metal Specialties Mfg.Co. 


$F. 


Midwest Naturlite Company 


Bog ao 


Meyer 4 Wenthe, Inc. 
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The Nagel-Chase Mfg. Co. 
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Nat Brief Case Mfg. Co. 


(Ggeim 


Niemann, Inc. 


turers whose advertisements appear 


special Chicago section 
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Quality Park Envelope Co 


Superior 1811 
Nevada 0440 
Monroe 1363 


She - Mfg. Co. 


Superior 0083 
Lake View 7825 
Haymarket 2526 
Delaware 4030 
Dorchester 2162 
Superior 6280 
Victory 6521 


Harrison 1453 
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Speed-O0-Print Corporation 
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Superior 7984 
Wabash 0363 
Buckingham 9068 
4274 
Virginia 0310 
Monroe 2088 
Victory 6040 
Nevada 0406 
Delaware 1090 
Dearborn 1686 
Webster 3402 


Delaware 6579 


Haymarket 


Lawndale 2622 
Regent 1810 

Rockwell 3142 
Franklin 3727 
Oak Park, Ill 


Van Buren 7400 
a ' 


Triner Scale & Mfg. Co. 
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LTHOUGH the official opening of the thirty-sixth 

annual convention of the National Stationers 
Association is set for the afternoon of Monday, October 
6 at the Palmer House, Chicago, there are a number 
of pre-conclave activities scheduled, according to a 
special release issued by General Manager Charles P. 
Garvin. 

Registration of delegates and their ladies will begin 
on Sunday, from 2 to 5 o’clock in the afternoon. But 
prior to that there will be a meeting of the executive 
committee which will open at 10:30 a.m., with Presi- 
dent Owen G. Bayless presiding. Insofar as the dele- 
gate is concerned the registration hours for Sunday 
have been arranged to give the visitors practically 
all day in which to get settled in their rooms, and 
utilize the balance of the time as they See fit. 

At 8 o’clock Monday morning the president’s break- 
fast for the executive committee will be held at 8 
o’clock and immediately thereafter the Board of 
Control will meet in executive session. 

At 9 o’clock will be held the official opening of the 
exposition, business show and merchandise fair in the 
Exposition hall of the Palmer House. The entire morn- 
ing will be given over to an inspection of the show. 
From noon it will be closed to reopen again at the end 
of the afternoon business session and remain open 
until 10:30 p.m. 

Convention Opens 

Promptly at 1:30 Monday afternoon President Bay- 
less will open the first business meeting in the 
grand ballroom and, following the appointment of 
budget, credentials, necrology, nominating, declara- 
tions and special committees, will read the president’s 
report. 

For that session there are four speakers listed. 
Tony Wons, famous radio star and philosopher, will 
appear as guest speaker through the courtesy of Hall 
Brothers, Inc. Then H. E. Christiansen, Henri Hurst 
& McDonald, will speak on “Greeting Card Advertis- 
ing,” E. B. Wilcox, Edward Gore & Company, Chicago, 
will deliver an address on “Accounting for the Small 
Businessman,” and Mr. Garvin will speak on “The 
Job of the Business Life Guard.” 

Before the meeting comes to an end the reports of 
the auditor and treasurer will be read by Woodson P. 
.Waddy, Everett Waddey Company, Richmond, Va., 
and William E. Stockett, Jr., Stockett-Fiske Company, 
Inc., Washington, D.C., respectively 


Tuesday Morning 
This session will be more or less divided into a 
number of conferences, but prior to the opening hour 














HAROLD P. HAMPTON ARTHUR J. WALKER 
Indianapolis Office Supply Farnham School & Office 
Co., Supply Co., 


Indianapolis, Ind. Minneapolis, Minn. 








N.S. A. Convention >, 


Thirty-sixth Annual Conclave of the Na- 

tional Stationers Association Offers A 

Finely-Balanced Program For the Dele- 
gates and Ladies. 












CHARLES P. GARVIN OWEN G. BAYLESS 


General Manager, Lowman & Hanford Co., 
Washington, D. C. Seattle, Wash. 












EE PRC 
E. B. WILCOX H. E. CHRISTIANSEN 
Edward Gore & Co., Henri Hurst & McDonald 
Chicago Chicago 





W. C. CLEGG MORRIS HANSELL 
The Clegg Co., F. F. Hansell & Bro., Ltd., 
San Antonio, Tex. New Orleans, La. 








OCTOBER d4 


Program and Speakers 


Banquet and Annual Golf Tournament to 
Bring End to Three Days of Instructive Busi- 


ness Sessions— Sixty Five Centuries of 


Progress Exposition Will Be Big Show 










T. J. McCORMICK 
U. S. Dept. of Labor, 
Washington, D. C. 





: HORACE VAN DORN 
Joseph Dixon Crucible Co., 
Jersey City, N. J. 





FRANK J. LINK 
Art Metal Construction Co., 
Memphis, Tenn. 





TONY WONS 
Prominent Radio Artist, 
NBC, Chicago 


FRED P. SEYMOUR 
Horder’s, Inc., 
Chicago 


J. KENFIELD MORLEY 


Office Equipment Co., 
Louisville, Ky. 
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of 9:30 there are to be held two special breakfasts 
for Ohio and Indiana stationers. And then at 9:30 
Mr. Bayless will open a dealers’ conference at which 
Thomas J. McCormick, Wage and Hour division, U. S. 
Department of Labor, will be the guest speaker. A 
field members’ conference will be held with Harry 
Balch, Quality Park Envelope Company, presiding. 
The speakers for this meeting are Fred Seymour, Hor- 
der’s, Inc., and Horace Van Dorn, Joseph Dixon Cru- 
cible Company. J. S. Sprott, The Globe-Wernicke Co., 
will preside at a manufacturers’ conference to be held 
simultaneously with the others. 


Tuesday Afternoon 


Tuesday afternoon will witness an association meet- 
ing for all divisions for which an excellent program 
has been arranged. There will be a showing of a 
motion picture recently produced by the American 
Walnut Manufacturers Association and there will be 
an interesting event dubbed the “Stationers Super- 
Quiz” in which a number of men prominent in the 
industry will participate. 

The speakers and their subjects will be: 

“What’s in a Filing Case Besides Files,” by Frank 
J. Link, district manager, Art Metal Construction 
Company; “Advertising and Selling in the Emergency,” 
by J. Kenfield Morley, Office Equipment Company, 
Louisville, Ky., and “Scrap Iron Salesmen,” by Willis 
Lowe, The White Company, Fort Worth, Tex., governor 
of the ninth district 

The men so far slated to take part in the “Super- 
Quiz” are J. W. Tamany, Boorum & Pease Company; 
G. C. Holt, W. A. Sheaffer Pen Company; Henry E. 
Fellowes, the Bankers Box Company; J. C. Musser, 
Eberhard Faber Pencil Company; F. R. Nichols, Colum- 
bia Ribbon & Carbon Manufacturing Company; Arthur 
J. Walker, Farnham Stationery & School Supply Com- 
pany, and Harold J. Hampton, Indianapolis Office 
Supply Company 


Wednesday Morning 


On Wednesday morning there will be held simul- 
taneously a dealers’ and a manufacturers’ conference, 
at which President Bayless and Mr. Sprott will pre- 
side respectively. These meetings will be followed by 
luncheon in the Red Lacquer room for all registered 
delegates. 

Another general meeting will take place Wednesday 
afternoon with the following events scheduled: 

“The Stationer—He Also Serves,” a presentation by 
Eberhard Faber, Eberhard Faber Pencil Company. 


(Turn to page 110, please) 




















J. W. TAMANY WILLIS LOWE 
Boorum & Pease Co., The White Co., 
Brooklyn, N. Y. Fort Worth, Tex. 











QUALITY PARK 


WELCOMES YOu TO CHICAGO! 
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VERTICAL FILE POCKETS 
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THE LEATHEROID SLIDE FASTENER 
WALLETS 


QUALITY PARK 


General Office & Factory 
Quality Park 
St. Paul, Minnesota 





We have our heritage in dependable 
merchandise, service, prompt delivery 
and strict dealer cooperation policy. 


These we will maintain at all costs. 


Our warehouse, located in Chicago, 
offers you the most prompt delivery 
and service possible. 


Rely on Quality Park to come thru! 


Specify 


A for Dependability! 


* 





* 


See this outstanding 
Dealers Line on Display 


at N. S. A. Convention. 











* 


ENVELOPE CO. 


Chicago Office and 
Warehouse 


11-116 Merchandise Mart 


TH 


122 SOUTH MICHIGAN AVENUE ° CHICAGO, ILLINOIS 
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DILL IS ILE ALES L 





A FAMOUS SKY-LINE WELCOMES 
THE Pel. Ss. AA.CONVENTION 


CHICAGO — PALMER HOUSE — OCTOBER 6-9 





To the Commercial Stationers and Office Outfitters who attend the 
National Stationers Association Convention in Chicago, October 
6-9, Speed-O-Print Corporation extends a cordial welcome. 


It will be a pleasure to greet our many friends again and as the 
years pass, we come to count more and more on these occasions 
that bring us together. The bond between us has grown ever 
stronger and we look to this opportunity to personally express our 
thanks for your loyalty and patronage. 


With justifiable pride, we point to our mutual successes of the past 
and pledge to you as our dealers, their faithful continuance in the 


future. 


SPEED-O-PRINT CORPORATION, 153 N. MICHIGAN AVE., CHICAGO 
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WELCOME, STATIONERS 








in the Stationery Field has always stood for VAIL— 
but today it possesses added significance as the 
symbol of VICTORY! 


We welcome the new participation in its use as a 
slogan, and pledge our unceasing efforts to realiza- 
tion of its aim! 

















During this period of exceptional stress, the concentrated 
attention of our entire organization is directed to the problem 
of how best to serve our trade. 


No effort will be spared to the end that we might evidence, 
in concrete fashion, thru these hectic days, our keen apprecia- 
tion of the loyal support we have always received from our 
dealers thruout the country. 


<UEIEEH " RD : R oor a 
“Malt te Vad 


Paper Clips, Pins, Brass Fasteners, Staples, Thumb 
Tacks and other metal paper fastening devices perfect- 
ly made, packaged for quick sales and priced right. 


VAIL MANUFACTURING COMPANY 


900 East 95th Street © Chicago Ilinois 











A Section Of The JOHNSON-CLEMCO Showrooms 


WHILE YOU ARE AT THE N. S. A. CONVENTION 


MEET US AT OUR BIG DISPLAY 
BOOTHS W10-11-12 


PALMER HOUSE 
CHICAGO — THE SHIPPING HUB OF THE U.S. A. 


COME TO OUR FACTORY "OPEN HOUSE” 
LET US GET BETTER ACQUAINTED 
SEE OUR ENTIRE LINES 


Our Representative Will Gladly Arrange Convenient Transporta- 





tion Between The Palmer House and Our Factory 


JOHNSON CHAIR CO.  CLEMCO DESK MFG. CO. 


4401 WEST NORTH AVENUE 
KOSTNER, GRAND, AND NORTH AVENUES PHONE: SPAULDING 7400 
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“Yhis atone ts woh the shuggle™ 





“To have striven, to have made an effort, to have been true to certain ideals 
—this alone is worth the struggle’’—Sir William Osler 


HERE’S drama in these’ unsung 

heroes to whom Sir William Osler 
refers —the men and women who never 
gain public recognition yet work earnestly 
and steadfastly in their daily tasks. 


Theirs is the thrill of a job well done, 
the satisfaction derived from successful 
accomplishment. Tho fame and fortune 
may never reward their efforts, — tho his- 
tory may never record their deeds, these 
workers secure infinite pleasure from the 
attainment of certain ideals. 


We at IMPERIAL METHODS 
always been cognizant of the necessity for 
doing our job well. Our institution is a 
composite of many individuals — factory 
workers, clerical staff and management — 
all united under one banner toward the end 
of rendering meritorious service. 


have 


This spirit of service has constantly been 
our guide and in the achievement of this 
goal, we have ever been eager to keep faith 
with our dealers. We do not take our re- 
sponsibility lightly —the quality of our 
products bears testimony to this fact. 

The manufacture of “plus-value” filing 
supplies will continue to be our major in- 
terest. However, as the course of national 
affairs affects industry, our sense of obliga- 
tion grows in Distribution 
problems are increasing in intensity, but we 
shall strive to continue supplying our cus- 


proportion. 


tomers’ requirements. 
To keep faith with our many loyal cus- 
tomers and friends—“this alone is worth 


the struggle.” 
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OFFICE APPLIANCES 


QUALITY LEATHER UPHOLSTERED FURNITURE 


FOR 


Eien five ice - ef! - clounge! 


Here is a centrally located manufacturer primed to serve your business clientele in fine 
leather chairs and davenports. 

Wherever the beauty and durability of fine leather pieces are desired—executive office, 
club or lounge, Niemann quality* furniture will earn favorable consideration and increased 
sales volume for YOU. 


Niemann Quality Unsurpassed — Here’s Why 


@ Frames Specially designed and constructed @ Workmanship by men highly skilled in upholster 
ing leather furniture 

@ Service Speedy. Geared to fill dealer orders 

@ Leathers from recognized best sources promptly 


@ Interiors the ultimate in material and construction 


Complete information and sales brochure will be mailed on request. 





Make your N.S.A. CONVENTION trip pay dividends. 
VISIT the NIEMANN SALESROOM while in Chicago. 
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Every Day Is A Good Day To Sell 
..- These Handy “Autopoint” Items 


@ Popularity of Axtopoint items is soaring higher every day. They 





NEW 


° a No. ee 3 
have that “pick me up and take me to the office” appeal. And one 261 CALENDAIRE 
oint i alls ¢ sr. That’s why enterprisi >very- 5 ‘ ‘ 
Autopoint item sells another. That's why ente prising dealers e y No. 261. -~ deaneoier Cabbie 
where are ringing extra sales with Axtopoint’s “related item” dis- streamlined triple-use desk piéce: 
play! Nationally advertised in The Saturday Evening Post, Time, thermometer, humidity indicator and 
Newsweek, Nation’s Business, Kiwanis, Rotarian, and others. Write —_ perpetual calendar. Shows day, date 


and month. One-piece Walnut color 


today for complete information and Free catalog! casa. 2 50 pea 





PERPETUAL CALENDAR 
MEMO CASE 
~< No. 153 — Perpetual Calendar 
Memo Case. Shows day, date, month. 
Holds 230 loose 3” x 5” memo sheets. 
Easily refilled. Walnut color. : 
$1.60 retail list. 










A CALENDAR LETTER OPENER 

No. 201—Calendar Letter Opener. Triple 
use—open mail, calendar, magnify objects 
under blade. Handle contains 4 quarterly 
calendar cards, interchangeable. Transparent 
colors—water white, red or green. 39c retail list. 


No. 
153 


AUTOPOINT PENCILS 


No. 72 — Axtopoint Pencil. > 
Attractive well-balanced pencil 
with standard barrel—black fluted 
cap. New streamlined clip and 


AUTOPOINT MEMO trim are silvonite. Available in six 


yyrevorns WEA CARE CASE colors. No. 72 for Standard lead— 
ce \ ~< No. 155 — Autopoint No. 110€ for Real Thin” \ead. 
Wf Memo Case — Flick of 49c retail list. 

the finger removes memo No. 52GS—De luxe Axutopoint >> 

sheet from beautiful case. pencil. Streamlined clip, graceful 

Holds 230 loose 4° x 6 inlaid crowns on cap and tip— 

sheets. Black or Ww alnut choice of six beautiful colors. 

No. color. $1.00 retail list Years of smoother, easier writing. 
155 (black). Famous “Grip-Tite’’ tip — lead 


can’t wobble, twist or fall out. 
$1.25 retail list. 
AUTOPOINT 
CIRCULAR KNIFE 
<—-No. 169—Novel 
Autopoint white essence 
of pearl circular knife. 
Light, compact— yet 
sturdy. Ring for pocket 
or watch chain. Nail file 
é and cutting blade are 
Shy . 1 
¥ high carbon steel 

rh $1.50 retail list. 


PLASTIC MATCH CASE 


~<- No. 141 — Axtopoint Plas- 
tic Match Case, appeals to both 
men and women. Attractive, yet 
inexpensive. Beautiful stream- 
lined design. Can be furnished 
in red, ivory and blue. 15c retail 
list. 





THE FB BETTER PENCIL 


REG. TRADE MARK 


Available for Standard or “Rea/ Thin” lead 


AUTOPOINT COMPANY « 1808 Foster Ave. * Chicago, Ill. 
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A NEW VIEW OF REMARKABLE CLARITY SHOWING MICHIGAN AVENUE, CHICAGO. LOOKING NORTH FROM THE SOUTH END OF 
GRANT PARK.—Photo by Kaufmann-Fabry, Courtesy Chicago Association of Commerce. 


City Ready to Receive N. S. A. Registrants 


NOWN first to Louis Joliet in 1673—scene of 
Father Marquette’s Indian Mission in 1674 
owned by France for ninety years, by Great Britain 


for the next two decades, and formally acquired by 
the United States in 1794—location of Fort Dearborn 
in 1803 and the massacre of its garrison nine years 
later—a frontier village in 1833, an incorporated town 
in 1835, and a city in 1837—destroyed by fire in 1871, 
to arise in new might and splendor and to give 
civilization in 1893 and 1933 its two most successful 
world fairs. ... Such is the Chicago that today stands 
proudly on 210 square miles of happy, prosperous 
activity as fourth largest city of the universe and 
recognized crossroads of American population, indus- 
try, agriculture and transportation. 

No other city merely mentioned can arouse so many 
varieties of emotion. It has a fascination to the 
intelligent, and it has an earned glamour because 
its teeming expanse is not gross size but planned 
pattern, esthetic taste, inspired architecture. 

A generation ago the late civic genius Burnham, 
father of Chicago’s widely imitated “Chicago Plan,” 
carved in memory the injunction to his townsmen, 
“Make no little plans.” An incredible grandeur, grow- 
ing after his death, becomes Chicago’s monument to 
him. People abroad do not hear much about that 
because its process is slow and its progress almost 
invisible. Chicago goes around the world and picks 


the best here, the finest there, improves upon them 
and builds. 


The family of one of its celebrated public men, 
Clarence Buckingham, built in Chicago’s Grant Park, 
a fountain of marvelous beauty. It is unquestionably 
the largest and most magnificent in the world, its 
nearest rival (which it somewhat resembles in design) 
being the Latona fountain, of the Louis XIV period, in 
the famous gardens at Versailles. 

The Field Museum of Natural History was originally 
located in the Palace of Art, one of the most beautiful 
of the World’s Columbian Exposition Buildings in 
Jackson Park. It has now put itself into a temple in 
Grant Park, where vast spaces are filled with treasures 
and knowledge gleaned from all parts of the world, 
covering both modern times and the long ages past, 
and provides a source of ideas, “local color,” informa- 
tion, and cultural enjoyment for all classes of people. 

Chicago saw a planetarium called a world wonder, 
and constructed a better one, and incidentally, the 
first one in the United States. It has re-awakened 
interest in the science of astronomy and the kKnowl- 
edge of the heavens and Chicago has stepped into the 
forefront by its popular presentation at the Adler 
Planetarium. 

Realizing the desirability of bringing to Chicago a 
representative collection of all American fishes, in- 
cluding those from salt water, a number of prominent 
civic leaders banded together and built an aquarium 
more marvelous than all others and it is known as 
the John G. Shedd Aquarium. 


Its late first citizen, Julius Rosenwald, worked a 














score of years to find a way to depict to mankind 
man’s industrial rise, and before his death he saw 
the last stone in place to preserve forever the beauty 
of the reconstructed Fine Arts building of the 1893 
Columbian Exposition. The Museum of Science and 
Industry offers a presentation of scientific and engi- 
neering achievements where visitors can push buttons 
and pull levers to their hearts’ content and see and 
hear the answer to the eternal question of the ma- 
chine age, “How and why does it work?” It is a 
museum of the new age—an age in which things move. 


Chicago Art Institute 

Chicago is well represented in the world of art 
by the Art Institute, which ranks among the best gal- 
leries in the world. Its collections include historic 
and modern paintings in oil and water color, com- 
prising a survey of all European periods from the 
primitives through the Renaissance, down to today. 
American painting, 18th, 19th, and 20th centuries. 
Galleries are arranged chronologically so that visitors 
may begin at the earliest period and follow through 
the development of painting to the present day. 

It has on display Egyptian, Greek and Roman, 
Medieval, Renaissance and Modern sculpture. Black- 
stone Hall contains full scale reproductions of noted 
French cathedrals. 

The decorative arts are not overlooked and one will 
find pottery, porcelain, period rooms, rugs and textiles 
of particular interest to the collector of antiques. 

Space is dedicated to the Oriental arts where out- 
standing examples of Japanese, Chinese, Mohammedan 
and Indian art, sculpture and ceramics, paintings, 
textiles, bronze and minor arts, as well as Japanese 
prints from the world’s largest collection can be seen. 

Chicago boasts high rank in theatrical productions. 
People far and wide talk of its great motion picture 
houses with stage shows rivaling musical extrava- 
ganzas. In fact, Chicago is the setting for every 
Known seasonal sport and diversion 


(Turn to page 110, please) 
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Program of Ladies Entertainment 


A program of entertainment for the ladies of the 
National Stationers Association convention which in- 
cludes three enjoyable days for the fair visitors has 
been announced by Mrs. K. E. Castle, chairman of the 
committee appointed for the purpose of assuring the 
ladies of a pleasant visit to Chicago. 

The various daily features, set out in chronological 
order are as follows: 


Monday 


Luncheon at the Graemere hotel with Mrs. H. L. 
Fellowes, Mrs. H. H. Chumley and Mrs. Elmer Krum- 
wiede as hostesses. 

Visit to the races at Sportsman’s Park. Hostesses: 
Mrs. Harry Balch, Mrs. Ralph Maneval and Mrs. Wil- 
liam F. Weber 

Tuesday 

Luncheon, Ambassador East hotel. Hostesses: Mrs. 
George Herrmann, Mrs. Edgar Hooper, Mrs. Walter 
Snelling. 

Bridge party, Ambassador East hotel. Hostesses: 
Mrs. Russell Carpenter, Mrs. Frank Cooper, Mrs. W. 
H. Cox, Mrs. Harry Short, Mrs. A. R. Skibbe. 


Wednesday 

Luncheon and fashion show, Carson, Pirie, Scott & 
Company. Hostesses: Mrs. R. G. Gingland, Mrs. Folger 
Fellowes, Mrs. D. R. Pinney 

Theater party, Harris theater, featuring Cornelia 
Otis Skinner in “Theatre.” Hostesses: Mrs. Garry Dell, 
Mrs. M. A. Dillon, Mrs. J. S. Gram. 

The large number of prizes which will be won by 
various of the ladies will be placed on display in 
Room 659 of the Palmer House on Sunday afternoon, 
and Monday and Tuesday mornings. 

The theater party will be held on the Wednesday 
matinee, this particular show being purposely selected 
in order that the visitors can return to the hotel in 
plenty of time to dress for the annual banquet that 
evening 


THE LADIES COMMITTEE READY FOR LUNCHEON AND BUSINESS SESSION.—tLeft to right, seated: Mrs. 





M. A. Dillon, Mrs. R. V. Maneval, Mrs. R. B. Gingland, Mrs. A. R. Skibbe, Mrs. Karl Castle, chairman; Mrs. 

Walter Snelling, Mrs. D. R. Pinney, Mrs. Jack Gram, Mrs. Frank Cooper. Standing: Mrs. Russell Carpenter, 

Mrs. George Herrmann, Mrs. Elmer Krumwiede, Mrs. Garry Dell, Mrs. Folger Fellowes, Mrs. Harry Balch. 
Several members of the committee were unable to be present. 
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rLUORESCENT 


The Most whreab Line of Fluorescent Equipment in A 
An amazingly low-priced lamy 

ideal for office oF home, studying 

and color matching yet in 

corporating the many famous Van 

Dyke features of quality 

@ Scienti ific design throws maxi- 
mum amount of glareless illumi 


nation over working plane 
with Colortone 


merica! 
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No. 906 e Adjustable shade 
correction reflector 
e ins tantaneous man ual typé 


and ballast 


$Q5° switch 
Solid walnut base; solid bronze 
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Less TUBE @ Lustrous Bronze Appi ique 
Morocco finishes 
ifications height 11 width 


l 
18 weight 8 ibs. Takes standard 
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LAMP OF A 1000 USES! 
Model = $6. D7 Ps xu 








The ultim te | in desk iamps 
splendid gut 1! Plated statuary 
Bronze—solid walnut base—sol C 
bronze pen rest ationally adver 
tised self-starting electric clock 


Weight 9 Ibs 15 watt tube 


Model No. 975 $93°° 
ess tube 


For A.C Current 













The “Giraffe” 
peepee Board 


scation in office oT 


For 





a ind very 

actery where 1 completely ad 

for the justable lamp-on fluorescent 
les able Adjustable 









stenogra light is 
folds compact 









Ide 
othce 
pher, 1 laboratory in all direct 
work ory work bench ly when not in use Adjustable 
is yr-matching, study in height i of rugged con 
watt standard 





t. Weight, 10 


" $46 


handising dis 
because the 
res permit the 
‘nade to be turned in any 

m is adj justable 


ing and mere 


ted teatu 


irection Arr 
to any height Colortone re , 1277 
flector Morocco finish A.C. Mode! | ; less tube 

K. Wire or Write for Catalog. 


ORDER NOW TO ASSURE ADEQUATE $Toc 


DYKE INDUSTRIES 


CHICAGO, ILL. 






21st AND ROCKWELL STS. 











WHEN YOU ARE 
IN CHICAGO 


for the 


National Stationers Convention 


October 6, 7, 8, 9, 1941 


Please accept this as a cordial invitation to visit the 
Wilson Jones Plant—the largest of its kind. 

You will be interested in seeing our plant in opera- 
tion; renewing old acquaintances; most of all, we 
should like you to meet our personnel. 

Drop a line beforehand or come to our Convention 


Booth and we will arrange to bring you to the plant. 


Address your letter to the attention of 
Fred D. Pitt, Sales Manager, Western Division. 


WILSON JONES Co. 


3300 Franklin Bivd. Chicago 
ELIZABETH CHICAGO NEW YORK 
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Jor Distinguished Service 


to Business 


CARBON PAPERS 
CL ~ and 


~ TYPEWRITER 












VITALLY 
NECESSARY 
PRODUCTS 





SUPER-FIBER type- 
writer ribbons 
packed in a new 
colorful attractive 
container which will 
help you definitely 
in sales. A quality 
product that will as- 
sure consistent, top- 
notch performance 


SUPER-FIBER 
TYPEWRITER RIBBONS at all times. 








SUPER-KOTE Car- 
bon Paper and 
Codo TYPOCRAFT 
Carbon Paper ap- 


























_ proach the ultimate 
Serving business leaders everywhere ae ee 

toe ° ities. Super-Kote 
for over 23 years... providing storage sais: alti shila 
facilities for invaluable records of these cles, non « anevada 
concerns aiding America’s defense. copies of absolute 


AC Spark Plug Division—G. M. C. permanency — 


Aluminum Company of America copies that experi- 


American Can Company enced secretaries 
Aviation Engine Plant—Buick Motor 
= 5 “ : to say are comparable 


Baldwin Locomotive Works 

Brown & Sharpe Manufacturing Co. 

Carnegie-Illinois Steel Corporation 

Dow Chemical Company 

Fairchild Engine & Airplane Corp. 

General American Transportation Corp. 

Goodyear Tire & Rubber Company 

Great Lakes Steel Corporation WELCOME N. S. A. CONVENTION 
Be sure and visit the Codo Exhibit 


to originals. 





Grumman Aircraft Engineering Corp. 

Glenn L. Martin Co. Aircraft Aisle I Booth 3 

North American Aviation R 
DPR 


Timken Roller Bearing Co. 
Western Electric Company 
Wright Aeronautical Corporation 


GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 
goods or your payment refunded. Codo Carbon Papers 
are guaranteed not to dry out nor deteriorate for a period 


. and thousands of others 
of 5 years from date of sale. Records made with Codo 
Carbon Papers last as long as the paper on which they 


OVER 78,000 USERS IN ALL 
are made. Codo Inked Ribbons are guaranteed for 


satisfactory performance under al! working conditions 
few YY en a a hee nannngnesnnnseessaaad 


Established 1918 
537 SOUTH CLARK STREET * CHICAGO, ILLINOIS CODO MANUFACTURING CORP. 
509 South Franklin Street, Chicago 


DPOPeweneennereen 


DOWOOO00440000U" 


Originators, Patentees and Manufacturers 

; f 270 Lafayette Street, New York 

Liberty Record Storage Boxes STAX ON STEEL Transfer Files li p 
Liberty Permanent Storage Binders Liberty String-Tie Binders Factory: Coraopo is, Fa. 























During the 32 years that the G. J. Aigner 
Company has been manufacturing in- 
dexes we have learned the practical 
solution to any indexing problem that you 
may encounter. So that our dealers and 
their salesmen can easily sell more AICO 
indexes during the coming year, we are 
preparing interesting 


NEW SALES MATERIAL 


Classified and organized so that the buyer 
who is not familiar with the many kinds 
of indexes can, in a few minutes, make 
an intelligent selection of the right equip- 
ment for any installation. Purchasing 
agents will find the information of real 
value, up-to-date, and easily used. 


You'll be interested in our plans so be 
sure to stop and see our exhibit at the 
N.S.A. Convention in Chicago. 


G. J. AIGNER COMPANY 


503 South Jefferson Street, Chicago, Illinois 








CONVENTION 


BOOTHS D3-D4 








“WORLD'S FINEST STAPLER” See 


OST beautiful, practical, durable and efficient 

stapler ever built. . only stapler that staples, tacks, 
pins and hand fastens. Streamline design .. fits the 
hand perfectly. Four attractive colors: Red, Green, 
Brown, and Black. Triple chromium plated base. . 
precision engineered from highest grade steel. . will 
not jam or clog. Guaranteed for a Lifetime. 


WHAT ABOUT DELIVERIES DURING THE EMERGENCY? 


The Re-Armament Program, with its many new Commissions, Boards, 
and Offices . . Government Contracts, and industry running ab- 


normally high, have created a tremendous demand for Ace Stapling 
Equipment. Shortage of metals is also a contributing factor to de- 
layed deliveries. We are making every possible effort to keep our 


customers supplied. In the meantime, please bear with us. 


ACE STAPLE REMOVER 


Removes clinched staples neatly, quickly . . pre- 
vents damage to paper saves finger nails. Made 


of finest hardened steel, chromium plated. 60 
Thousands used by U. S. Government. Ea. S 


ACE FASTENER CORP., 3415 N. Ashland Ave., Chicago, Ill. 
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STAPLING MACHINES 


FOR EVERY PURSE AND PURPOSE 
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The One 
The Ongu 


She Only. — 


PRE CiAS st 
TRIMMER! 


Patent. No 
2.125.985 












Here is the mnest trimming board on the 
market, with the patented features that 
brought it to its present popularity nearly 
overnight. 


Complete range ot sizes from 62” to 
a size for every customer. 


The Army, the Navy, many Colleges, Uni 
versities and Boards of Education attest to 
its usefulness, quality and endurance. 


Be sure you are selling PRECISE, the best 
buy for you and your customers. 


Write for dealers prices and descriptive 
folder today. 





* * 
WELCOME STATIONERS 


Our factory is open for your inspection 
re 


feel free to stop while in Chicagc 
for the N. S. A. Convention 





American Puoto LABORATORIES, INC. 


28 N. Loomis St. 











Chicago, Ill. 
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No. 7O011W 


FOR PROFIT- 


FEATURE THESE 
TWO OUTSTANDING 


DOPPELT 


LEADERS 


Here are two Doppelt cases that will ring a pleasant 
tune on your cash register. Both super-quality cases 
with special features that make them sell on sight 
and at a GOOD PROFIT. 

No. 7011W, shown above, is an extra large-capacity 
case for business and professional men. Strongly lined, 
with ample pocket space and disappearing handles, 
this splendid case is an overwhelming favorite with 
discriminating buyers. It is of genuine walrus seal and 





















comes in Black or Brown 
No. 1117N, pictured below, is a beautiful, practical 
secretary case that meets the most exacting require- 
ments. Available in Sun-Tan or British Brown Top- 
Grain Cowhide 

The Doppelt line includes cases for every need of 
business man, salesman and student—cases for the 
most exacting customer, who wants and will pay for 
the best—lower-priced cases too, for the customer 
who wants the best value for the least money. 


SEND FOR ILLUSTRATED CATALOG OF COMPLETE LINE. 


CHARLES DOPPELT & CO. 


Fine Leather Goods 


412 N. ORLEANS ST., 
CHICAGO 






Opp 
Merchan- 
dise Mart 
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“THE CUSTOM QUALITY LINE” 


% Creates New and Repeat Business 
*% Makes Satisfied Customers 
% Insures Satisfactory Profits 


The New 1942 Series Midco the Perfectlite Fluorescent Desk 
Lamp. Its graceful lines and perfect balance blend harmoniously 
into a single unit of simple beauty. 


Featuring ie 


1) BEAUTY — EFFICIENCY 


Of striking beauty—Midco the Perfectlite, brings a new source of 
pleasure to the desk; increased efficiency to the office force; relief 
from eye-strain—not to mention its high contribution to an at 
mosphere of modern sufficiency and charm 


2, LIGHT CONTROL — EXCLUSIVE 
The distinguishing feature of all Midco the Perfectlite models is 
its exclusive design and ingenious application of Dual reflectors 
Midco's principle of light contro! is the most efficient yet per- 
fected and cannot be found in any other Fluorescent Portable 
Lamp on the market 


») QUALITY 
In materials, construction, workmanship durability and 
operation, Midco the Perfectlite, represents the highest standard 
of excellence. Money cannot buy better 


‘) CUSTOMER APPEAL 


For sheer beauty, lighting efficiency and wide choice of most 
attractive finishes (both baked ename! and electro-plate) the 
Midco line is supreme 


finish 


Here’s Something to Remember:— 


All Midco models are identical in mechanical design and specif 
cation, insuring the same lighting efficiency regardless of price 






or finish. 
MIDCO'S DUAL REFLECTOR 
: Diffusing Reflec- 
tor of Low Re- 
flecting Value 
Parabolic Mirrored 


Reflector of High 
Reflecting Value. 
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DESCRIPTIVE FOLDER, PRICES AND 
DISCOUNTS ON REQUEST 


We will exhibit at N.S.A. Convention, Booth F-7 


MIDWEST NATURLITE CO. 


440 N. WELLS ST. CHICAGO, ILL. 
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PENDING DATA 
AT YOUR 
FINGERTIPS! 






Quotations, costs, discounts, 
taxes, catalogs and pending 
data can now be kept at 
your fingertips. Avoid a 
messy desk by using the 


Barkley Tab desk Set 


simple solution 


as a 
for complete 
desk data control 

The Redropo Folders with 
Barkley Plastic Tabs attached 





are designed for long and 


satisfactory use as they are 


} 


made of a sturdy 18 pt. thick 


genuine red rope stock 
One desk Set consists of 25 


Redropo folders with Amber 


Plastic Tabs attached and 
75 special printed and plain 
inserts for your own selec- 
tion 

Stock $3350 
No. 0155-8 





Set Complete 





See us at Booth No, A7 Aa 
N. S. A., Chicago, > 
Oct. 6-9 PE: 








C. L. BARKLEY & CO. 


ESTABLISHED 1921 


cMoanufacturers 


517 S. JEFFERSON STREET CHICAGO. 











Compare the Value 
of these 
stationery 
business ae Y 
@) 
i Zi 
ADAMS Ideal Book Rings 


builders 





That Flattened Joint is there for a purpose—to kee; 
the ring always right side up. No need to hunt and 
fumble to find the place where the rin opens if 
t Ad i 
H th plest, quickest-oy t i 
tisfact i invented f I f ted sl 
I i f all sort Allows | i I t 
I flat wi I at point rt I I 
l led I thed, keey he 
I I t to | tantly locked 
I l Lsed with two | I 


sheets, ADAMS Ideal Book Rings provide an 
lent student's notebook requiring small space in 
briefcase and can be used from year to year Thes 
lie perfectly flat when open, provide a firn 

urftace for writing or drawing, and can be turned 


ler to reduce pace requirement mm the des} 


ADAMS Transfer Binders 


Covers available in flexible pressboard or clot 
l it i board—file I f ! 1 bl 
l kept in perfect ler f t f 
‘ I hoo . U-shaped flat 
Ss ple t i ! 


ADAMS Storage & Transfer Cases 


Unique——All Steel—Collapsible Shipped K. D 
izes, equipped with labels and pulls. Will not wary 


well—secure protection for contents—tlov 


price 


ADAMS Loose Leaf Metals 


Strong meat, convenient low cost—for catale 
l tebooks t Writ " 
ment 
STATIONERS i el i 
} les ou applicati ‘ 
the ¢t to 


HENRY T. ADAMS MFG. CO. 


8561 S. Chicago Ave. Chicago, Illinois 
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IFFICE APPLIANC! 


Here is the most reliable source 
of supply for Duplicating Inks 
for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
ey fe} 9) 2 

MADE 


inks now — DUPLICATING 


BLACK 


and test it! Gs 
 “&® 





segues! 


Our 45 years’ experience in the 
pest belbtc- Coiibtd Mo) Melby o)bCet-Letele mb bel c=) 
enables us to offer you the finest 


Je) dele |b Loi t-Mme) oC bbet- Ve) (-ME-Deb Auge d-e 


Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
eloyeBtelioM tel Wh ol: | ol-) am Mel -Betet-t-1@ bel Meet-Tol-) 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INh SPECIALTIES_CO., INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 
“SATISFACTION GUARANTEED OR YOUR MONEY BACK” 
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Dp R bE M j cc R Amazing Stapler, Staples, Staple Remover, and Personal 
with New features—New values—that 


Paper Punch, 
instantly attract New and Old customers in Office, 


CUTTING fly la 


BOARDS 
that Have the Edge 





























PRESTO STAPLER c 
-omplete with 500 staples 50 


Fastest selling desk stapler in the world FIRST QUALITY 


streamlined attractively fin 
Seances. Shelly bull Sr: pee S51 sms 
cieadiemidin c,h ae PRECISION MADE 


PRESTO STAPLES METAL SPECIALTIES COMPARY 










USA 





40 STRIPS OF SO STAPLES 


2 000 a 7 


PRESTO STAPLE 
REMOVER 25. 





Newly designed to serve every modern need, 







PREMIER Adjustable guide cutting boards are pny : 
precision built of finest materials for long, satis- Out Pops 
The Staple 


factory service. 


The board is hard rock maple, guaranteed 
against warping, finished in Black or Green 
Semi-gloss. Graduated in half inch squares. 
Seven sizes are available from six inch to twenty 
four inch. 






} REMOVER ‘asia ade Sealania 


-\ Neo More ali wire staples from checks, 
woken tor’! reports and other papers. 
7 No broken finger nails. No 


, . ‘ — ar \S . torn papers. Indispensable 
All sizes are equipped with sliding square edge “mm \\ | to.all staple users. Made of 
. ° ° ° . rnomdan oe vicee YS colorful plastic and hard- 
guide which assures cutting exactly to size, is SoS - ened steel. Attractively 
° - ° rarer or Veale Pane \_ js «= mounted for display. 
set in a jiffy and cannot slip or get out of 


alignment. The blade is tempered steel of keen PRESTO A ? FE FI p U C id 
cutting edge and the knife is held open by a PERSONAL 


safety spring, automatically preventing unex- 















pected drop and making impossible injury to 
hands or materials. Blades on all models are 











separate and can be removed to sharpen if weal 
necessary. All metal parts are rustproofed. Fully ie Sonata 
covered by U. S. Patent No. 2,256,606. vege me hn fh AE Eetmaptenrces 
10 eee 

Dealer's proposition with prices and full vere | {vcrraercnee | tractive dis 





details on request. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave., 
CHICAGO, ILL. 


Write for prices and liberal discount schedule 


METAL SPECIALTIES 3200-06 CARROLL AVE 


MANUFACTURING. CO. = “"""*°2 
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Exhibitors at N.S.A. Exposition 


A 


Ace Fastener Corporation, Chicago, Ill, Booth No. G-3. 

Acme Visible Records, Inc., Chicago, Ill., Booth No. W-28. 

Aigner, G. J., Co., Chicago, Ill, Booths No. D-3 & D-4 

All-Steel-Equip Co., Inc., Aurora, Ill., Booths No. G-4 & 
G-5. 

American Lead Pencil Co., Hoboken, N. J., Booths No. 
G-1 & G-2. 

Art Metal Construction Co., Jamestown, N. Y., Booths No. 
F-1, F-2, F-3 & F-4 

Art Specialty Co., Chicago, IIl., Booth No. E-8. 

Auto. Pencil Sharp. Co., Chicago, Ill., Booth No. I-4 

Autopoint Co., Chicago, Ill, Booth No. A-8. 

Avery Adhesives, Los Angeles, Calif., Booth No. A-4 


Bankers Box Co., Chicago, IIll., Booths No. W-25 & W-26 

Barkley, C. L., & Co., Chicago, Ill, Booth No. A-7 

Bates Mfg. Co., Orange, N. J., Booth No. A-3. 

Best, Richard, Pencil Co., Inc., Irvington, N. J., Booth No 
H-6 

Boorum & Pease Co., Brooklyn, N. Y., Booths No. W-1 & 
W-2. 

Buxton, Inc., Springfield, Mass., Booth No. 2 


Cc 


Carter’s Ink Co., The, Boston, Mass., Booth No. A-5. 

Clemco Desk Mfg. Co., Chicago, Ill, Booths No 
W-11 & W-12. 

Codo Mfg. Corp., Chicago, Ill., Booth No. I-3. 

Cook’s, Inc., Camden, N. J., Booth No. H-2. 

Columbia Rib. & Carb. Mfg. Co., Glen Cove, N. Y., Booth 
No. C-8. 

Columbian Art Works, Milwaukee, Wisc., Booth No. J-4. 

Corry-Jamestown Mfg. Corp., Corry, Pa., Booths No. W-3 
& W-4. 

Cramer Posture Chair Co., Kansas City, Mo., Booth No. 
C-4. 


W-10 


D 


Dennison Mfg. Co., Framingham, Mass., Booths No. W-7, 
W-8 & W-9. 

Dick, A. B., Co., Chicago, Ill., Booth No. 1. 

Diebold Safe & Lock Co., Canton, Ohio, Booths No 
D-7 & D-8. 

Dixon, Joseph, Crucible Co., Jersey City, N. J., Booth No. 
W-22. 

Domore Chair Co., Elkhart, Ind., Booths No 

Downey, C. L., Co., Cincinnati, Ohio, Booths No 
W-6. 


G-7 & G-8. 
W-5 & 


Eagle Pencil Co., New York, N. Y., Booth No. E-! 

Eaton Paper Corp., Pittsfield, Mass., Booths No. I-7 & I-8. 

Esterbrook Pen Co., Camden, N. J., Booth No. G-6 

Ever Ready Calendar Mfg. Co., Jersey City, N. J., Booth 
No. C-1 

Eversharp, Inc., Chicago, IIl., Booth No. C-2. 


F 


Faber, Eberhard, Pencil Co., Brooklyn, N. Y., Booth No. 
D.-2. 


Finch & McCullouch, Inc., Aurora, IIl., Booth No. H-7 


G 


Globe-Wernicke Co., The, Cincinnati, Ohio, Booth No. W-29. 
Graff, George B., Co., Cambridge, Mass., Booth No. W-19. 
Gregg Publishing Co., New York, N. Y., Booth No. D-5. 

Gregory, Mayer & Thom Co., Detroit, Mich., Booth No. D-1. 
Gunn Furniture Co., Grand Rapids, Mich., Booth No. J-1. 


D-6, 


H 
Hano, Philip, Co., Inc., Holyoke, Mass., Booths No. F-5 & 
F-6. 
Harter Corp., The, Sturgis, Mich., Booth No. A-6. 
Heyer Corp., The, Chicago, Ill., Booth No. W-16. 
Higgins Ink Co., Inc., Brooklyn, N. Y., Booth No. F-8. 
Hunt, C. Howard, Pen Co., Camden, N. J., Booth No. B-7. 


J 


Jasper Chair Co., Jasper, Ind., Booth No. E-50. 
Johnson Chair Co., Chicago, Ill., Booths No. W-10, W-11 & 
W-12. 


M 


Macey Co., The, Grand Rapids, Mich., Booths No. W-13 & 
W-14. 

Mashek, Frank, & Co., Chicago, Ill., Booth No. B-6. 

May, J. L., Co., The, New York, N. Y., Booth No. J-6 

McDonald Products Corp., Buffalo, N. Y., Booth No. 6. 

Merriam, G. C., Co., Springfield, Mass., Booth No. I-S, 

Miami Systems Corp., Cincinnati, Ohio, Booth No. J-5. 

Midwest Naturalite Co., Chicago, Ill., Booth No. F-7. 

Minnesota Mining & Mfg. Co., St. Paul, Minn., Booth No. 
B-3. 

Mittag & Volger, Inc., Park Ridge, N. J., Booth No. C-3. 

Moore Push Pin Co., Philadelphia, Pa., Booth No. H-S. 


N 
National Blank Book Co., Holyoke, Mass., Booths No. A-1 
& A-2. 
Norma Multikolor, New York, N. Y., Booth No. H-4. 
0 
Old Town Rib. & Carb. Co., Brooklyn, N. Y., Booth 


No. B-5. 
Oxford Filing Supply Co., Brooklyn, N. Y., Booth No. E-3. 


P-Q-R 


Parker Pen Co., Janesville, Wis., Booths No. W-23 & W-24. 
Quality Park Envelope Co., St. Paul, Minn., Booth No. 
W-15 


Reyburn Mfg. Co., Philadelphia, Pa., Booth No. E-4. 


S 


Sanford Ink Co., Chicago, Ill., Booth No. W-21. 
Security Steel Equip. Corp., Avenel, N. J., Booths No. 4 & 5. 
Sengbusch S-C Inkstand Co., Milwaukee, Wis., Booth No. 
H-1. 
Sheaffer, W. A., Pen Co., Fort Madison, Iowa, Booth No. 3. 
Sloane, W. & J., New York, N. Y., Booths W-17 & W-18. 
Sovthworth Co., West Springfield, Mass., Booth No. W-27. 
Speed-O-Print Corp., Chicago, Ill., Booth No. J-2. 
Stafford, S. S., Inc., New York, N. Y., Booth No. J-7 
Stationers Loose Leaf Co., Milwaukee, Wis., Booth No. H-8 
Stein Brothers Mfg. Co., Chicago, IIl., Booth No. E-2. 
Superior Type Co., Chicago, IIl., Booths No. I-2 & I-3. 


T-U-V 


Triner Scale & Mfg. Co., Chicago, Ill., Booth No. B-4. 

Underwood Elliott Fisher Co., New York, N. Y., Booth 
No. J-3. 

Victor Safe & Equip. Co., North Tonawanda, N. Y., Booths 
No. E-6 & E-7. 


W-Z 


Waterman, L. E., Co., New York, N. Y., Booth No. H-3. 
Webster, F. S., Co., Cambridge, Mass., Booth No. W-20. 
Weber, F., Co., Philadelphia, Penna., Booth No. B-2. 
Welch, W. W., Co., Cincinnati, Ohio, Booth No. B-1. 
Wilson-Jones Co., Chicago, IIl., Booths No. C-6 & C-7. 
Zephyr American Corp., New York, N. Y., Booth No. I-6. 








CHARLES P. GARVIN 
General Manager, N.S.A., 
Washington, D. C. 








G. O. STEVENS 
Stevens, Maloney & Co., 
Chicago 








GEORGE CORMACK 
Wilson-Jones Co., 
Chicago 


GEORGE HERRMANN 
The Heyer Corp., 
Chicago 














N. S. A. 
CONVENTION 
COMMITTEES 


National Convention Committee 
Charles P. Garvin, General Chairman 
Owen G. Bayless, Lowman & Hanford Co 
Wash. 


William C. Clegg, The Clegg Company, San Antonio, 


Texas 
Harold J. 
Indianapolis, Ind. 


Morris E. Hansell, II, F. F. Hansell & Bro., Ltd., New 


Orleans, La. 
E. A. Keeling, Art 
Jamestown, N. Y. 


Metal Construction 


E. B. Healy, Santa Fe Book & Stationery Co., Santa Fe, 


N. M 


Chicago Convention Committee 
Ralph Maneval, A. W. Faber, Inc., Chairman 
H. T. Griswold, Sanford Ink Co. 
G. O. Stevens, Stevens, Maloney & Co 
Oscar Modene, Marshall-Jackson Co 
A. R. Skibbe, Associated Stationers Supply Co 
Fred Tracht, The University of Chicago Bookstore 
A. J. Markelz, The Book Shop, Inc., Joliet, Il 
Harry Balch, Quality Park Envelope Co 
George Cormack, Wilson-Jones Co. 


Chicago Publicity Committee 
A. J. Markelz, The Book Shop, Inc., Joliet, Il 


C. H. Everly, Office Appliances 

John Smythe, Geyer’s Stationer 
H. T. Griswold, Sanford Ink Co. 
L. R. Mark, A. B. Dick Co. 


Chicago Entertainment Committee 
G. O. Stevens, Stevens, Maloney & Co., Chairman 
Ed Rohrs, Eaton Paper Corp. 
B. J. Powell, A. W. Faber, Inc. 
Tom Gillice, Rockwell-Barnes Co. 
Charles Mueller, Jos. Dixon Crucible Co 
Wm. C. Lipner, Koh-I-Noor Pencil Co. 
James Bradley, Higgins Ink Co., Inc. 


National Convention Staff Officers 
Little, Wabash Cabinet Co 
(Turn to page 111, please) 











P Ye 


AL. BAUGHER 
The Carter’s Ink Co., 
Chicago 


MRS. KARL CASTLE 
Ladies’ Committee, 
Chicago 


Seattle, 


Hampton, Indianapolis Office Supply Co., 


Company, 











RALPH MANEVAL 
A. W. Faber, Inc., 
Chicago 





Cc. H. EVERLY 
Office Appliances, 
Chicago 








EDWARD L. LITTLE 
Wabash Cabinet Co., 
Wabash, Ind. 





HARRY TEHAN 
Higgins Ink Co., Inc., 
Brooklyn, N. Y. 
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NEW AND GREATER CUP 
SALES OPPORTUNITIES 
OPEN TO STATIONERS 









THAT SMOOTH 
ROUNDED RIM 
MAKES SALES! 


Just hand your customers a sam- 
ple Rol-Rim Drinking Cup. That 
is usually enough to start a 
steady flow of drinking cup prof- 
its on this NEW and BETTER 


economy drinking cup. 





IMPORTANT NEW FEATURES °°! ‘his full 

size sample 

MAKE CUP SALES EASIER tube of 200 

Rol-Rim Cups! 

Rol-Rim Cups represent the foremost write today, 

or phone when 

in Chicago. No 
obligation 


development in years on low cost of- 
fice size drinking cups. The completely 
rolled rim protects the lips from paper- 
edge sharpness. New construction 
principle gives extra strength, makes 
cup easier to handle, more comfort- 


able to use. 


FRANCHISES AVAILABLE IN 
CERTAIN TERRITORIES 


Franchise arrangements are still available 


oe sont sowr wie PAPER GONTAINER MANUFACTURING CO. 


1752 E. 75th St. CHICAGO Phone: Dorchester 2102 


Save Valuable jilng Space 
yowr (Customers 


details 














- FORDS Library Paste 


LIBRARY PASTE in their filing 


rge your customers to use 


oe *nts—because— 


—it prevents separation of papers. 
many more sheets can be filed if pasted, than if fastened by 

other methods. 

No priorities nor shortages 


SANFORD'S a ay 

= retard availability. 
j c = : 
brary Past 2 Easy and Quick to use. 


sanrore ws CO ‘ . 
” stro Sticks almost instantly. 


it is ready for immediate delivery. 





Never discolors anything. 


Costs less because it goes farthest. 


SANFORD INA LUMPANY 


CHICAGO NEW YORK 























oo 
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| The ORIGINAL and OD ONLY Ly AUTOMATIC 


| EXPANDING and COMPRESSING DRAWER 


20%, Additional Capacity—9” Working Space—Easier Filing Operations 
MEA NS: Lower Costs—{1) First Cost, (2) Floor Space Cost, (3) Operating Cost. 





Mr. DEALER 


How are YOU meeting swing front and drop front file competition? AUTOMATIC, with 
both EXPANDING and COMPRESSING drawer, eliminates competition. The AUTO- 
MATIC DEALER has something EXCLUSIVE—something MODERN—PRACTICAL—EFFI- 
CIENT—DIFFERENT to offer his customer and prospect. 


A PROFITABLE LINE—one YOU should investigate. 





ba e Dept. 629 W. WASHINGTON BLVD. 
Automatic File and Index Co. °° csncmil naan 





STORIES OF MODERN MERCHANDISING NO. 3 
Li 


Frankly it seemed a 
poor idea AT FIRST~ 


: suggests a drive on CHICAGO 


Some one 


il Automatic Pencil Sharpeners FOR THE - “<eoee Y 
HOME. You don’t enthuse much, but try | if 
Way. it. 4 dozen Chicago’s are placed in the win- \ 
dow | 
sts, { Pee 
— and a showcard on home use: “Shopping | =), | e 
lists, laundry, bridge — children’s home- |_, Gi 


_ 











The CHICAGO 
Model 


Most popular low 
priced model for 
standard size pen- 
cils. 








Ae 


















Write for 
work Dad’s use No mess and fuss. | / Fez the Catal 
sa , | HOmg atalog 
Lasts for years.” Salespeople mention it to | = No. 881 
all their customers Lead | 
<n | Well sir! It works! Here's why : Very 
, few people have a sharpener at home. Vol- They cay: “Know your meschandies— 
50. ume can be tripled, and your general store and watch volume RISE!” This large, 
4 | i e livel tt.” handsomely illustrated booklet tells 
t - trafhc 1s more lively, as a result. the Automatic Pencil Sharpener story. 
bE Booth I-4 at N. S. A Shows complete line. Handy for re- 





0 6 Palmer Ho ordering. 


Automatic CUTTERS, al undercut for free flow of shavings ground 
to a razor edge — are the secret of pencil sharpener leadership thru 34 years! 


luitormatic PENCIL SHARPENER west “etext ca 
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Order NOW and 
Avoid CHRISTMAS 
Back-orders! 
For Ideal Gifts— 
Stock the 
“NATIONAL” Line 


ie 


Pe of : 


Ce 









A Must for a sure-fire, profitable Christmas turn- 
over, National Brief Cases, Zipper Envelopes 
and Ring Binders provide the dealer with the 
most recent designs in all leathers—the up-to- 
the-minute style and quality required for at- 
tractive display and rapid sales. To assure 
safe delivery for the holiday trade order the 
popular, fast-moving “National” Line now. 


NATIONAL BRIEF CASE MFG. C0. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 








New Improved AIRMAIL Model 


TRINER’ a -_ 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 lb. x ¥% on. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\st St. Chicago, Ill. 














STARK CALENDARS 
for 1942! 


More features have 
been added to the 
Stark Line of Desk 
Calendars to make 
it the most outstand- 
ing line you can sell. 














Think of a year- 
ly calendar visi- 
ble at all times, 
plus the 3-months- 
at-a-glance feature 
coupled with the 
rubber feet, pen- 
cil tray, locked 
arches, etc. 

The Stark Line offers you real sales possibilities—of 
course the refills and stands are interchangeable with 
other popular makes. 








No. 508 
All pads printed red and blue 









DON’T WAIT ANY 
LONGCER—write for 






new catalog, price 
list and sample 
sheets today! ! 


STARK 


CALENDARS, Inc. 
$25 S. Dearborn St 
Chicago, til 
New York Office 


321 Broadway 
Phone COrtiandt 7-9779 

























ene, Sa 
TATTOOING 
AND 
HEMSTITCHING 


Reasanahle Rabe s | 
cee J 
_ 









THE LOUIS MELIND CO. CHICAGO. . . NEW YORK CITY . . . SAN FRANCISCO 











RAISER MERI yar 





RULES LIMON © SSIES Le IMIR 8 ages 





Sr hee de 


PACER NERI IRS cg 





EC RS REA STARE Lie ME 
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Var 
JTERIDAY 


Says: 
USE OUR NEW 


CONCAVE 
CELLULOID KEYCARDS 


for 
PERFECT FINGER TIP CONTROL 


NEW SEMI-PUNCHED SETS 


78 CHARACTERS 
with 
GREEN FEATURE KEYS 
or 


ALL BLACK BACKGROUND 


Write for new prices and 
description 


Ames Supply Company 
564 W. Randolph St., Chicago 
37 Murray St., 583 Market St., 











New York — San Francisco 
1905 Commerce PRINCIPAL CITIES 11 Pryor St., 
St., Dallas Atlanta 




















“FEX-SITE 


Welcome N.S.A. 
You are cordially 


invited to our 
Sp ecial Factory 
Display 


VISIBLE RECORDS 
Equipment Company 


CHICAGO, ILL. 


1432 Altgeld St. BUCkingham 4705 


























| 
| 


TRA-DEX 


INCREASED 
FACTORY FACILITIES 
TO MORE ABLY SERVE YOU 











UR enlarged factory is IMPORTANT 

NEWS. At a time when all companies 
find it difficult to keep pace with demand, we 
have sought a practical solution. 7000 addi- 
tional square feet of floor space will help 
us meet Rockwell-Barnes requirements. 


More than ever, dealers will profit by con- 
centrating their buying of paper and paper 
specialties with Rockwell-Barnes Co. 


Do You Sell These Nationally Distributed 


Rockwell-Barnes Products? 
Easel Stenographers Notebooks 
White and Eyetint 
Spotseald Add Machine Paper 
“Boxwrapt’ Mimeograph Papers 
“Boxwrapt” Duplicator Papers 
“Boxwrapt” Office Papers 
Dictatype Typewriter Papers 
Serv-wel “Hold-Rite” Clipboards 
Serv-wel Standard Clipboards 
Challenge and 
Serv-wel Scratch Pads 





. 


ROCKWELL-BARNES COMPANY 


ONVENTION 
ME. N:S.A. Cc — 
— Palmer House Suite ‘are %s 
oes Ss. A. Convention—Oct- oe 
I] be leasure to gree 
ee trionds in the trade. 
Be sure and look us up- 












1511 WEST 38TH STREET - 


CHICAGO 

















SPEED UP 
WITH IDEAL 


More offices everywhere are speeding up safely with 
Ideal Stands. More business machines are being stepped 
More machines are being oper- 
Rigid and safe Ideal Stands 
Once you 


up to total efficiency. 
ated safely in less space. 
(instantly portable) will do the same for you. 
use Ideals, they become standard equipment. 


23-A_ (illustrated 





Stand. Once used, 
becomes standard 





ering device 














SHERMAN-MANSON MFG. CO. 
625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr.. 339 E. Third St., Los Ang 


ideal Stands improve 
machine performance. 
They do the job right 
and save space safely 


is 


best-selling Ideal 


it 





Note the distinctive 
ideal raising and low- 


Many other types 

available. Write to- 

through day for NEW Price 
dealers List 7, catalog 840 
only and dealer discounts 














Headquarters 


for 


TYPEWRITERS 


(all makes) 


Rough—Rental—Re-conditioned—Rebuilt 


OFFICE MACHINES 


(Rough and Rebuilt) 
“SUPERFINE” Platens and Feedrolls 


ENAMELING 
NICKEL PLATING 
TOOLS 
SUPPLIES 
PARTS 


100% Service 


SHIPMAN-WARD MFG. COL. 


The Dealers’ Quality Supply House’ 


325 North Wells Street Chicago, Illinois 













Dupuicarins 
INK! 
— || 


R Specially Preporcd for , | 

0 

TARY steNcit macnn 
Ry | muse coavenatiow I 

*S menny. curene? * 








| 
| 















Competitive Tests show HILCO 
give YOU better INKS 
for LESS MONEY 


@ Here's REAL NEWS in a market where rising 
prices are the rule . . . HILCO is giving you 
better duplicator inks at a lower price. No matter 
what ink you now use... no matter what price 
you now pay ... investigate HILCO duplicator ink 
prices and quality before you make new commit- 
ments. We are in position to give you immediate 
delivery on any sized orders. Write for samples 
and prices today. 


































THE HILCO CORPORATION. 429 W. Superior St.. Chicago 


CUSTOMER APPEAL! 


© SCIENTIFIC FIRE-PROOF CONSTRUCTION 
BEAUTIFUL EXTERIOR-INTERIOR FINISH 
© LIGHT, DURABLE, AND EASY TO HANDLE 


i 


LIST PRICE 


WALZ 


MANUFACTURING 
COMPANY 


FIREPROOF 


WRITE FOR FULL DETAUS 
531 WORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 


PROTECTION 








| 
W The MODERN Hectograph! 


R Consider the advantages of WRITO! 


Better Result more and better copies with immediate 
ing | 





ers Write for complete price 

1edul J mnd sales helps 
We offer you a real propositio: 
ROSS LABORATORIES, Inc 

4021 N. Hermitage Ave., Chicago, II! 
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BEAUTIFUL AND USEFUL 
GIFT ITEM in Plastic 


The ‘'Princess'’ Postal Scale is made in four 
attractive finishes—Variegated Marble—Mother 
of Peari—Circassian Walnut and Ebony Onyx 
The dia! is etched on frosted brass. It in- 
dicates the cost of postage in cents on all 
classes of mail matter. Simply place the letter 
on the platform, read the dia! and affix the 
postage. This beautiful scale will prove an 
attractive gift item for all occasions. 

















For sale by leading stationers. 
Send for postal catalog. 


Pelouze Manufacturing Co. 
232-42 E. Ohio Street 
Chicago, IHinois 


“Princess” Postal Scale 
Capacity | pound 
Circassian Wainut 











A Memo Recording Device 
Indispensable to Office 
and Home. 

Panels also designed for 
advertising message. 


250 Feet of standard size 
adding machine rell paper 


Sturdy Metal Construc- 
tion 

Mechanically Perfect 
Mechanism 


Medern-Streamiine 
Design 


Crackle Finish—in 
black and green 


Bakelite Knebs 


Order samples 
today 


PREVUE-RADSELL CO. 


538 S. Dearborn St.. Chicago, Ill. 


POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Sea 


REALLY EMBOSSES 
HEAVY PAPER FY 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 











MANUFACTURED BY 


MEYER & WENTHE, Inc. 


FREE LEATHERETTE POCKET CASE with EACH SEAL 
Established 1854 


Dependable Service for 87 Years S 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 








When You re Asked 





Pg 


Fas 


Can You Give Th m? 


Ask for your FREE opy of OFFICE APPLIANCES 
and subscription particulars 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 











ROLLING STORE LADDERS 


For use on Filing Cab- 
cata inets and Shelving, in 
I [ Offices, Vaults and Stere- 


rooms. 


\ | Y 
Ei) LIBRAR 
=} LADDERS 
me) Seesy ‘ Equipped with rubber 
| | tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 

and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for Uterature and 
prices. 


Manufactured by 


|. D. COTTERMAN 


155 N. Union Ave., Chicago 




















oO); Min 
SYNONYMS 


That guarantee you and 
your customers satisfac- 


Mo: SMOOTHNESS [mmtiemiat 


quality. 


MO STRENGTH 


Order from thei 7/(a7i(a [gt mal 
Originators CHICAGO, ILLINOIS 


SUBSII ARY OF 





OSEPH DIXON CRUCIBLE CO 











LOS 


LUT 








Free! esta tal Free! 








Dealer's Name Imprinted on Stamp Handles at No Extra Cost 


Over 1500 Different Stock Stamps on Hand for 
Immediate Delivery, all Chromium Mounted. 


3215 SHEFFIELD AVE., CHICAGO, ILL. 








“Modern Rubber Stamps That Cost NO MORE” 


24 Page Notary Manual COMPLETE Chromium Mount 
With Each Notary Seal CATALOG Display Stand 






Write Today BANKERS & MERCHANTS STAMP WORKS 


OFFICE APPLIANCES 





if 














Ask ter Chromium Mounts 


ee NO MORE Tags TheiOnteny " 




























SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No <> ae 
keys to punch. No tedi- ‘en \ Sah, €) sal 


ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 


free trial basis. Nation- ae 


ally advertised| Write Simply tip ins ey 
for details nowl _ — 









3468 N. Clark St. 


Meilicke. Systems, Ine. chicsse, i. 



















Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 
\ Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markilo Company, Mfrs. 
3633 S. Racine Ave. Chicago, U. S. A. 

















SERVICE CLIP- BOARDS 


The greatest improvement in 
years . . @ standard, staple, 
year-round seller 
GENUINE PLASTIC fibre-board 
not affected by moisture — all 
edges rounded. SURFACE smooth 
as glass—both front and back 
GUARANTEED not to warp, chip, 
split or splinter 
METAL CLIP cadmium plated 
meets Navy specification 
Ask about clipboard deal No. 10 
including free display 


SIZES 
No. 200 6!/, x 11” 
No. 203 6 x9 
No. 204 9 x 12!/,” 
No. 205 9 x 15!/,” 
No. 206 9 x17” 


SERVICE INDUSTRIES, INC. 
2025 S. Calumet Ave., Chicago 








5:00 


Faster Copies At Less Cost— 





O’GLOGK and the 3 


HI-SPEED 
RANSO POSTAL SCALE @ 





@ Faster than a beam type scale—no time = . 
No special skill required to produce brilliant, beautiful copies lost jiggling weights. Here is a Postal a i Se 
No ink, no stencil, no gelatin, no type are used. When you need Scale that gives foreign and domestic Stil? i Foe 
5 to 250 copies of bulletins, letters, forms, specifications or post postage at a glance without figuring a! :' 
cards use a SPEEDLINER. Hair line accuracy. Built to last a lifetime. ne: ES 
Users tell us that SPEEDLINER economies have enabled them to Caer ecetnaneia tlt ties tie in: =) 
save twice its cost in a few weeks. Add those SPEEDLINER prof aaa See if 
now. Price 900.590 let, plus tex modern, business like scale F | 

Ask your jobber for Bulletin No. 5 ot AE 


Write for further information 


KEEN MANUFACTURING CO., INC. 


Hanson Scale Co., 525 N. Ada St., Chicago ~ q 





800 North Clark St. Chicago, Ill. 











SALLIE 


eos trad 


SRE ISTO F5e 
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New Jmproved BRIEF BAG 


MASHEK Quality Cases have always stood on Merit 
alone. But here’s a Brief Bag to which has been added 
Extra Wide Opening; Protected Corners; Steel Rein- 
forcements to make it “stand up.”’ Lined and in a wide 
variety of leathers. 


Welcome to BOOTH B-6 
PALMER HOUSE Hata <a gaa 








’ rade Ww? 


See our New Improved Items for most Successful 
fall and holiday promotions on display 


BBR MASHEK Zo 


Bap York Office—Harold Atwood, 280 Broadway 





th Leathe MASHEK akea it better 











5 


LOCKING 


POSITIONS 
o 
Opens with 


one hand. 


Superior in value to many knives selling for 
much more. High carbon steel blade holds 
keen cutting edge well. Blade operates with 
one hand and locks safely in any one of four 
lengths, making it an ideal knife for home 
school, shop or hobby work. Unbreakable 
plastic handle is available in a wide range of 
lustrous colors. Retails for $0.50. $0.75 and 
$1.00. Send for trial dozen in display box at 
full discount. 


Visit the Gits Piant when you are in Chicago 
for the National Stationers Convention 


Dept. OA-! 


GITS Ky 


4600wWES es. 


CHICAGO 


ing Cx portation 


ILLINOIS 
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ORDER TODAY 


RAND MSNALLY 
WORLD ATLASES 


5 New Up-to-date Editions with Latest Maps and 
New Census Figures 


PREMIER EDITION $4.50 
STANDARD EDITION $3.00 
READERS’ EDITION $2.00 
READY REFERENCE EDITION $1.00 
INTERNATIONAL EDITION 
IN CLOTH $7.50 
IN FABRIKOID $8.50 





Free Display Kit—in- 
cludes window and coun- 
ter trim materials. 12 
pieces. Also newspaper 
mat service; window dis- 
play sketches. 











RAND McNALLY & COMPANY 


536 SOUTH CLARK STREET, CHICAGO 
NEW YORK—LOS ANGELES—SAN FRANCISCO 














more than a Smoker when 
me Ash-Ouway 
SR. 
Pee >) 










You are not buying 
rust i smoker when 
you buy Ash-Away 
you're buying a cleaner office or 
Hhome, you’re buying smoke free 
ASH -AWAY rooms, insurance against spilled 
SMOKERS ashes, scorched rugs and burnt 


furniture! With the Ash-Away 
Tray Models you're buying too, 
the convenience of an end table. 
A smoker is a smoker, but an 


GOOD HOUSEKEEPING 
AMERICAN HOME 





Sawerae Ash Away is more th ina smoker, 
it’s an udded convenience for the 
ofice or home. the perfect com 
nanion for the desk chair or easy 

Pre chair, the reception and 

Butt onterence rooms. 

Stubs Get an Ash-Away Smoker 
{she for extra smoker conven 

Disap pec jence 











THE NAGEL-CHASE MFG. CO. 


2811 NO. ASHLAND AVE CHICAGO 
D 
CHICAGO oh A NEW YORK CITY LOS ANGELES 
ican Furniture Mart 14 New York Fur Room 904, 742 S. Hill 
5115 Merchandise Mart niture Exchange ST 
WORLD'S LARGEST SMOKER MANUFACTURER 

















10 OFFICE APPLIANCES 


CONVENTION PROGRAM AND SPEAKERS 
(Continued from page 81) 
The Clegg trophy, presented by William Clegg, The 
Clegg Company, San Antonio, Tex 
The Ivan Allen cup, presented by Ivan Allen- 
Marshall Company, Atlanta, Ga t 
Presentation of the Hansell membership cup by 
Morris Hansell, F. F. Hansell & Bro. Ltd., New! Or- 


“After Defense Subsides”’ 









A feature event will be a special staging of the 
i ely Known radio program, the Univers ii Cnicago 
Round Table It will be Nnuiar to tne regu broad- 
‘ast in every way except that it will not be “om the 


: : : J. E&. FEELEY PETER MURRETT 
convention. It has not been Springfield Office Supply Co. Ryan & Williams, Buffalo, N. Y 


air The subject, “After Defense Subsides is. 2, 
f A 
| presented before and in all probability will not be Somngmee, tas District No. 2 


District No. 1 
riven again. The participants in the discussion will 
be William H. Spencer, dean of the school of business; 


Raleigh W. Stone, professor of industrial relations, and 


" 6 ‘ — . “-\* . 7 > mic T 
Maynard C. Krueger, professor of economics, all of 
e | vers of Chicago 
The nee t vill adiour?r ollow y r f 
A I 1a jOuUuTT) uOW INE Ss *% Ol | 
| 
fficer eports of ommittees The I W | 
| 
el de vel mpi ime to prepare nua 
, } ] " y ) h ] 
JaTIg ye qa even lI ) i 
Om 
1 
\ 10 ck Thursday mornil f eid 





{ I ne I I new Boar i Contro 
4 S1to! Wil warn l B ») © 
I k G Clu i or play it l ) er 
Manu ne fas Poe: Bae ruil E. R. KOCHHEISER A. J. MARKELZ 


letails of the ame. club. etc will b ivailable it The Charles Ritter Co., The Book Shop, Joliet, til 
, : P 4 Mansfield, Ohio District No. 
CL ist! On de@SK District No. 5 


<i © 
SPECIAL PLANS FOR FIELD DIVISION 
On Tuesday morning, October 7, an import 
ivelers of the industry present at le con- 
vention will be conducted, according to an announce- 
Y y Har Balch e Qu Park | elope 
Comp K is v president. ¢ e Fit Division 
f N.S.A M Balch indicates thi e Sé Vill 
» enlig nil discussio}! rre ind 
ure roblems yt ¢ ndu \ iS ¢ re oO 
velil ne Fred Seymour, vice-preside} H 
} C., | vill speak from the de view 
01] ri Va Dorn the Josep LLX ( Die 
Compa Jersey City, N J s schedule esS 
e group n e manufacturer’s sid 





st interesting aspect yA ne meeting 1s 1€ pian JACK HARPER G. PRESCOTT TUESLEY 
tart at eight-thirtv with a breakfast irrvine General Supply Co., Inc., Yakima Bindery & Prtg. Co., 
: is Te Albuquerque, N. M Yakima, Wash. 
Wlth the adaresseS and dIScuSs10onS alter tne Inner * District No. 10 District No. 11 


Oo elie 


or ate TO CHICAGO Regional Gove rors 


tea from page Yi 





S seell Chicago practi ynonymous 
| iS ABRIOE PATRBe fOr: it pares at 1940-1941 
é I ose things for whi ty nas 
econ famous Parks whit maintain ( ( 
4 ; . | + } ++ oe +7 7 « ney) . a ‘ - ye " 
museums, ZOO; conservatories, and publi rardens the additional attraction of natural habitat arrange- 


: magnificent drives, beaches and recreation centers ments for most animals, and the buildings have been 
with intensively developed programs in hob crafts constructed after the informal Italian farm style of 
1 the arts, as well as athletics. Probably » other the fifteenth century 

ty in the United States provides in its parks so many This Zoo has 2,286 animals and birds, including 
elaborate and varied facilities for indoor recreation representatives from every continent—the most pub- 

Just uth and west of Chicago’s loop i: cated licized being the two pandas 
ie Chicago Zoological Gardens, better known as the Educational facilities are exceptional and diversified 
Brookfield Zoo. This is a 176 acre park housing not The colleges and giniversities in and about Chicago 
only remarkably complete collection, but having make this area one of the great educational centers 




















A. W. GILL J. L. WHITE 
A. W. Gill & Co., Trenton, N. J. The White Co., Columbus, Ga. 
Ditsrict No. 3 District No. 





J. S$. PARROTT Ww. Cc. GUY 

Matt Parrott & Sons Co., Arkansas Prtg. & Litho. Co., 
Waterloo, lowa Little Rock, Ark 
District No. 7 District No. 8 








CARL G. GRIMES LOUIS CARACCI 
Grimes-Stassforth Stat’y Co., Nor-Wood Co., New York, N. Y. 
Los Angeles, Calif District No 
District No. 12 











Regional Governors 
1940-1941 


of the world. Whatever the interests or talents of the 
student may be he will find among the institutions 
located here many opportunities for their development 
under exceptionally favorable conditions. This is espe- 
cially true of those students desiring education in the 
medical sciences. With her fine universities providing 





a 


instruction in the basic sciences or pre-medical 
groundwork, her several first ranking medical schools, 
post-graduate schools and teaching hospitals, furnish- 
ing unparalleled opportunities for the more advanced 
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work, Chicago is in a position to provide medical 
education unsurpassed in any city. The entire re- 
quirements for medical education from those of the 
earliest pre-medical student to those of the most 
advanced research worker are available in Chicago's 
teaching institutions. 
—- 
CONVENTION COMMITTEES 
(Continued from page 101) 
Rose Cushman, N.S.A. 
Harry Tehan, Higgins Ink Co., Inc. 
Harry Balch, Quality Park Envelope Co. 
Exhibit Committee 
Harry Tehan, Higgins Ink Co., Inc., Chairman 
Joseph Strauss, Automatic Pencil Sharpener Co. 
W. W. Welch, W. W. Welch Co. 
Chicago Committee for Ladies Entertainment 
Al Baugher, The Carter’s Ink Co., Chairman 
L. O. Rose, National Blank Book Co. 
Ed R. Manning, Stein Bros. Mfg. Co. 
E. J. Conlon, Rockwell-Barnes Co. 
Jack Rushmore, Reyburn Mfg. Co. 
A. M. (Ben) Allen, American Lead Pencil Co. 
Jack McWilliams, Eberhard Faber Pencil Co 
Ed. Mendenhall, McMillan Book Co 
Karl Castle, Weis Mfg. Co. 
B. J. Powell, A. W. Faber, Inc. 
Will H. Cox, The Carter’s Ink Co. 
Rudy Janovsky, Wilson-Jones Co. 
H. J. Stephens, Rockwell-Barnes Co. 
Harry Allen, Eaton Paper Corp. 
W. J. Boyd, Acco Products, Inc. 
Duncan Conklin, Boorum & Pease Co. 
Chicago Golf Committee 
George Cormack, Wilson-Jones Co., Chairman 
Harry Balch, Quality Park Envelope Co. 
Garry E. Dell, Southworth Co 
Fred Jones, Horder’s, Inc 
Clark Roland, Marshall-Jackson Co 
R. B. Gingland, Esterbrook Pen Co 
National Publicity Committee 
C. H. Everly, Office Appliances 
C. P. Garvin 
Rose Cushman 
Banquet Seating 
Edward L. Little, Wabash Cabinet Co., Chairman 
Ray Eichenlaub, Service Steel Products Corp. 
Tom Gillice, Rockwell-Barnes Co 
Chicago Manufacturers Committee 
George Herrmann, The Heyer Corporation, Chairman 
Fred Pitt, Wilson-Jones Co. 
R. P. Carpenter, Sanford Ink Co. 
John Beadle, A. B. Dick Co. 
William F. Weber, Ace Fastener Corp 
George Aigner, G. J. Aigner Co 
Jack Gram, J. L. Hanson Co. 
Tom Emerson, Eversharp, Inc 
Paul Barrett, Johnson Chair Co. 
R. D. Pinney, Acme Visible Records, Inc 
R. J. Vojta, Frank Mashek & Co. 
Ladies Entertainment Committee 
Mrs. K. E. Castle, Chairman 
Mesdames Harry Balch, Russell P. Carpenter, Harry A. 
Chumley, Frank S. Cooper, W. H. Cox, Garry E. Dell, 
M. A. Dillon, Folger Fellowes, H. L. Fellowes, R. B. 
Gingland, J. S. Gram, G. H. Herrmann, Edgar R. 
Hooper, Elmer Krumwiede, Ralph Maneval, D. R. 
Pinney, Harry Short, A. R. Skibbe, Walter Snelling, 
and William F. Weber 


Note The ’ W. £ Lowe, E. l White & Co., Ft. Worth, 
governe iat t No. 9, appears on a preceding page with 
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From An Industrial Slant 


Many Lines of Office Furniture, Machines 
and Stationery Originated in This Great 
Central Market Place of the Nation 


HICAGO, with her more than 3,000,000 residents, is of necessity one of the 
leading industrial centers of America. Railroad lines radiate from Chicago 
to every part of the country like the spokes of a wheel. Industry and commerce 
employ thousands of men and women and countless tons of materials—from 
smelters, refineries, factories and packing plants—are trundled to the great 
railway yards and thence shipped to every point of the compass. 
Strategically planted upon what might be called the “half-way point” be- 
tween the East and West coast, the city has made the most of her opportunity 
Manufacturers, attracted by the many forms of easy and quick transportation, 
have likewise made the most of their opportunity by establishing their busi- 
nesses within her confines. So that, today, Chicago can match any other big 
city in the nation insofar as boasting of a large and diversified industrial center 
is concerned 


Among Chicago’s most flourishing industries is the office machine and Sta 
tionery field. This includes duplicators, calculating machines, loose-leaf, fluo 
rescent lighting and ribbons and carbons. In Chicago there are companies 
manufacturing leather goods handled by stationers, autographic registers (in- 
vented in this city); check protectors, machines which count, sort and wrap 


coins, postal scales, inks and adhesives, foun 


Many Branches Started in Chicago 


The business of rebuilding typewriters was started many years ago in this 
city and the stencil duplicating industry was pioneered here a half-century ago 
The first portable adding and calculating machine to achieve prominence in 
the national market was developed in Chicago. During the past twenty-five years 
the gelatine roll type of duplicator has been greatly developed in this city. Like 
wise the loose-leaf business was given its first practical development here, because 
it was in Chicago that inventors perfected many of the important types of ex- 
pansion binders. Chicago can also claim the credit for introducing 
propelling pencil and for contributing to its highly successful development down 


through the years 


Still other firms, some of which can claim the title of pioneers by reason of 
heir early start in Chicag perating big plants for the manufacture 
of numbering machines, time clocks, rubber stamps, metal specialties and seals 
Other companies of many years standing manufacture desk files, mail sorters, 
index tabs, box storage files, gummed tape and dispensers, paper fasteners and 
stapling machines. The city is also the home of ! wholesale stationery 
companies in the United State. 

Within a few miles of th ity there are still other manufacturers whose prod 
ucts are sold through the statione! ndustry. Included among these are makers 
of steel office furniture and suc] llied lines as Steel shelving, partitions, fil 


cabinets and vault equipment 


Here Endeth the Special Welcome to Chicago 
and N. S. A. Convention Section of the 
October, 1941, Number of 
Office Appliances 
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VICTOR 


VIC TOR 


RIDE THIS HORSE 
coves TC) Pee 


Hitch your business wagon to the Victor 
Horse. Its a steed that will carry 
you swiftly and surely to wider sales 
opportunities and greater profits with 
“ consumer approved - lines 





the major 
illustrated here. 


Take the first step today — write for 
complete dealer information. 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 


“CONSUMER APPROVED” PRODUCT: 


ARE SOLD ONLY THROUGH DEALERS 
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VICTOR 
Tele) 4 
VISIBLE 


FREE SALES-MAKING DISPLAY 



































VICTOR CERTIFIED SAFES 


VICTOR FILING | 
4 Hour — 2 Hour — | Hour 


AND SUPPL 


THESE VICTOR “CONSUMER APPROVED” PRODUCTS 


ARE SOLD ONLY THROUGH DEALERS - 
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UCL 
SECTIONAL VISIDIE 
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FREE SALES-MAKING DISPLAY 
AND DEMONSTRATOR 








“MAK-UR- -OWN 
INDEX TABS 


worn 


Mo. % YELLOW [seer stmt 








VICTOR MAK-UR-OWN ie, 
‘ ae VICTOR TREASURE CHESTS 


CELLULOID INDEX TABS | CERTIFIED PROTECTION FROM FIRE 
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TRADE MARK 
REG.U.8.A. 


NORTH i tnd N. Y. 
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‘ . — ; 2 ~ MICTOR VISIBLE 
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VICTOR CABINET i}; 7 
git ; i INSULATED 
VISIBLE 2m 
it * ‘ , 
_ *Sold only through exclusive dealers — sires ak 
ee é 


THESE. VICTOR “CONSUMER APPROVED” PRODUCTS: 
ARE SOLD ONLY THROUGH DEALERS 
*Many profitable territories are still open. Yours may be one of them. . . write today. 





OCTOBER, 1941 


U. S. DISTRICT COURT FINDS FOR BATES IN 
PATENT LITIGATION 


In a ruling handed down recently by the United 


States District court, district of New Jersey, in a civil | 


case in which the Zephyr-American Corporation 
sought to have two patents held by the Bates Manu- 
facturing Company declared invalid, a judgment was 
given in favor of Bates in the following language: 

“A decree will be entered for the defendants estab- 
lishing the validity of the Drucker and Peter patents 
and against the plaintiff for infringement thereof con- 
taining such provisions as may hereafter be fixed on 
notice.” 

The litigation was based on the alleged infringement 
of two patents involved in the operation of the Bates 
rotary index list finder. Bates asserted that Zephyr- 
American has infringed its patents by selling a device 
similar to its list finder whereupon the Zephyr- 


American Corporation attacked the validity of the two | 


patents which are the Peter patent No. 2,115,537 and 
the Drucker patent No. 1,895,409. 

In ruling, the court declared that the Bates Manu- 
facturing Company acquired the Peter patent and the 


various features contained therein were incorporated | 


into the rotary list finder. It was also established by 


the court that Bates’ attorneys, during a search for 
previous patents, found one listed as the Drucker | 


patent and, because the Peter patent infringed upon 
it, bought the Drucker patent outright, thereby becom- 
ing owner of both. The ruling read in part: 

“There is some doubt as to whether this court has 


the power to entertain counts in a declaratory judg- | 


ment complaint, charging unfair competition. It is 


not necessary, however, to pass upon that question | 
here, since assuming the validity of the counts I am | 


convinced that the notices sent out to the trade by 
the defendant, Bates Manufacturing Company, and 
their conduct in protecting their rights under the 
Drucker and Peter patents were fully justified.” 

As soon as the court’s judgment was handed down 
the Zephyr-American Corporation announced that an 


appeal would be taken. 
—- <- 


SAN ANTONIO NEWS JOTTINGS 


Gerald Barr, salesman in the small goods depart- 
ment of Maverick-Clarke, is the first among the sta- 
tionery trades of this city to be caught in the draft. 
He joined his regiment this past month. . . . Miss 
Leslie Turner has joined the sales staff of the social 
stationery department of this firm. Mrs. Ruby Teller 
is department head. ... Mr. and Mrs. M. R. Allen 
(Central Typewriter Company) have returned from a 
trip to Chicago where Mr. Allen called on many of the 
typewriter establishments getting sales and service 
information and placing orders for approximately 
$1800 in machines. ... This firm has been named dis- 
tributor for San Antonio and twelve adjacent counties 
for the Egry autographic register... . Dick Wayne has 
joined the sales staff of this organization. .. . Type- 
writer Service Company of Corpus Christi, owned and 
operated by H. T. and H. S. Patterson, and W. W. 
Underwood of Brownsville, have been named Reming- 
ton Rand agents working through the local branch. 
.. . Louis Dromgoole, salesman for the San Antonio 
branch of the Royal Typewriter Company, has been 
named the “Number One” man of this office. He was 


first in sales for the Texas district for the months of | 


June, July and August, being awarded a trip to the 


factory. He was first in a sales event held earlier in | 


the year. And in a recent golf foursome, he made a 
hole in one. Then on top of this, his baby girl was 
awarded first prize in a statewide baby contest held 
in Dallas this year. . . . Don Wierman, formerly of 
Chicago, has been transferred to this branch as fore- 
man of the service shop. ...G. L. Davis, branch man- 
ager, has returned from a trip to El Paso, New Mexico 
and points west, where he reports business in good 
shape. . 
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.. J. Andrew Smith of the J. Andrew Smith | 


SPECIFICATIONS? 
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Come in. 
or... eet ...... 
and chew the fat 


Space J-1 


Refreshments and Smokes 


Due to our inability to 
accept new dealers, we 
are not showing any of 
our products. 


WE ARE HERE ONLY 
TO GREET OUR 
FRIENDS — 


Not selling — just to 
say hello. 





You're invited 


GUNN 


FURNITURE CO. 
GRAND RAPIDS, MICH. 

















OFFICE APPLIANCES 


Company, has been named a member of the board of 
directors of the Little theater. In addition, as in the 
past, Mr. Smith will play a role in the several plays 
this group will sponsor this season. ... Mr. Smith has 
also been named a local member of the Pan-American 
good will group, organized to establish and maintain 
good will with Pan-American countries.—BCR 
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SCROGGINS LIGHTS THE WAY for customers with a 
new neon sign which he has recently installed outside his 
place of business, the Fred R. Scroggins Sales Agency, 115 
South First street, Harlingen, Tex. The sign measures 15 by 
2'/, feet. The name “Scroggins” is in power white, “Type- 
writers” in power green, the border outline is power yellow 
and the “Est-1927” in power red. The unit is of the flasher 
type insofar as the border outline and the “Est-1927” are 
concerned, the rest of the sign being non-flasher. Mr. Scrog- 
gins is the local sales agent for Underwood typewriters and 
Sundstrand adding machines. 

COLUMBIA PROMOTES DUGGAN AND BANKS 

T. G. Duggan, who was for ten years district man- 
ager for the Columbia Ribbon & Carbon Manufactur- 
ing Company, Inc., on the Pacific Coast and who did 
a splendid job in building up that territory, is moving 
up to take over new duties at the Columbia main 
office at Glen Cove, in October. Mr. Duggan becomes 
assistant to the sales manager and is to be in charge 
of sales promotions in the eastern territory. He plans 
to attend the National Stationers Association conven- 
tion in Chicago where he will avail himself of the 
opportunity to become acquainted with eastern dealers 
attending the convention. Mr. Duggan is a veteran of 
twenty-one years of service in the Columbia organi- 
zation. 

Succeeding Mr. Duggan on the west coast is R. L. 
Banks, with seven years of service in the Columbia 
organization to his credit. He is well known in that 
territory for the excellent job which he has done. 
During the past four years he has been handling sales 


in Southern California. 
aioe 
FINZER MAKES COUNTY OFFICE INSTALLATION 
W. E. Finzer & Company of Seattle, Wash., have 
completed an installation of Elliott Addressing Ma- 
chine :Company equipment in the assessor’s office of 
the Snohomish County tax department at Everett, 
Wash., under the supervision of Charles B. Martin. 
The equipment, which is for making out the tax 
rolls, is patterned after the system now in use in King 
County, Wash., which was designed by Mr. Finzer and 
constructed by the Elliott company. The pages of the 
tax rolls are printed after a pattern made by Mr. 
Finzer at the time the machine was designed and the 
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Drawer Cabinet 
Model 8 


e great versatility of the Postindex Line makes selling 
sy... because it includes a device to meet every job! 


@ The Postindex Visible Index Dealer is in an unique 
position. First because he can offer his customer Acces- 
sibility, Usability and Time Saving on all operating 
records plus the most complete line of devices to suit 
the job. Second Postindex gives the dealer a complete 
well-organized kit of sales-making material that his 
regular salesmen can use, thus making it unnecessary 
to hire high-priced specialized salesmen. 


Postindex offers the most accurate and positive = 
spacing medium. It is the Postindex Trunnion o, 
Wire form holder—really a roller bearing form ~ 










Sostindex Visible Files 


A DIVISION OF 


Flat Book ; 
Cabinet 
Model 5 





ee 


Rotary Stand Model 12 


spacer. Postindex offers pocket-type holder for single 
cards—four-page forms—hinge clips—and combina- 
tions of pocket form and cards on hinge clips offers 
advantages that can't be matched in the Visible 
Record field. 


Today facts are often more valuable than raw mate- 
rials. This gives the Postindex dealer a selling oppor- 
tunity that has never before been equaled. 
Perhaps your territory is still open. Wire or 
write today for complete information to Postin- 
dex Division, Art Metal Construction Company, 
Jamestown, New York. 
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OFFICE APPLIANCES 


NATION-WIDE RECOGNITIO 


COMMERCIAL CHAIRS 


Every genuine salesman and merchant is keenly 
interested in his customer at all times. Whether 
the demand is light or heavy, he seeks oppor- 
tunities to study his customer's problems, to make 
recommendations that will result in saving time 
and promoting accuracy, installing furniture and 
equipment better fitted to the requirement—to 
give friendship new meaning in more unselfish, 
whole hearted cooperation. 







Executive 
Chair 
No. 882 





eS ee 
= 


ppeeeee* 





Secretarial Chair 
No. 81 


Reception Chair 
No. 817 


WELCOME N.S.A. CONVENTION 
OCT. 6-9, CHICAGO, PALMER HOUSE 


Visit our exhibit—Booth E-5—See the most 
outstanding commercial chair line 


in America. 


LOU KOERNER—GEO. LITCHFIELD 
W. H. BROWN—ART. BARTH 
IN ATTENDANCE 





JASPER 
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OR MERIT OF DISTINCTION 
by JASPER CHAIR CO. 


Wherever the Jasper Chair Co. line of leather 
upholstered office chairs is displayed, a natural 
interest develops among general executives and 
office managers. The quality construction that 
comes from keen minded craftsmen at work amid 
high grade materials—fine walnut woods, top 
grain genuine leathers, etc., sounds a responsive 
chord. Arrange now for a display of these fine 
chairs in your store. See our catalog. 






Jurist Chair 
No. 880 








tenographer’s 
Chair 
No. 87 


Professional 
Man's Chair 
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REPRESENTATIVES 
E. W. Thomas, (Southwest) Geo. A. Litchfield, Sales Mgr. James S. Fowls, (Southern) 
Box 3493 Peninsula Station P. O. Box 1118, 
Daytona Beach, Florida St. Petersburg, Fla. 
W.H. Brown (Chicago-Midwest) S.H. MacDonald, (West) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave., 
(Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. 


CHAIR CG. 


IN DIANA 
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For Essential Help to All Business 
—Graffco Products 











‘ 


*~? Te Megs 








These superior Maptacks, for instance, are in real de- 
mand for bringing graphic life and value to maps and 
charts. They visualize sales and distribution, indicate loca- 
tions, emphasize trends and changes. Widely used by politi- 
cal and governmental organizations, ete. Brilliant colors; 
needle points. A thousand combinations of colors, sym- 


bols, etc. 


MAPTACKS... 


naffer 


SIGNALS... 


Graffco’s modern Signals in- 
crease the efficiency and ref- 
erence speed of vertical and 
visible records by 50°, to 
200°)... A complete line for 
every type of system. 








e NU-VISE e 


The new Signal for vertical card rec- 
ords. Easier to attach; grips firmly. 
No projections to catch on other cards. 
No increase in thickness. In 12 bril- 
liant colors, and printed sets. 








e NU-VIZ e 


The “streamlined” Signal for vis- 
ible records. Patented construc- 
tion for ease of attaching. No up- 
turned lip to catch on other cards 
or sheets. Of plated steel, in 
1 styles, 3 widths, 12 brilliant 


colors. 





e CELLUGRAF -e 


The unique celluloid Signal with the 
grip of steel . . . for visible systems. 
Transparent style in 6 colors and 2 
sizes gives full visibility to data. 
Opaque style in 4 colors and 2 sizes, 
with matte surface for added pen or 
pencil notations. 

Also . . . the famous Vise and Viz 
Signals, Vise Clips, Index Tabs, and 


other items. 





The Accent is on Essential Things. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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name of the legal owner and the property description 
are printed in one operation, only thirty-six seconds 
being required to fill one page of the records. This is 
made possible by a system of feeding the plates in 
from the side and by an automatic spacing device 
which moves the page the exact amount for each 
impression of the specially cut plates —BBC 





PROMOTED BY UEF.—E. C. Barnard last month was appointed 

manager of the Underwood Elliott Fisher Company's San Diego 

(Calif.) branch office, according to an announcement of General 

Sales Manager W. F. Amold. Mr. Barnard began with UEF in 

1932 as a typewriter, adding machine and accounting machine 

salesman attached to the San Diego office. His home is in El 
Centro, Calif. 


—_——_—_o-— 9 


“WORDS” 

The third edition of “Words, Their Spelling, Pro- 
nunciation, Definition and Application,” has recently 
been published by The Gregg Publishing Company, 
New York, N. Y. The book contains 216 pages and 
was compiled by Rupert P. SoRelle and Charles W. Kitt. 

Unlike the usual makeup of grammatical and spell- 
ing “guides,” the book is written in such a manner as 
to make for easy understanding, from a grammatical 
point of view, of its contents. A capital example of 
this factor is the section devoted to “Rules for Spell- 
ing,” where simplified explanation is the rule and not 
the exception. Under a sub-head of “When silent final 
E is omitted,’ the following explanation is given: 
“Words ending with a silent e usually drop the e before 
a termination beginning with a vowel.” Then follows 
a list of words in this category together with their dic- 
tionary definition. 

The subject is thoroughly covered under sub-heads 
of “When silent final E is retained,’ “When a final 
consonant is doubled,” ‘“‘When a final consonant is not 
doubled,” and “When a final Y is changed to I.” 

Other chapter headings which are explanatory of the 
book’s remaining contents include the following: 

“Word beginnings and endings,” “Word Usage,” 
“New Words,” ‘Words used in business” and “Words 
used in special businesses and industries.” 

— 


PEORIA COMPANY SETS SALES RECORD FOR 
ROYAL 

The unusual achievement of making a full year’s 
quota of sales in a period of seven months last month 
won for the Peoria Typewriter Company, Peoria, IIl., 
a letter of congratulation from the Royal Typewriter 
Company. The letter, written by Royal’s Vice-President 
M. V. Miller, read in part: 

“Your achievement of making a full year’s quota in 
seven months is a record of which you can be proud. 
Royal appreciates this evidence of your skilled work 
and excellent salesmanship.” 

The Peoria business is owned by A. H. Kellstedt and 
J. C. Pavloski, both of whom have been members of 
the office machine industry for sixteen years and are 
the exclusive dealers for Royal standards and portables 
in Peoria and surrounding territory. 
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Because— é 


More people prefer Parker PENS and SETS 


The phenomenal 


More people own Parker new Parker “51! 
More people buy Parker Imperial Vacumatic 
r Laminated Pearl Vacumatic 
than any 4 Sac and Sacless Duofold 
other pen ’ A Parker Writefine Pencils 


Parker Desk-Pen Sets 
Parker Quink and “51” Ink 





THE JEWELS OF PENDOM 
WITH THE FAMOUS BLUE ¢ DIAMOND GUARANTEE 
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CUT FILING COSTS 


MAYBE CUTTING THE GAL IN HALF IS 
DONE WITH MIRRORS — BUT WE KNOW 


Its ne trick te sell 
WABASH ALPHA-MERICAL 


SYSTEMS 


You can cut the cost of fil- 
ing and finding in half just 
like magic. Investigate now. 


THE WABASH CABINET CO. 
WABASH, INDIANA 


The line that's sold only through dealers. 

















i Ul 


HE WABASH CABINET COMPANY 
| 142 E. WATER STREET, WABASH, INDIANA i 


Rush our special presentation of The Wabash Line—o vol- 
| ume that will help us to bigger profits! Is an exclusive i 
sales franchise available? 


i Name t 


Address - 
—— ao eo ee ee oe 
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HAVERTON WITH SUNDSTRAND IN CHICAGO 


Van W. Haverton, who has been selling Sundstrand 
adding machines almost from the time of the organi- 
zation of the old Sundstrand Adding Machine Com- 
pany, has rejoined the Chicago office of Underwood 
Elliott Fisher Company as special representative. He 





VAN W. HAVERTON 


has taken over many of the Sundstrand accounts for- 
merly handled by the late Phil Sea, with whom Mr. 
Haverton was associated for nearly twenty years. Mr. 
Sea was his superior until the Sundstrand company 


| was merged with Elliott-Fisher to form The General 
Office Equipment Corporation, later to become Un- 


derwood Elliott Fisher Company. Mr. Haverton is 
glad to be back selling in Chicago after a short period 
elsewhere in the Middle West. 
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COVER OF STANDARD RECORD COMPANY’S NEW FOLDER 
WHICH IS DESCRIBED ON PAGE 8. 


BRIDGE LESSONS SELL BRIDGE SUPPLIES 
FOR STEIN 


Basing its plan on the thecry that “people don’t 
appreciate what they don’t pay for,” the Stein Sta- 
tionery Store, Santa Ana, Calif., has developed a new 
bridge-lesson sideline which, although there is a fee 
involved, nevertheless makes money for the store. 

The plan was worked out by Sam Stein, owner of 


| the business, who passes on the idea for the benefit 


of stationers in all parts of the country. He says: 
“Although a number of big department stores give 


| free bridge lessons to draw customers we find that 


people don’t value anything unless they pay for it. 
So we engage a Culbertson expert to give a series of 
six lessons at a rate of $2.25 the series. Instead of 
holding the sessions in an auditorium as do the big 
department stores, we give ours in the store’s bridge 
department where the ‘pupils’ are surrounded with all 
the appurtenances of the game—tables, chairs, cards, 
score pads and many varieties of prizes. 

“The lessons are given on Wednesday morning, 
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NECESSITIES 













No. C 112 
LETTER SIZE 
1242” x 104,” 
x 24” 


$500 
COLE STEEL TRANSFER CASE 


A high-grade steel Transfer Case. Can be interlocked and 
stacked to the ceiling. Olive green, baked enamel finish, brass 
plated card holder and solid steel handle. Electrically welded 
throughout. 


No. 2712 
27 DRAWERS 


$2520 
UTILITY CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, cancelled 
checks, catalogues, samples, tools and dies, letters. Olive green 
baked enamel finish. Plated card holders and handles. Adijust- 
able steel drawer partitions available at slight additional cost. 


PRONTO “2° 


NEW YORK 


FILE CORPORATION 


DEFENSE PLANTS 






No. 458 


“T°” 
Letter Size 
Green 


COLE PORTABLE DESK FILE 


This new combination letter file and safety personal compart- 
ment keeps private papers really private. Swivel casters insure 
utmost portability. Reversible follow block permits use on 
either side of the desk. Privacy assured by locks for both com- 
partments. Brushed brass handles. In Olive Green (smooth or 
crinkle) grained walnut and grained mahogany finishes. 


AIA LER EEE ee 






No. 4028... $57 


Base 141,” high $7.75 extra 


BLUE-PRINT CABINETS 


8 drawer cabinet designed for safe keeping drawings, maps, 
tracings, art work and blueprints up to 24” x 35”. Heavy gauge 
furniture steel. Electrically welded throughout. Drawers glide 
smoothly and easily. A hood in the rear and a lift compressor 
in the front of each drawer keep prints and drawings in perfect 


COLE 


STEEL EQUIPMENT CO. 


order. 
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No. F760S 


Apply those good sales ideas 
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you get at the convention, to JACKSON DESKS 


A good idea deserves a good workout on merchandise of 
merit. An old rule, true indeed, but just as effective as ever 
in building up that good sales total. 

Throughout the U. S. today are industries operating to 
the limit of capacity. Production executives, engineers and 
superintendents are carrying extra loads of responsibility 
and manufacturing detail. 

Men who formerly kept their information in their hats 
find it necessary to organize their data in written, classi- 
fied form. They need an office for their control center, fur- 
nished and equipped to make quickly available accurate, 
detailed information. 

For which we recommend the two fine JACKSON DESKS 
shown here, and seven other handsome, up to date designs 
of the Jackson line. Examine them both for appearance- 
impression value and for facilities aiding executives in 
producing and studying facts, and making decisions. 

Arrange now for a showing of the Jackson line in your 
display. Catalog and details on request. 


The Zephyr 700 grade shown above fea- 
tures all rounded corners, open base 
design enabling the user to swing out 
or slip into his chair in working position. 
Island base as shown or centered leg 
base optional. Made in 66, 60 and 55 
inch widths—typewriter desks to match 
in fixed platform, center drop and 
pedestal types. 





The 3000 grade shown below is an 
authentic Chippendale design, expertly 
crafted of carefully selected genuine 
walnut or genuine mahogany. Panels 
are three ply ' inch thick with grain 
of veneer vertical. Finish is standard 
brown walnut and medium red ma- 
hogany, dull rubbed all over. Made in 
72, 66 and 60 inch lengthe. 


JASPER OFFICE FURNITURE CO. 


JASPER 
INDIANA 


REPRESENTATIVES 


JAMES H. DAVISON 
Hotel Figueroa, Los Angeles, Cal 


MARION V. FOLLIN 
220 Fairbanks Rd Riverside, tt! 


GEORGE 8. WRAY 
130W. 42d St., Rm. 819, New Yorr 


Ss. R. EVANS 
421 Hampton Court, Athens, Ga 


HOWARD MALEY 
11S Tarbell Ave., Bedford, Ohio 


tL. H. McDaniel 
2718 Cockrell Ave., Ft. Worth, Tex 


No. F3066 


CHARLES L. PETTIBONE 
Bedford, Ohio 
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rather a dull time of the week, and on Wednesday 
evening when the store is kept open for the con- 
venience of our customers. 


“The price charged for the six-week course gains | 


us a desirable clientele for it eliminates the merely 
curious and gives us a group sincerely interested in 
the game and one which can be depended upon to 
make substantial purchases all during the season. The 
instructor, of course, does not refer to bridge supplies 
in any way but merely confines himself to the rules 
and fine points of the game. But the fact that the 
classes are surrounded with all the accessories fami- 
liarizes them with our entire stock and they turn to 
us as a matter of course when giving bridge parties, 
either private or public.”—-WB 


—__—_—___2—>—e-_____ 


es se 








MEET THE EDITOR AND HIS UNDER- 
WOOD.—Thirteen-year-old Dwight 
Wheeler of Detroit, Mich., needs his 
Underwood typewriter more than the 
average kid needs his bike, skates or 
baseball bat. Dwight runs his own 
paper called The Midget News, which 
was launched with a capital of five 
dollars, of which ten cents was given 
away as a prize for the best name for 
the paper, in September, 1939. Since 
that time the youthful editor has in- 
terviewed and written stories about 
such celebrities as Edgar A. Guest, 
Mrs. Henry A. Wallace and others 
while the .paper’s subscription list 
includes Deanna Durbin, Shirley Tem- 
ple, Jane Withers and Edward Everett 
Horton. 
*—-o 


LOWMAN & HANFORD EXPANDS 

Taking over adjacent store space, the Lowman & 
Hanford Company, pioneer stationery house of Seattle, 
Wash., has expanded to the south of its location at 
1515 Second avenue. Next to this main store and office 
headquarters for the executives of the firm which 
has a number of stores at Seattle and at Olympia, 
Wash., the organization has taken over and remodeled 
1513 Second avenue,—so that it now operates a store 
over four store “fronts,” or stretching from 1513, 
through 1515, and 1517 to 1519 Second avenue, inclu- 
Sively. 

Garfield Williams, long with the Lowman & Han- 
ford setup, has been placed in charge of the separate 
quarters just opened this September at 1513 Second 
avenue, wherein have been included much photo- 
graphic material, under his direction. In announcing 
opening of the expanded store and additional new 
location, O. G. Bayless, vice-president and sales man- 
ager of the company, stated that “many new facilities 
and conveniences have been installed in the new 
store.” 


As one of the pioneer stationery businesses of the | 
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IN FINISHES TO MATCH 
METAL OR WOOD DESKS 


Here’s a comfortable, dependable and practical posture chair 
with adjustable back and seat that can be custom fit to 
individual requirements. Designed to meet a “ready made” 


demand that is rapidly expanding. 


Underneath upholstery of seat and back is soft, form-fitting 
FOAM RUBBER. Upholstered in duPont perforated Cavalon that 
provides healthful ventilation. Equipped with easy-swiveling 
ball-bearing casters with soft rubber wheels. 


One or more of these chairs on your display floor will enable 
you to secure a lucrative sales volume. And every chair sold, 
helps to sell another builds profitable repeat business! 
Order your display chairs NOW for prompt delivery. 


Write for further information on the extensive B. L. Marble 
line that includes all-wood and upholstered chairs for every 
conceivable requirement of modern business. 


THE B. L. MARBLE CHAIR COMPANY 


( Manufactu {W 


BEDFORD, OHIO 
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A Glorious SALES OPPORTUNITY 
For COMMERCIAL STATIONERS! 


Mary may not really be a prospect for a 


Miami Autographic Register, but there are 
hundreds of small business men in your 
community who should use a Miami Auto- 
graphic Register system. The Miami Line 
with the Miami Mite and Plastic Portable 
for smaller installations and the Miami Man- 
ifolder or Refolder for heavier set ups is 
the specialty line for you. Form business 
repeats regularly. Write today for catalogs 


and sample forms. 


SEE US AT THE N.S.A. CONVENTION 


Visit Booth J-5. Find out how you can meet 






today’s sales problems with Miami Auto- 


MIAMI 
MITE 


BOOK-PAC REGISTER 
FITS THE POCKET 


WRITE FOR YOUR COST 
and Minimum Selling 
Price. 








graphic Registers. 












The MIAMI SYSTEMS CORPORATION 
CINCINNATI, OHIO 
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Puget Sound region, the Lowman & Hanford Company 
was first established in 1882, but was reincorporated 
in 1935, being one of the first firms in the Northwest 
which was compelled at that time to reincorporate 
because the time limit of its original papers had 
expired.—_CML 






WOO THMES 4 Say 


Texcet 














SMALL BUT MIGHTY.—A new counter merchandiser recently 
made available to the dealer by the Industrial Tape Corpora- 
tion, New Brunswick, N. J., displays a fine assortment of Texcel 
tape but takes up only seven inches of counter space. It is 
suitable for counter or window and shows the three most 
popular sizes of Texcel. It is available in the company’s deal 
No. 532 which includes 24 ten-cent rolls, 12 fifteen-cent rolls 
and 12 twenty-five cent rolls of Texcel. The entire unit is 
seven inches wide, five inches deep and 11'/, inches high. 


—— Oe — 


NEW PACKAGING FOR WEBSTER CARBONS 

The F. S. Webster Company, Cambridge, Mass., has 
introduced to the trade a new type of packaging for its 
five leading brands of carbon papers together with a 
modern numbering arrangement which simplifies or- 
dering and gives the dealer a clearer picture of the 
contents. 

In designing new top labels the artist purposely cre- 
ated a “family” group, whereby an identical arrange- 
ment at top and bottom is followed through for all five 
brands. The difference is found in color, which varies 
for each brand, and in five different center panels. 

Laminating and lacquering accentuate the rich col- 
orings and keep the boxes in a “well-groomed” condi- 
tion by preventing scuffing. The five brands which are 
grouped together in the new packaging scheme are 
Multikopy, Web-Star, Old Oak Tree, Webco and Typ- 
O-Typ. 





THEY PLAY BALL FOR R. C. ALLEN IN A BIG WAY.—For 

two years running this softball team of Allen Calculators, Inc., 

has taken the “Class A” championship of Grand Rapids, Mich., 

and other local teams are wondering if, when and how they're 

ever going to be licked. On the other hand, the team is con- 

fident that they will be holding their hard-won record for 
many moons to come. 
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CARD FILING SYSTEMS 
Three complete systems for card filing. 
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CARDS — PLAIN AND PRINTED 
Plain and ruled cards in six grades 
and four weights—253 stock forms. 
Unequalled facilities for producing 
special forms. 
_——~ 





FASTENER FOLDERS 
Corner-clip and two other types. 
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MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 
counter items. 




















SPACE-SAVER GUIDES 
This new, patented guide in all sizes 
and tab positions. 























LETTER FILING SYSTEMS 





Six complete systems of Applied Indexing 


for letter filing. 











BUYING FROM more than one 
source of supply may be the rea- 
son why the profit making, busi- 
ness building items pictured don’t 
represent 30% of your volume. 

You can earn these missing 
profits with the 8,000-item Shaw- 
Walker franchise because: 

1. All filing supplies, systems 
and cards your customers use can 
be purchased from Shaw-Walker. 

2. By combining your require- 
ments you earn extra discounts. 

3. Selling is easier. You need 
learn only one sales approach. 

4. Inventories simplified. 

5. Easier for your employees to 
learn the stock. 

6. Line includes hundreds of 
fast selling, repeat items avail- 
able only from the Shaw-Walker 
dealers. 


Selling rights are obtain- 
able in many cities. Write. 


GHAW-WALKER 





Muskegon, Michigan 
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CARD GUIDES 


221 Stock Numbers, Two Grades, Six 


Styles. 





FILING 
DEPARTMENT 


ACCESSORIES 

Everything for the 
filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. i ) 
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FILE GUIDES 

Two Grades — All Sizes — 10 Styles — 

Includes plain, celluloid, Space-Saver 
and metal tabs. 





FILE FOLDERS 
212 Stock items — Three 
grades— Four weights. 
Includes the famous 
NorthKraft and Berkshire 
Manila brands. 
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MACHINE BOOKKEEPING 
SYSTEMS * 
167 stock forms. Facilities for pro- 
ducing special forms. Five types of 
ledger indexing, all sizes. 


Yours may be one of the cities in which Shaw-Walker 


now wants to improve its representation ")\ 24 ge KO) DY. 8 4. 
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MEET THE NEW ARRIVAL! 


Stewart-Luhn Company makes its bow to the stationery 
trade. New in name only, this new company boasts a 
Pedigree. Here is a company with a staff of experienced 
craftsmen that prides itself on knowing the fluorescent 
needs of commercial stationers. 








No. 1033— 


$g:95 
less tube 


Solid walnut base 
Bronze ornaments 
Statuary bronze finish 


Baked porcelain type re- 
flector 


Adjustable shade 


For A.C. current—15 watt 


No. 203— 
$g:'5 less tube 


Ideal for small office, stores, show-rooms 

Molded, unbreakable plastic ends 

Translucent colors—Blue, Red, Ivory and Green 

Quickly installed. Equipped with 4” holders—6” hold- 
ers 35c extra 

Can be supplied with canopy and strap for permanent 
installation which has Underwriter’s approval 


For A.C. current. 


$7:65 
No. 202——White and chromium metal ends 


less tube 


IMMEDIATE DELIVERY. Write for Literature. 


903 MERCHANDISE MART 
CHICAGO, ILLINOIS 


designers and manufacturers of fluorescent lighting equipment 
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Arthur Bergstrom, well-known Sioux City stationer, 
golfer and sportsman, was married on August 28 to 
Mrs. Gladys M. Frakes of that city. Mr. and Mrs. 
Bergstrom have returned to Sioux City after a two 
week trip and are at home to their many friends at 
1809 Morningside avenue. Mr. Bergstrom is the mana- 
ger of the stationery department of the Perkins 
Brothers Company of Sioux City. 

ei 

Lieutenant W. Daley, of St. John, N. B., Canada, 
now attached to a Canadian army supply depot at 
Fredericton, N. B., was married recently at Albert, N. B., 
to Miss A. Geldert. Lieutenant Daley was formerly a 
staff member of the St. John branch of the National 
Cash Register Company, obtaining a commission in 
the Canadian army early last year—WJM 

de 

A recent wedding in Portland, Ore., was that of Miss 
Esther Ruth Sohm, daughter of Mrs. Ernest F. Sohm, 
and Herbert W. Ehrsam, son of Mr. and Mrs. H. K. 
Ehrsam, who were married at a candle-light ceremony 
at Centenary Wilbur Methodist church. After a wed- 
ding trip to Victoria and Vancouver, B. C., Mr. and 
Mrs. Ehrsam will be at home to their many friends 
in Portland, where Mr. Ehrsam is connected with the 
Standard Stationery & Printing Company.—BBC 

Se ae 

Richard L. Whitehead, salesman for the Pacific Sta- 
tionery & Printing Company, Portland, Ore., and Miss 
Helen Edna Nunenkamp, daughter of Mr. and Mrs. 
Carl Nunenkamp, were married the evening of Sep- 
tember 12 at Mt. Tabor Presbyterian church. After 
a short wedding trip the young couple will return to 
Portland to make their home.—BBC 

aa 

The marriage of Miss Dorothy Naomi Nelson, of 
Little Rock, Ark., and Patrick H. Morris, of Allsopp & 
Chapple, a stationery and office supply store in, the 
Arkansas city, was held on August 9—ADR 

sei ees 

On September 22 Miss Louise M. Sullivan, of the 
Sullivan Office Supply Company, Taunton, Mass., be- 
came the bride of Edward T. Lehan, of Portland, Me. 
The couple will maintain residence in Portland. 
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September 6 was a happy day for the Evan Johnson 
family when a baby girl was born to Dr. and Mrs. Evan 
Johnson, Jr., in a State College (Penna.) hospital. 
The young lady, who weighed six pounds, five ounces, 
has been named Laura, after her paternal grand- 
mother. Dr. Johnson, a member of the State College 
faculty, is the son of Evan Johnson, for thirty-four 
years editor and publisher and now contributing 


editor of OFFICE APPLIANCES. 


There’s a new stationer in Columbus, Ohio, but he 
isn’t taking much interest in the industry as yet. He is 
William Ross Diehl, III, born last month to Mr. and 
Mrs. Diehl, vice-president of the Diehl Office Equip- 
ment Company. The arrival of the young man is also 
being celebrated by William R. Diehl, Sr., founder of 
the Diehl business, and Harry F. Busey, U. S. Collector 





| of internal revenue at Columbus, grandfathers of the 
| baby. 
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September 11 brought happiness for Mr. and Mrs. 
Robert A. Ellison, of Bradford, Pa., for that was the 
date upon which the stork delivered a baby girl who 
tipped the Bradford hospital scales at seven pounds, 
seven and one-half ounces. Mr. Ellison, who operates 
a stationery and office supply business in the Pennsyl- 
vania city, said the little girl has been named Suzanne. 























We are making every effort to maintain our regular Steel Age service 
during this period of national emergency. In the event that the needs of 
the defense program temporarily influence this service, we know we can 
depend on the cooperation and understanding of every Steel Age dealer 
in order that the national security may have first consideration. This is 


another way we can serve.. .“for the duration.” 


CORRY-JAMESTOWN MANUFACTURING CORP « Corry, PENNSYLVANIA | 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch wn charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4 


17 Farrington Street, Ludgate Circus, London, E. C. 4 


London, Ist August. 


Bundles for Britain. Just another way of express- 
ing the Lease and Lend Act. As so many good things 
have come our way under this Act and we benefited 
so tremendously by the American backing to our 
war effort, we in the office appliance trade, of which 
so large a proportion is at least of American origin, 
can be forgiven if at times we sit back and won- 
der what will happen if the Lease-Lend Act is ap- 
plied in the not too distant future to supplies of 
goods in our trade. I do not think that anyone as 
yet has cared to think aloud and express his thoughts 
on this subject, either to his colleagues or his com- 
petitors, so the views which I am expressing are 
purely imaginary and it is necessary first that you 
should visualize the type of trade which we have in 
England, and our methods of distribution. 

Taking them in order of importance, there is first 
the American company with an office in England 
this office being merely a branch of the American 
concern, and the sales through this office being only 
part and parcel of the whole organization. Then 
there is the American concern which has formed a 
separate limited company for the purposes of ac- 
countancy, but whose shares are entirely held by 
American interests or by nominees on account of 
the American interest, and this second category is 
by far the largest. But we have a third and that is the 
ordinary dealer, who buys his goods and pays for 
them, undertaking on account of his discount to 
carry out advertising propaganda, selling and service 
after sales. Sometimes these are only small traders, 
but sometimes they represent quite big concerns, it 
being largely a question of the type of article which 
is being offered for sale. Some of these dealers may 
have branch organizations right through the country, 
which carry quite large staffs and under normal times 
represent quite large employers of labour. So how will 
the Lease-Lend Act apply to these three categories if 
office equipment should come into the vision of the 
authorities both sides of the Atlantic? One can quite 
reasonably anticipate that such will be the case, be- 
cause office appliances are so vital in modern factory 


undertakings. Our factories for the production of war 
material have so increased of late, that there definitely 
is a shortage of office equipment and I visualize that 
with the first category very little effect will be felt, 
except that the money will go into the American till 
instead of into the British till. It will merely be a 
matter of accountancy and feat of figures. But with 
the second group quite a difference will be noticed. 
Naturally we have very different forms of taxation in 
this country as against American taxation. There is 
our excess profits tax. There is our very high rate of 
income tax. Not that I suggest that these firms are 
at the present time, with no imports possible, likely to 
have to worry about excess profits or income tax. 
But they will have to worry, and in fact I believe are 
worrying in many cases over their general commit- 
ments. That is to say, they have premises up and 
down the country, in some cases on long leases. They 
have obligations from all sides for rent, rates, and the 
usual expenses, all of which have to be reasonably 
met, and met out of practically no income at the 
present time from the sale of new machines, their 
only income being from service and supplies. How 
will these people fare under Lease and Lend Act? 

Obviously the American government will hardiy be 
expected to be a willing party to any individual con- 
cern making a profit out of such a war emergency as 
this. Nor do I believe will the firms themselves desire 
to make a normal profit. But they will have these 
obligations to meet, and if goods are sent over which 
require installation, instruction and service after sale, 
it is only natural to anticipate that these premises 
with their service mechanics are going to be definitely 
needed. But how will they be paid for? The same 
situation faces our category three trader, only in 
perhaps a more acute form. I can visualize their 
anticipating the British government paying to them 
a sum equal to at any rate part of the difference 
between their normal purchase price and their nor- 
mal selling price, in order that these various services 
and expenses might be met. But who shall decide as 
to the amount of this difference? 


(Turn to page 145, please) 
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A message to the dealer who is looking ahead 


RSRERRY SSIS AD IES SNORE SS FEES 


| 
1 IMES ARE GOOD—but uncertain. Orders are coming easily—factories are taxed 


to capacity—we are in a seller’s market. 


: eee 


Business is booming. But what are we building? 


Can a prosperity dependent on such artificial temporary values last? Where will 


we be when it is over? 





These are questions which every business man owes it to his future to consider. 
Because OLD TOWN believes it is engaged in a partnership with its distributors— 
that the future of the OLD TOWN dealer is OLD TOWN’S future—we have taken 


time out to study the road ahead for ourselves and our dealers. 





National Defense is the first duty of the day. We are giving a !arge part of our 
production to this effort and will gladly turn our entire factory over if called upon. 
At the same time we feel it is vital to look ahead to the America of tomorrow and 


plan for the economic readjustment that must inevitably follow. 


Here in these pages is our answer—a concrete 4-FEATURE plan... a plan de- 
signed to help you cash in on the present but, more important, to lay a firm foun- 
dation for permanent sales and profits. It is a plan that will help you gain and 
hold customers—not just orders. It means bigger, more permanent sales and 
profits from one of the biggest-volume, biggest-profit lines you carry. We recom- 


mend that you look into it, 


Town“, v4 &-Chorbons 


¢ MAKE & GOOD IMPRESSION’ @ 
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STREAMLINED PRODUCTION 


This battery of carbonizing machines will give you an 
idea of the spectacle of straight-line production in OLD 
TOWN'S new streamlined factory. Every operation com- 
pletely mechanized to insure the same high quality every 
time. Every product triple-tested to guarantee OLD 
TOWN'S exacting standards before delivery. 






No complicated maze of overlapping grades, weights, 
finishes or inkings to load your shelves and confuse 
both your customer and your salesman. The new OLD 
TOWN line is simplified for smaller, quicker-turning 
inventories, easier buying and easier selling. Take 
typewriter carbons for example — only five grades, 
basically in three weights and finishes each. A ribbon 
or carbon for every market and consumer need — but 
no duplications. Every product in the line a working 


That's what OLD TOWN'S simplified line 


means to you. 


product. 


A Branded line 


Every sheet of carbon beautifully imprinted with its 
brand identification. A guarantee to you and your 
customer of the same uniform quality every shipment. 
Branded carbons, backed up by aggressive national 
advertising, lessen sales resistance . . . insure repeat 
purchases. It's the modern profitable way to buy and 


sell, the twentieth century concept of merchandising. 


hu Monctt lave 


OLD TOWN'S new Simplified Line and Merchandising 
Plan take ribbons and carbons out of the class of 
‘‘blind'’ items. A short line that the consumer and your 
salesman can understand . . . every product graded 


and branded... 
United States. This is ‘The American Way’. 


a one-price policy throughout the 
It breeds 


confidence, makes for long-range customer relation- 


ships. 

















SALES MINDED PACKAGING 


~ 

reated for you and OLD TOWN, these pack- 
ages incorporate the most basic requirements of 
distinctive simplicity for store display and for repeat 
purchases. Note the OLD TOWN HERMETIC Ribbon 
package. The ribbon is aged to the writing-effi- 
ciency-peak, then hermetically sealed in this air- 
tight container to hold that peak until ready for use 
by the consumer. This is just one of the exclusive 
selling features OLD TOWN gives you. Investigate 
the others. 
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© LONGER MARGINS 


OLD TOWN'S line is priced to yield you a liberal gross profit on every sale, j 
Your ribbon and carbon department should be the most profitable departmen | 


in your store. 


QUICKER TURNOVER 


OLD TOWN'S new Simplified Line enables you to work with a smaller ribbon 
and carbon inventory. This means a lower ribbon and carbon stock investment 
and more stock turns per year. When you go OLD TOWN your inventory dollar 


starts working overtime. 


> BIGGER DOLLAR PROFITS 


Some manufacturers stress long margins, some quick turnover. Separately, these 
features can be misleading. It is the OLD TOWN combination of long profits 
plus quick turnover that means bigger dollar profits. And that's what it takes to 
pay the rent. Percentages have no value as legal tender. As you read on you 
will see how OLD TOWN helps you to increase your ribbon and carbon sales and 
profits in dollars. 
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) 1D TOWN’S NEW HI-TEST 


MASTER UNITS... 
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OLD TOWN is the largest manufacturer in the world of HEKTOGRAPH 


CARBON (for the gelatin process) & SPIRIT CARBON (for the fluid process) 
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@ The most perfect coordination 
of carbon formula and master 
paper obtainable. 








@ Perfect registration with no col- 
lating required. 





@ Cleanliness of handling. 
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OLD TOWN 
DEALER HELPS 


OLD TOWN supplies its dealers at no charge with a com- 
plete set of hard-hitting selling aids. You receive colorful 
window displays and counter material; demonstration 
books for use in presenting your OLD TOWN products 
to consumers; a beautifully decorated metal ribbon dis- 
play case; booklets (28 color pages) for distribution to 
consumers as a guide to selection of weights, finishes and 
inkings in ribbons and carbons; a wide variety of dramatic 
full-color folders and envelope enclosures on which your 
company signature is imprinted at the factory. You also 
receive erasure shields and other incidentals and OLD 
TOWN supplies you with a complete manual on ‘'Prac- 


tical Retail Salesmanship"’ in ribbons and carbons. 
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OW ATIONAL ADVERTISING 


The personal selling of OLD TOWN dealers is backed up by an 


aggressive program of printed salesmanship to lessen resis- 
tance and draw inquiries. OLD TOWN'S advertising is right 
now carrying the powerful story of DAWN Curlproof Carbon 
to the consuming public in such magazines as TIME, BUSINESS 
WEEK and the leading office publications. This consumer ad- 
yertising will reach a circulation in excess of 15,000,000 ad- 


vertising impressions this year alone. Inquiries are turned over 





| todealers for follow-up and sale. 


— |0LD TOWN 
‘SPECIALTY ASSISTANCE 


: In addition to national advertising support and local 

: selling aids, OLD TOWN dealers enjoy the services of 

: factory ribbon and carbon merchandising specialists. 
These men train your salesmen in OLD TOWN ribbon 

F and carbon salesmanship. They cover the key accounts 

; n your territory for you. 

They make sales for you 


ond they take an interest 
generally in the develop- 
ment of your ribbon and 
carbon department. The ef- 
fectiveness of OLD TOWN 
specialty assistance is en- 
dorsed by a file full of 
unsolicited letters of praise 
fom OLD TOWN dealers. 
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TRADING AREA PLAN 


With OLD TOWN'S ‘Authorized Distributor'’ emblem on 
your door, your establishment is unquestioned local head- 
quarters for OLD TOWN sales and service. All orders 
from your territory funnel through your order books. All 
inquiries from national advertising are turned over to you. 
All the benefits of OLD TOWN'S research, product devel- 
opment and brand promotion programs become your 
benefits. OLD TOWN'S Assigned Trading Area Plan en- 
ables you to grow with OLD TOWN without obstacles or 


competition. 

















= your Sign of ribbon and carbon leadership in. . } 
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FOUR BIG REASONS WHY 








YOU SHOULD INVESTIGATE 
THE OLD TOWN FRANCHISE 


WRITE ON YOUR LETTERHEAD TO 
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OL _— Sidbbons J Carbon 
( "MAKE A GOOD IMPRESSION” 


750 PACIFIC STREET BROOKLYN, N. Y. 



































MAN WITH 
A FUTURE.... 


Somewhere among the readers of this advertisement or their acquaintances is a man we want to 


meet. For that man we have an attractive opportunity. 


To fill the position we have in mind, he must be able to keep time with the swift pace of an or- 
ganization that has shown a gain every year of its quarter century history. He must be of a temper- 
ament that thrives in a big little company. For although OLD TOWN'S new streamlined factory turns 
out one of the biggest volumes of ribbons and carbons in the world, OLD TOWN has no absentee- 
stockholders, no red tape and personnel regimentation, and everybody calls everybody else by his 


first name. 
Maybe the man who will fill this assignment is seasoned in ribbon and carbon experience. This 
will be helpful, but is not essential. In all probability he is now employed. But this likewise is not a 


requirement. Nor is the ‘‘past forty’’ mark or the ‘‘under thirty'’ mark a bugaboo with OLD TOWN. 
We have confidence in our ability to recognize the qualities we are seeking and to judge a man as 
an individual for today and tomorrow. What he did yesterday is of incidental interest only. 


Four Opportunities 


lf OLD TOWN sounds like YOUR kind of a company, get in touch with us. You can grow with this 
fast-growing organization. 

Actually, we have FOUR SALARIED OPENINGS. Not replacements. Our own men know of this 
advertisement and of the success that makes it necessary to add man-power to keep forging ahead. 
OLD TOWN'S National Dealer Division is scoring new gains every month. A large appropriation is 
being expended for the broadest program of advertising, merchandising and dealer development 
ever undertaken by a ribbon and carbon manufacturer. We need four more capable men for posts 


as factory representatives. 


What To Tell Us 


Address your reply, which will be held in confidence, to |. H. Wilson, General Sales Manager, Old 
Town Ribbon & Carbon Company, 750 Pacific Street, Brooklyn, N. Y. 


Tell us what you have done and what you would like to do. Describe your education and business 
background. Give us a few facts about yourself . . . your age, your family responsibilities, whether 
you can move your home if necessary. Send along a recent snapshot. Give us any other information 


you believe will interest us. 


ee I , 
OLD TOWN M005 & Gel ons 


Vi ‘MAKE A GOOD IMPRESSION’ 
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(Continued from page 132) 

It will be a very tricky subject and a very awkward 
decision to be arrived at, and I suggest that some 
arbitrator will have to be found, and this arbitrator 
must be something of a superman. I suggest that it 
must be a man who knows the trade very thoroughly 
from all angles. The outsider, who would probably be 
more impartial in his decision, would certainly find 
an understanding of the trade rather difficult, because 
we must all confess that the factory price and the 
wholesale price of many of the goods in our trade 
bear no relation whatever to the retail selling price. 
Sometimes the ratio of profit must look fantastic to 
the outsider. But we in the trade realize only too 
well that no very vast fortunes have been accumu- 
lated out of the office appliance trade in Great 
Britain. We also know that many very considerable 
sums of money have been lost, or shall we say 
“spent,” on promoting the trade. We can therefore 
assume that these apparently fantastic profits are well 
and truly justified, but we should have great difficulty 
in convincing the outsider of this point. Hence my 
reason for suggesting a man who is familiar with the 
trade. He must be a man of substance who is ac- 
cepted by the trade at both sides of the Atlantic, so 
that his decisions will be accepted as fair and just. 
He must also be a man who is acceptable to both 
the British and American governments. There are 
many further qualifications that will readily come to 
one’s mind. That is why I say that this man who 
should act as arbitrator to fix the fair ratio of profit, 
or payment for service after sale and the upkeep 
and maintenance of premises, etc., must be quite a 
superman. 

But such a man with a complete control and com- 
plete confidence of all parties concerned, could reason- 
able allocate an amount which would be a fair pay- 
ment for the work which is necessary to be carried 
out and he could ensure that such service was in 
fact truly and honestly followed through. An item 
which is very necessary for the successful working 
of office appliances, particularly with some of the 
more complicated machines and systems, to which the 
words “Service after Sale’ does not merely apply to 
mechanical service, but to the complete installation 
and thorough working of a system. The staff neces- 
sary for this class or service is more in the nature 
of technical advisers. It must be acknowledged that 
our trade has always specialized in this form of 
technical advice, and a great deal of improvement 
which is so obvious in the working of business sys- 
tems today, is due to the persistence in the pro- 
vision of these technical advisers and the willingness 
with which their advice has been administered. Of 
course the skeptical mind will at once say that it 
was heavy competition which forced us into this posi- 
tion of having to provide such excellent service in 
the form of technical advisers. Perhaps this skeptically 
minded person is correct. But we must also bear in 
mind that as a class the office appliance trader is an 
honest servant of the public, and his main desire is 
to give really good value for money and build up a 
sound solid good-will. He knows only too well that 
without this service and advice, his system, no matter 
how good, is liable to break down and allow errors to 
creep in, which of course is fatal for any system. It is 
not so much the competitive element therefore, as 
the desire for real efficiency and the giving of honest 
value for money, that has impelled our trade to give 
such solid and complete service. 

This service must be paid for! Lease and Lend, or 
any other method of supplying office appliances to 
Great Britain in her hour of need, this service must 
be allowed for. As the people concerned must con- 
tinue to eat and live, they must be paid. A point must 
be found at which this payment can be made and 
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someone must fix the rate of payment. Such a rate 
cannot be universal for all office appliances. That 
would be unfair and that is where our superman 
comes in. Someone must fix the proportion of each 
type of article, because obviously one supplier should 
not be permitted to cover all of the ground, nor do 
we feel that they would desire it. Again our super- 
man must step in and evenly apportion the quota to 
each supplier. I am afraid in letting my thoughts 
wander round this Lease and Lend question, that I 
am stacking too much work on the shoulders of this 
superman. 

Our only hope, therefore, in order to make the 
lease-lend a success as applied to the office appliance 
trade, is to find such a superman, and I am afraid 
now that we are going to want a committee of super- 
men to find the superman, but perhaps I am making 
it all too complicated. Perhaps the obstacles which 
I have suggested will never arise, in fact, perhaps 
office appliances will never come under lease-lend. So 
we may never receive these “Bundles for Britain.” 
It may yet be that the powers governing such mat- 
ters will not consider that office appliences are suffi- 
ciently important to take up a valuable shipping 
space. Whatever it is, however it comes out, I am sure 
that we as a trade, will try to make a success of it 
and try to make it work. In the meantime, thanks, 
America, for all you have done.—SSE 

stencil : 
EDGAR SMITH BRITISH “HOME GUARD” MEMBER 


Edgar Smith, who is acting as honorary secretary 
of the Office Appliance Trades Association of Great 
Britain and Ireland during the period of absence in 
the States of “The Boss’—Joseph Halsby—is doing 
fine work as a member of the “Home Guard.” He is 
a staff captain on headquarters staff and zone liaison 
officer. “Edgar” to his associates in the trade, was a 






STAFF CAPTAIN EDGAR SMITH 


machine gun officer in the last war, so that the arts 
of modern warfare and invasion tactics are no new 
experience to him. He was also a Territorial officer 
and Army physical training expert previous to joining 
“The Guns.” Of such are the men who ensure victory 
to the Commonwealth of Nations. 

Having resigned his position as a director of Block 
& Anderson Ltd., he is enabled for the present to give 
his whole attention to these two important jobs SSE 

—_>- 


LOTZ, ABBOTT IN NEW LONDON QUARTERS 


Lotz, Abbott & Company, Ltd., one of the well-known 
English office equipment firms, which has for some 
time occupied temporary quarters after being bombed 
out of its original premises, is now located at No. 4 
Aylmer road, East Finchley, London, N. 2. 

In the April issue of OrricE APPLIANCES appeared a 
report of this firm being obliged to share quarters with 
another company at 13-16 Fisher street. At the same 
time it was explained that Lotz, Abbott & Company 
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is designed for writing satis- 
faction and repeat business 


®@ Only the tip of the pen touches the ink. 
Uniform pen-inking, no flooding. 


© No creeping of ink up to the finger-grip. 


® No over-supply of ink to spill from feed- 
ing compartment if set is mishandled. 





® Compartment ‘'B" controls expansion caused 
by temperature changes. 





® Compartment “A" holds six months to a 
year's ink supply — no frequent refilling 
nuisance. 


@ Fill-opening closed by pen socket—hole 
in socket feeds only enough ink for writing. 


® One-piece hard rubber construction per- 
manently resists damage from ink acids. 


® Weighted for stability. 


Before you believe that any other desk set 
is “just as good,” investigate the many 
exclusive features of famous Handi-pen 
construction — and protect your loyal 
customers by giving them these extra ad- 
vantages. Handi-pen sells and stays sold 
repeating until you have “100% Handi- 
pen” offices. Order demonstration kits 
($6.00 net) for your outside salesmen. 
Sengbusch Self-Closing Inkstand Co., 
1015 Sengbusch Bldg., Milwaukee, Wis. 


Series HP-6 


Handsomely har- 
monizing best-sell- 
er styles $3.00 to 
$10.50. 





OFFICE APPLIANCES 


had suffered a complete loss of all records and papers 
as a result of the bombing. 

This condition is still working a hardship on officials 
of the firm but with the characteristic “business as 
usual” spirit of members of our industry in the British 
isles, E. Terry, manager of the company, writes: 

“While we are working under difficult conditions 
today we are doing everything to try and keep things 
together, and feel sure that, with your country’s valu- 
able help, we shall in the end come out successful and 
smiling.” 

—-e- 
ACCO COMPANY, LTD., IN TEMPORARY HOME 
AFTER ENEMY BOMBING 


Like a number of other business firms in England, 
Acco Company Limited has survived an enemy bomb- 
ing of its London home but is carrying on “business 
as usual” in temporary quarters at 19, Wardrobe 
Chambers, 146a, Queen Victoria street, E. C. 4. 

This well-known British office equipment house was 
formerly located at 57, Knightrider street, but persist- 
ent enemy action totally destroyed the premises and 
forced the firm to seek quarters elsewhere. The spirit 
of the British stationery and office equipment indus- 
try is exemplified, however, by a letter from the organ- 
ization, which reads in part: 

; . We are, however, carrying on with supplies 
received from our Works, and hope shortly to be in 
full production again.” 

i llth wn 
“PROPHECY” 

From the columns of the Edinburgh Scotsman comes 
the following strange story appropriately entitled 
“Prophecy.” 

“A London reader has acquired a remarkable souve- 
nir of a recent severe blitz. Traversing the byways of 
the city on a Sunday to discover if his place of busi- 
ness remained intact, he was confronted with a de- 
pressing array of debris. Surmounting it was a colorful 
object. He climbed the rubble to satisfy his morbid 
curiosity. It was a loose-leaf calendar which had for- 
merly rested upon his desk, bearing the appropriate 
date, together with the inscription ‘An hour may 
destroy what an age was a’building’.” 

—<-  — - 


BURDEN REPORTED “MISSING IN ACTION” 

Cyril Burden, for two years connected with the St. 
John, N.B., Canada, branch of Remington Rand Inc., 
has been officially reported missing after his ship en- 
gaged in a naval action. 

Mr. Burden was only twenty-one years old when he 
enlisted in the Royal Canadian Naval Volunteer Re- 
serve nineteen months ago. For ten months before he 
was reported missing, he was a gunner aboard an 
armed British merchant steamer which was reported 
bombed in mid-Atlantic. He last visited his home in 
St. John last February when his ship was in port for 
several days.—WJM 

*—-¢ 


NIAGARA TO MANUFACTURE ALL ITS PRODUCTS 


Over the signature of President L. John Himes, the 
Niagara Duplicator Company, San Francisco, Calif., 
last month announced that arrangements have been 
completed whereby the company will now manufacture 
all of its machine and accessory products. Previous to 
the new set-up Niagara duplicators and accessories 
were made under the firm’s specifications by another 
company. 

According to the statement Niagara will utilize its 
modern plant at 128 Main street, San Francisco, to 
produce all machines, accessories, stencils, inks and 
other supplies, but will continue to use its eastern 
plant at 37 Little West Twelfth street, New York City, 
for light assembling and warehousing. 

Before announcing the new system Niagara spent a 
considerable sum of money in modernizing, equipping 
and lighting its San Francisco plant. 
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PRICE LIST NO. 44 
ON 


JUNLOCKE 
CHAIRS: 
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APPLYING TO 
REVISED JUNIOR CATALOG 
AND LARGE CATALOG 







See Conditions of Sale on Page 1 






E CHAIR COMPANY 






KIT OF POWERFUL 
SELLING AIDS 


These three pieces of pocket size literature contain all 
of the information you need to do a complete selling REVISED JUNIOR CATALOG—Illustrates chairs 
job on Gunlocke chairs. They are small—all of them on which manufacture is concentrated to assure 


. yxrompt deliveries. 614” x 314” in size. 
can be put in one coat pocket—but they are packed = POMP’ . : 
with sales power. PRICE LIST—Same size as catalog. Provides an 
Today's busy prospect will appreciate this kit easy reference and eliminates the need for heavy 
° ° . ° ° . or cuml ersome books. 
because it will save his time. Your salesmen will make : 
more effective calls in less time. LEATHER SELECTION CARD—Also same size. Con- 
Your customers have every reasonable assurance tains a generous selection of leather swatches 
, ; , , : which permit choice in three grades of leather. 
of prompt delivery on every item listed in this small i 3 40 6 
catalog. That’s important, because profits depend on po eens ee 


completed deliveries—not unfilled orders. 
W. H. Guxvocke Cuain Company, 


Gunlocke’s new easy-to-carry, easy-to-use sales kit ; ‘ 
“ , . Wayland, New York 


is yours for the asking. Send in the coupon now. | 
| Please send me immediately your pocket 





size complete Gunlocke Chair Sales Kit. 


.H. GUNLOCKE CHAIR COMPANY |”. 


WAYLAND, N. Y. 
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EXTRA CAPACITY 
28° outside depth 
262" «leer tiling spoce 


EXTRA STRENGTH 
Heavy 6-post ors 
es 
Strong drower 94! 
Tie-rod cross bracing 
Torque plotes no swoy 


SMOOTHER OPERATION 
Drowers coast treely 
Close quietly 

ij no rebuund 
10-roller beoring crodles 





TROUBLE-FREE rua 
Side-locking cont - 
Unlocks easily, quiet Y. 
Allows close adjust nen 
Locks positively 


WIDER RANGE OF mopels 
5 heights and 4 rst 
32 substitute drawers of- 

ter mony combinations 

A style for every need 


QUALITY AT LOW cost 
Solid bronze hardware 
Smooth steel coses 
Durable baked enome 
Smartly styled appearance 


—— 


Use backs of perforated 
sections os labels i" 


Yow gy 
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THERE'S A MOUNTING DEMAND 


FOR AQE PRODUCTS FOR BOTH DEFENSE 
AND CIVILIAN NEEDS 


HE National Defense Program with its speed-up in indus- 

trial and commercial activity is dependent in large measure 
upon the office equipment industry. A-S-E Files, DS Files, 
Blueprint Cabinets, Storage and Wardrobe Cabinets—all are 
making an important contribution to the national effort. 


There is a constantly growing demand for A-S-E products— 
for both defense and civilian requirements. At the same time, 
National Defense presents problems in material. In the latter 
months of 1940, our plant capacity was greatly increased—but 
even with these larger production facilities, we sometimes find 
ourselves unable to completely meet the growing demand for 
A-S-E products. However, All-Steel-Equip Company will do 
its utmost to serve its customers—within the stringencies of the 
defense program. 


All-Steel-Equip’s reputation—and the businesses of many 
dealers—have been built on the exceptional quality and high 
utility value of A-S-E Aurora products. They will be retained. 
Every step and precaution will be taken to preserve A-S-E 
advantages while serving the nation in its emergency. 


STEEL-EQUIP 


610 JOHN STREET 
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VALUE art BEING MAINTAINED 


AGE. FILES DESIGNED FOR 
THE MOST “ACTIVE” FILING SERVICE 










-S-E Aurora Filing Equipment have 58 im- 
portant features — features that have enabled 


them to build new sales records for hundreds of 





dealers. This great “Balanced Design” line offers 
more filing capacity per drawer than ordinary 
filing equipment—all cabinets are 28 inches deep. 
Flexibility is another important A-S-E Aurora 
advantage. Thirty-two substitute drawers make it 
possible to adapt A-S-E Aurora Files to 


any change in office practices. 


A-S-E Aurora Files are made in 5, 4, 
3, 2 and 1-drawer heights and in various 


widths. Every filing requirement can be 


met with this broad and varied line. - 
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eo A-S-E WARDROBE AND 
A-S-E DS FILES A-S-E BLUEPRINT peel yan 


Permanent and inactive records are kept CABINET ; 4 binati 
safe, clean and readily accessible. DS ci ‘ Storage, wardrobe and combination 
se ; lean and safe protection is provided . . « made in 2 complete lines .. . 
Files may be securely stacked as high as - s ; . . 

Steal te sie Secale. Wika to plans, tracings, drawings, etc. 57 models meet every requirement. 
presets ee, ore ee a i ¢ Makes them quickly accessible. Smooth, They have reinforced doors, secure 
a a coasting drawer action. 5-drawer and 3-point latch, disc-tumbler lock with 
steel files at a cost no greater than that 3-drawer units, both made in four- 2 grooved keys. Completely en- 
of cardboard boxes and shelving. Made sheet sizes. Units can be _ stacked closed base. Shelves easily adjustable 
in sizes to fit any form. securely on closed base or 6” legs. by hand. 

Be Sure to See the A-S-E Aurora Exhibit at the N.S.A. cago, Illinois, October 6 to 9 inclusive. Remember the 
Convention . . . Don’t forget to drop in on the A-S-E Exhibit Booth Number—G4 and G5. 


at the National Stationers Association, Palmer House, Chi-- 


COMPANY, INC. 


AURORA, ILLINOIS 
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asy DOES IT! 


EASY SELF-FITTING FEATURE OF 
SELFIT CHAIRS MAKES EASY SALES 


150 


Everybody recognizes the advantages of good pos- 
ture . . . every chair prospect is a posture chair 
prospect. The only real obstacle dealers have en- 
countered in posture chair selling heretofore has 


been the difficulty of making adjustments. 


With the SELFIT Chair, Harter has succeeded in 
overcoming this handicap. Here’s a chair that’s 
self-fittng! Only three simple adjustments are 
necessary . . . and anyone can make these adjust- 
ments— instantly, easily. The need for fitting serv- 


ices, for special fitting devices, is entirely eliminated! 


You'll find posture chair selling is easy if you fea- 
ture easier adjustments . . . you'll find the easiest 


way to do this is with Harter’s SELFIT Chair. 


THE HARTER CORPORATION, STURGIS, MICH. 


New York, 354 Fourth Avenue. Chicago, 14 East Jackson Bivd. 
Export Dept.: 1120 Chester Ave., Cleveland, Ohio 





INSTANT ADJUSTMENTS 


ES a, 
A partial turn of the control eases chair seat LI (a) Dp _ Dp 
down to exactly the correct height for occupant. " 
Two other instant adjustments and Selfit is rT ri nM Nn 


ready for all-day-long good posture! 


One—-Two-Three...and this Posture Chair FITS! 





Quick adjustment for Simple adjustment for Quick back rest depth 
seat height. back rest height. control. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HERE is no worry about selling merchandise in the 

Los Angeles area. Business in all lines relating 
to office equipment or office supplies is good. The 
worry has to do with supply. Obviously this is true 
all over the country from what the boys say here. 
One typewriter man faced this difficulty the other 
day: “How can I make twenty-five new typewriters 


cover a demand for 200 and keep everyone happy?” | 


The telephone conversations indicated that everyone 
was not any too happy, but the dealer by the use of 
soothing and diplomatic language, was doing a good 
job of explaining and pacifying. He explained that 
the government needed more than sixty per cent of 
the output of the factory he represented, so what? 
The crimp in paper is being felt also and in an 
increasing number of items. Some of the smaller 
dealers keep asking themselves this question, “With 
stocks curtailed and deliveries delayed can we keep 
going forever?” The wise ones have pretty good sized 
surplus stocks but they need them. One dealer said, 
“T am like the Irishman who fell from the twenty- 
fifth story window. Every window the fellow passed 
on the way down he yelled out, ‘By jabbers, I’m all 
right so far!’” 

In New Location.—The Peerless Stationers headed by 
Paul S. Weintraub have moved from the old location 
at 816 South Spring street to headquarters at 649 
South Flower street. The new store has a frontage 
of sixteen feet on Flower street and a depth of sixty 
feet. A department added is greeting cards and a 





very full and complete line is shown, the display set-up | 
being well illuminated with fluorescent lighting. The | 
whole store is new, fresh, well lighted and convenient. | 


The move was made with the thought of increasing 
drop-in retail business and that is being achieved, 
Mr. Weintraub states. M. L. (“Morrie’’) 
merly of Seattle, has joined the staff as an outside 
city salesman. 
returned from a refreshing vacation in the mountains. 
Mr. Weintraub himself has also recently 


Gould, for- | 


Ed Cowie, inside salesman, has just | 


returned | 


from a business and pleasure trip that took him to | 


Portland, Ore., and other points north. 


* * * 


Atlas Moves.—The Atlas 
owned by Harry Schacker, has moved from the old 
spot at 1010 South Hill street to a more central loca- 
tion at 835 South Spring street. The frontage on 
Spring street is fifty-five feet and depth to the alley 
155 feet. Two floors are occupied. This means all told 
about three times the floor space formerly used. Both 
new and used office furniture are stocked. A good 
refinishing department is also maintained. When the 
company moved into this building a complete new 
front was installed, the interior altered and re-painted, 
a balcony added, and various other minor changes 
were made. 


* 


Underwood Party.—September 26 was the day set 
for the big Underwood Elliott Fisher Company party 
at the Florentine Gardens, an event scheduled to take 
the place of the annual picnic. The Los Angeles 
branch walked away with a big cash prize in July, a 
prize won for topping the country in a national con- 
test, and this cash was used for the annual party. 
The month of August showed further increases in 
sales and wound up by being the biggest month in the 


Desk & Safe Company, | 
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Get more work done with 
DICTAPHONE 
... and in HALF the usual time! 























ROGRESSIVE Latin American business men are fast discovering 

that Dictaphone DOUBLES their ability to get work done. . . 
and with less effort, too! Probably some of your friends and business 
acquaintances are among the thousands of enthusiastic users of 
Dictaphone. Ask them! 

Dictaphone is easy to use. You merely speak your notes, ideas 
and correspondence to your Dictaphone. You may talk fast or 
slowly. Your words are engraved on a revolving cylinder which your 
secretary puts on her transcribing machine. As she plays it back, 
she hears your every word as clearly as though you stood beside her 

. and as she listens, she types. 

With Dictaphone you can dictate whenever you wish . . . the 
presence of your secretary is not needed as it is with outmoded two- 
person dictation. She is free to protect you from annoying, time- 
wasting interruptions, and to do other important work for you — 
typing, filing and similar tasks. 

For many years, the modern dictating machine has been rendering 
dependable service to thousands of Latin American executives. Dicta- 
phone can do the same for you and your organization! Your local 
representative or distributor will be glad to leave a Dictaphone for 
you to test in your own office, without cost or obligation to you. 
Get in touch with him, or, if you prefer, mail the coupon. Do it now! 
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Cameo Model Dictating Machine Cameo Model Transcribing Machine 


DICTAPHONE CORPORATION 


EXPORT DEPARTMENT 
Bridgeport, Connecticut, U. S. A. 


The word DICTAPHONE is the 


registered trademark of Dictaphone Corporation, 
nachines and accessories to 


makers of dictating r which said trademark is applied, 





Dictaphone Corporation 
420 Lexington Avenue, New York, N.Y., E.U.A. 


“YOU'RE IN GOOD COMPANY” and “THE 


Please send me copies of 
Also send me the address of the nearest 


DICTAPHONE SYSTEM.” 
Dictaphone Representative 
Name 

Company 

Address 
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MICHIGAN 


Sectional 


BOOKCASES 


No. 600 STURDY CONSTRUCTION 
EXCELLENT FINISH 
EASILY ASSEMBLED 


TURNED OR STRAIGHT LEG PATTERNS 
BOOK SECTION HEIGHTS 9, 11 or 13 INCHES 





NOW, while stock is available for imme- 
diate shipment in oak, walnut or ma- 
hogany finish, is the time to get in 
your samples. 


The demand for bookcases will be 
heavy this fall. Don’t wait to place 
orders until too late to obtain service 
and thus lose the profit possibilities 
available in Michigan Bookcases. 


Ask for folders and price list. 





Michigan Desk Co. 


GRAND RAPIDS, MICHIGAN 
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history of the local branch. September was going 
equally well when this was written. 
oa a * 

Montgomery Finds Business Good.—W. E. Mont- 
gomery, branch manager for the American Writing 
Machine Company in Los Angeles, noticed a good up- 
turn in sales of used and re-built typewriters and 
adding machines during the first half of September. 
The demands by the federal government for new 
equipment has opened a big field for rebuilt equip- 
ment locally, he finds. William Reinheimer, district 
manager with headquarters in San Francisco, spent 
several days in Los Angeles during the month. 

* * * 

Add New Equipment.—The Barnum and Flagg Com- 
pany, 442 Third street, San Bernardino, has improved 
its equipment by addition of two new presses and a 
new delivery truck. One or two new lines of mer- 
chandise also were added recently. This company, 
which has been in the stationery and office appliance 
business for approximately forty years, now occupies 
a store a block long with entrance on two streets. J. 
Harold Barnum, one of the heads of the firm, has been 
active in the company since its origin and still takes 
a keen interest in association work as well as his own 
private business. 

iz * ae 

Makes Big Purchase.—The Office Equipment Ex- 
change at 410 South Spring street, headed by Bernard 
S. Schorr, has purchased in competitive bidding the 
immense stock of used office furniture and equipment 
from the offices of the company that built the mam- 
moth new federal building in Los Angeles. It has been 
necessary for Mr. Schorr to take over a new warehouse 
to handle properly his large stock. The federal build- 
ing is now completed. 

a * * 

Back from Outing.—Ernie Thornton, local represen- 
tative for R. C. Allen, is back from a pleasant outing 
on Mr. Allen’s ranch in Wyoming. This outing is one 
of the major vacation experiences looked forward to 
by those fortunate enough to get in on it. The ranch 
is located in a picturesque part of the state of 
Wyoming with ample facilities for enjoyable outdoor 
summer activities. 

Developing Ranch.—John N. Flowers, Los Angeles 
branch manager for the Comptometer Company, is 
busy spare time developing a ranch in the Pomona 
section. He recently has added a tractor to his agri- 
cultural equipment and believes he is getting things 
to the point where he has a spot to shout about. A 
hobby is developing into a business. 

” + ~ 

Fly to Factory.—J. A. Proven, western regional man- 
ager, and J. K. Young, city sales manager for the 
Victor Adding Machine Company, are back from a 
flying trip to Chicago. They spent several days in the 
factory and were given the inside of the production 
and distribution line-up. They found things humming 
with activity and came home all pepped up. A 
patriotic window put in by this company during the 
month of September attracted much attention in Los 
Angeles. One of the first adding machines put out by 
this company, dated 1918, was displayed along with 
war equipment of that same date. The most recent 
machines put out by the company were shown with 
the war equipment of today. 

a om * 

Make Gulf Trip.—G. E. Miller and Ernest Vonrhine, 
two of the three partners in the Southern California 
Adding Machine Company, 947 South Broadway, have 
returned from a trip that took them to New Orleans 
and Texas Gulf cities. They also visited Dallas, Fort 
Worth, Phoenix and other cities enroute. It was a 
buying as well as a pleasure trip. This company has 
recently added another apprentice mechanic making 
a total of nine men now employed. The contract for 
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(“EYE -EASE” ) 





A STUDY IN RESTFULNESS 


No reproduction can do justice to a great picture. Neither 
can this picture of a sheet of “Eye-Ease” paper do justice to 
a masterpiece of restful effect in color and texture. 


The tint, a cool blue-green-white midway of the spectrum, 
is restful to hard-working eyes. The surface cuts reflection, 
practically eliminates glare, minimizes eye-strain of the office- 
worker. 


“Eye-Ease” comes in plain sheets like the above, punched 
for ring books (and “Metal-Holed” for data in heavy use), and 
in faint-ruled sheets as well as in steno note books. 


And it comes ruled in restful brown-and-green for account- 
ing uses. It can be had in books, pads, sheets and forms— 
and in every size and ruling ordinarily needed for business 
records. 


Show them all. They all add up to more business for you. 


NATIONAL 


"EYE-EASE’ PAPER 


NATIONAL BLANK BOOK COMPANY 
HOLYOKE, MASS. 
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In The Complete Line of Security, which ranges 
all the way from utility items such as storage cabinets 
through 5 grades of filing cabinets, to the finer office 


suites, you have a foundation to meet every demand 





and any challenge—plus an organization which is ready 


to assist you any time, anywhere. 





Our general catalogue illustrates and describes in 








detail Vertical Filing Equipment—Storage and Ward- 
robe Cabinets—Sectional Filing Equipment — Desks, 
Tables and Chairs. We shall welcome your inquiry. 


SECURITY™AN ORGANIZATION WHICH 
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Our of the clouds of smoke, the all-night “lecture 
sessions,” and the delightful chance meetings with old friends, 
which are part-and-parcel of every convention, there came 
to me a very reassuring thought—dealers have not let a run- 
away market stampede them. Here and there of course one 
hears of a thoughtless, ill-advised installation which the dealer 
will one day regret, but on the whole the demands of today are 
being handled by representatives throughout the country who 





thoroughly appreciate the important function they re 
and refuse to compromise or substitute ill-suited merchandise. 


And we here at Security find real satisfaction both in the 
fact that our line is so complete as to properly and efficiently 
satisfy demand, and in the knowledge that Security shipments 
are still being made promptly—two good reasons for the success 
and very evident optimism of Security Dealers. 


It was grand to see so many old friends, and to those who 
missed us, m7 very best wishes for a fine fall and winter season. 


Sincerely yours, 


President. 
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THE PRESIDENT by POLAR 


DESK PADS 


such as these give just the right touch to fine 
office desks—the ultra embellishment empha- 
sizing the extreme good taste of the user. They 
satisfy every desire of the desk user for quality 


and harmony. 


Every time you sell a good desk POLAR desk 
accessories will help you boost that sale up 
another $25 or $50. They are irresistible to 
lovers of fine desk working tools. 


POLAR has a display idea which has sold 
thousands of dollars worth of merchandise for 
dealers who have used it. Write today and we 
will show you how many dealers are boosting 


their desk accessories profits. 


POLAR 
MANUFACTURING COMPANY 


323 NORTH 13th STREET PHILADELPHIA, PENNA. 





EMBOSSED PANEL PERIOD STYLE by POLAR 
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the repair and maintenance work on all adding and 
calculating machines in Los Angeles city offices has 
again been awarded to this company. New electric 
signs, new display show cases, and a few wall cases 
are being installed this month. 

* + * 

Finds Selling Easier.—S. Albert, manager of the 
Gold Desk and Safe Company at 957 South Main 
street, says sales resistance is decidedly less in all lines 
than it was a year ago. People do not ruffle up their 
feathers any more, he says, when the dealer names a 
slightly higher price on an article than he would have 
found necessary last year. This company has a large 
line of both new and used desks and safes as well as 
other major items of office furniture. Business is good. 
Louis Gold, the proprietor, has just returned from a 
two weeks’ vacation spent in the great open spaces. 


*—- © 


PARKER PEN BUYS TIME ON NBC INTERNATIONAL 


The Parker Pen Company, Janesville, Wis., has signed 
with the National Broadcasting Company’s interna- 
tional division for twenty-six weekly half-hour broad- 
casts, both in Spanish and Portuguese, according to an 
announcement made last month by the Blackett- 
Sample-Hummert, Inc., advertising agency, Chicago. 

“Ritmo y Danza,” the name by which the broadcasts 
will be known, is devoted to recorded popular American 
music. Heard in Latin America for some time, it has 
become one of the outstanding popular tune-ins South 
of the Rio Grande. 

The Spanish program will be beamed to Latin Amer- 
‘ca over NBC’s international short-wave stations WRCA 
and WNBI on Mondays from 8:15 to 8:45 p.m. (EDST), 
and the Portuguese broadcasts will be heard over the 
same Stations from 6:30 to 7 o’clock p.m. (EDST). 


—-—--/  — 


HOMER KELLY LEAVES INDUSTRY FOR NEW FIELD 


Homer Kelly, vice-president and a director of the 
Western Lithograph & Office Supply Company, Wichita, 
Kans., and member of that organization since 1929, 
resigned last month. He has accepted a position as 
executive secretary of the Wichita Independent Busi- 
ness Men’s Association. 

In Mr. Kelly’s change of business the office equip- 
ment industry loses one of its most active and prom- 
inent members. Despite his many duties in connection 














HOMER KELLY 


with his firm he was deeply interested in association 
work and last year was elected governor of the Na- 
tional Stationers Association district No. 8. 

Prior to joining the company he has just left Mr. 
Kelly was with Oklahoma, Inc., an organization which 
devoted its time and effort toward building good will 
for the state of Oklahoma and its products. He also 
was connected with the Marland Oil Company and 
an Oklahoma advertising agency and was educated 
at the Oklahoma City university. 
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Your customers know that the Yellow Box line is a com- 
plete line. Display it! They’ll know they can get what they 


want in your store. 


Your customers know the Yellow Box 
line is a trustworthy line. Full count in 
every box. No defective items. Every item 
engineered for convenience and long life. 

That’s why you know that you will build 
repeat sales, bigger profits, plus simplified 
bookkeeping and ordering, if you standard- 


ize on the Yellow Box line. 


Start today! Write us for full details. 





A complete variety 





of sizes and types 


The Yellow Box that Reet 
FASTENERS 
Ever yone Knows THUMB TACKS 


also STAPLES 
DISPLAY HOOKS 


and related items 














The Home of The Famous Yellow Box Line 


OAKVILL 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury, Connecticut 





NEW YORK ° CHICAGO ° SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 





peceeine | 








fee oS her’ oe ~* 
ey mee ees SE eee 























OFFICE APPLIANCES 


ARTILITY 


To Al Our Dealers: 


Your patience and cooperation during the past several 


months are sincerely appreciated. 


The demands made upon us by both the United States 
Government and those engaged in the defense program have 


been so great that we have failed to maintain our usual 


prompt shipping schedules. 


It speaks well for ARTILITY quality and service that so 


many turn to us during this emergency. 


Please continue to bear with us, and we assure you that 
every effort will be made to expedite all orders — particu- 


larly those received from our old friends. 


ARTILITY is the complete line 
it’s the PROFIT line. 
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METAL CHAIRS 


OFFER COMFORT - STYLE - ECONOMY 





INC. 


SECOND SF SBlLKH ART, INDIANA 
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MEETINGS AND DINNERS 
(Continued from page 46) 


was destined to play an important part in a great 
industry. 

After several years, he became acquainted with John 
Underwood, and soon after was appointed Under- 
wood’s first salesman and sold the first Underwood 
typewriter in 1897. 

In 1908, Mr. Crouch was appointed New York man- 
ager for Underwood typewriters and continued in this 
capacity to the present time making an outstanding 
record of success. 

scat aca 
FOLEY HOST TO L. C. SMITH CHICAGO 
BRANCH PEOPLE 


Herb Foley, genial manager of the Chicago branch 
of L. C. Smith & Corona Typewriters, Inc., wound up 
the Summer season entertaining the Chicago em- 
ployees at the Foley estate in Kenilworth, assisted 
by Mrs. Foley and the Foley daughters. It was doubt- 





HERBERT FOLEY 


ful as to who had the most fun, the Chicago employees 
or their versatile hosts. 

Because of. limitations the party was divided into 
two sections; the men were entertained in July and 
the girls in September. Chef Foley, who takes great 
pride in his culinary accomplishments, perspired for 
hours over a huge charcoal broiler to finish to a “T” 
huge chunks of prime ribs of beef, and several hams 
for the men, and later, steaks for the girls. 

There were rounds of games and entertainment from 
early afternoon until the wee hours of the next morn- 
ing. The only casualties were those who suffered from 
excess laughter and fun or overeating. Games, sing- 
ing and festivities reigned from the far end of the 
estate to the top rafters of the recreation tower, and 
down to the ping-pong tables in the cellar. 

Needless to say, sales at the Chicago Branch again 
soared to new heights immediately after. 

isc simile Ie 


WHOLESALE STATIONERS TELL MEETINGS 
LINE-UP 

Secretary H. C. Whittemore of the Wholesale Sta- 
tioners’ Association last month announced the organ- 
ization’s fall schedule for group meetings and visits 
with members: 

On September 4, Mr. Whittemore, and David Koeller, 
Jr., of Blackwell-Wielandy Company, left on an ex- 
tended trip throughout the United States for the 
purpose of conducting group meetings in key cities, 
and calling on members at other points. 

The association’s program for the current year, 
which covers a long-range research and survey analy- 
sis, and also current activities related to the present 
emergency, will be presented to distributors for co- 
operative consideration. 

Some of the points contacted will be: Chattanooga, 


| Bates Perforators, 


ALL 

10 
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BATES DEALERS 


As production for Defense 
keeps soaring to new peaks, 
the demand for Bates Prod- 
ucts to speed the office 
work of government and 
essential industry is unprec- 
edented. 

Our first duty is to meet 
this Defense demand—and 
we are doing our utmost to 
do so; producing and ship- 
ping at 100 per cent of 
capacity. 

The Bates business has 
been built up on service to 
the thousands of Bates 
Dealers all over the land. 
We are doing everything in 
our power to take care of 
this abnormally large vol- 
ume and while we may not 
be able to fill all orders 
promptly, nevertheless, 
Dealer Service is still the 
keynote of Bates Policy. 
However, you will appre- 
ciate that orders for defense 
purposes — whether from 
dealers or from the govern- 
™ ment direct, and which 
) carry priority ratings— 
’ must take preference. 














Bates 


THE BATES MFG. CO., Orange, N. J. * New York Office: 30 Vesey St. 


Bates Numbering Machines, Bates Staplers, Bates Mun Kee Pads, 
Bates List Finders, etc. 


Bates File Fasteners, 
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BRIGHT 






LEATHER 
OFFICE FURNITURE 


Rich, luxurious comfortable and durable furniture 
—furniture which enables an executive to give 
his business quarters that final touch expressive 
of his own individuality. With it all, Bright num- 


bers are kept within the 
reach of the tives purse. 
They have the eye appeal 
that gets the sale. Check 
up on the extra profit op- 
portunities for dealers 
available in this quality 
line. 


BRIGHT CHAIR COMPANY 


In the Bright catalog you 
will find a variety of 
styles and designs to suit 
most of your trade. The 
prices will attract you as 
well as your customers. 


INCORPORATED 
127-133 BLEECKER STREET, NEW YORK CITY 
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DURING FOUR WARS 
SOUTHWORTH 
PAPER 


has been one of the tools that have 
helped our government to emerge 


VICTORIOUS. 


Now in another National emergen- 
cy The Southworth Company is 
producing its quality product to 
capacity, ever striving towards the 


goal. 


VICTORY 
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Tenn.; New Orleans, La.; Dallas, Tex.; San Antonio, 
Tex.; Los Angeles, Calif.; San Francisco, Calif.; Port- 
land, Ore.; Salt Lake City, Utah; Denver, Colo.; 
Omaha, Nebr.; Des Moines, Iowa; Chicago, Ill., and 
Columbus, Ohio. 
Oo 
UEF DISTRICT MANAGERS MEET 

District managers of the Underwood Elliott Fisher 
Company attended a sales conference at the company’s 
headquarters, One Park Avenue, New York, N. Y., 
during the week starting September 2, at which plans 
for 1942 were discussed in detail. The meeting was 
concluded at an all-day session at the Hotel Pennsyl- 
vania, where the district managers were addressed by 
P. D. Wagoner, president and general manager; W. F. 
Arnold, general sales manager; Alfred Jensen, sales 
manager, accounting machine division; Leo T. Osmon, 
educational director; J. D. Donovan, sales manager, 
typewriter division; Clyde Jungbluth, sales manager, 
portable typewriter division; N. D. MacLeod, sales 
manager, adding machine division; W. J. Wendt, sales 
manager, supply division; and C. H. W. Ruprecht, 
manager of the publicity division. 

The district managers attending included J. W. 
Roberts, Atlantic district, Boston, Mass.; George 
Crouch, typewriter division, New York, F. A. Greis, 
accounting and adding division, New York; F. L. 
Benedict, eastern district, Philadelphia, Pa.; L. Y. 
Hagan, central and southern districts, of Memphis, 
Tenn.; W. H. Von Hacht, assistant manager, central 
and southern districts, Cincinnati, Ohio; D. E. Conklin, 
western district, Chicago, Ill.; W. M. Coffman, Pacific 
district, San Francisco, Calif. 

SN 

N. Y¥. STATIONER-GOLFERS NEAR SERIES END 

With one more game remaining before the season is 
brought to an end, members of the New York Station- 
ers Golf Association are watching the leaders of classes 
A and B and wondering who will be the recipients of 
the two season cups. 

As this issue goes to press the association is sched- 
uled to hold its twelfth tournament at St. Albans Golf 
Club, St. Albans, L. I., and the day will probably bring 
about some changes in the cup standings but too late 
to be included in this report. However, the line-up 
for both classes was reported as follows at the Youn- 
takah game: 

Class A: R. J. Urmston, 11.50; W. D. Evans, 11; 

J. Kahn, 10.50; L. H. Tavernier, 8.50; R. R. Ballenger, 
7.50; H. Hein, 7.50; F. G. Huber, 6.50; T. R. Rudel, 6; 
. Myers, 5.50; R. Weissenborn, 5.50; J. G. Bosworth, 
; L. McCready, 5; G. J. Grumbach, 4; L. J. Messina, 3; 
. C. Musser, 3; R. B. Sainberg, 3; W. S. Stafford, 2.50; 
. P. Finck, 2; S. Kahn, 2; G. W. Fairchild, .50. 
Class B: E. Payne, 15; C. Schatzlein, 13; B. T. Sand- 
ner, 12.50; M. Stuart, 10.50; A. J. Pfaff, 8; P. L. Elias, 
5.50; H. W. Bowman, 5; Henry Levy, 5; I. M. Levy, 5; 
W. G. Whittemore, 5; G. F. Griffiths, 4; B. Abrahams, 
3; G. H. Barber, 3; G. Nicklaus, 3; A. J. Schlossberg, 3; 
M. Dreyer, 2.50; R. Lewisohn, Jr., 2; E. T. MacIntyre, 2; 
F. W. Callahan, 1; M. Chute, 1; H. C. Whittemore, 1. 


_—. — 


PARKER SOUTHERN DEALERS MEET 

Dealers and salesmen of the Parker Pen Company 
from North Florida and South Georgia attended a 
banquet and meeting at the Seminole hotel, Jackson- 
ville, Fla.. on Monday, August 18. J. R. Rhodes, of 
Memphis, Tenn., southeastern divisional manager for 
the company, and Ray Forsyth, Georgia-Florida rep- 
resentative, addressed the meeting, an industrial mo- 
tion picture dealing with the production and sale of 
fountain pens was shown, and new sales plans were 
discussed. More than 100 dealers and salesmen at- 
tended.—_JHR 
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AIGNER EMPLOYEES ENJOY PICNIC 
August 23 was a day on which a strange quietness 
descended upon the plant of the G. J. Aigner Com- 














OCTOBER, 1941 161 










Sam "*OnveR NO. 











“VERY day, factories are finding new ways 

~ to step up production—-speed up output. It 
is vitally important for office production to keep 
pace with these roaring assembly lines. With 


COLUMBIA 
READY MASTER FORMS 


you help your customers eliminate delays in the 


L SAASOME se 
yt 


speedy preparation of production order forms, 
case histories, engineering specifications, personnel and insurance records, credit forms, and countless 
other records requiring rapid duplication. THEY DUPLICATE 
BOTH THE FORM AND THE FILL-IN, IN A SINGLE OP- 
ERATION, FROM THE COLUMBIA “READY MASTER” niin 
SPIRIT CARBON MASTER. They cut down “Excessive time ae CLEAN EDGE 
out” by reducing the number of duplicating operations: they . TOP AND BOTTOM 


eliminate the “excessive time out” necessity for washing “hecto 





hands.” 


There’s big volume—splendid business—in Columbia Ready 


Master. Write us now for details. 






HECTOGRAPH 

MASTER 
COLUMBIA RIBBON & CARBON CLEAN 

é. 
MANUFACTURING COMPANY, INC. 24 
Main Office and Factory: Glen Cove, L. I., N. Y. m | peer A iiees 
New York Sales and Export, 58-64 West 40th St. _— 
Kansas City. Mo., Dwight Bldg. (REMOVE BEFORE 
TYPING) 
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The ADVANTAGE is with the 


OFFICE EQUIPMENT MERCHANT 


that features 


UHL Steel Products 








The GOVERNMENT DE- 
FENSE program has forced 
many thousands of manufac- 
turers into making great 
changes in the method of 


handling their business. 


We are very grateful to you 
Dealers for your helpful co- 
operation and we have sin- 
cerely done our very best to 
fill your orders as promptly as 


possible and shall continue 


‘to do so. 


However, in following the 
latest DEFENSE rulings it is 
highly necessary for us to 
have collective action with 
our Dealers for our common 


well-being. 





Great quantities of Government 
Orders are being placed for Steel 
Furniture. 

Equipment items such as chairs, 
stools, tool tables, etc., are recog- 
nized by the Government as being 
essential to those plants engaged 
in manufacturing defense mate- 
rials. 

Dealers do not necessarily need 
to look for direct orders from the 
Government, but can contact any 
plant or concern that has Govern- 
ment Defense Orders. 


For example: Many industrial 
corporations with large defense 
orders, bought thousands of addi- 
tional chairs for their cafeterias. 
Also: The Famous Uhl Steel Indus- 
trial Posture Chair is being pur- 
chased in large quantities for the 
proper seating of workers at ma- 
chines and benches. 


These orders are not strictly Of- 
fice Furniture items, but Office Fur- 
niture Dealers have gone after 
them with gratifying results and 
satisfactory profits. 


... Send for Catalog 


1728 HASTINGS STREET 


THE TOLEDO METAL FURNITURE COMPANY 


TOLEDO, OHIO 
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pany, Chicago, and an investigation would have dis- 
closed that nobody was home except the office cat. 
For on that date, officials and workers alike put 
aside worries of business and manufacturing and, 
flanked by their families and friends, journeyed to 





te 


committee. Back row: Ed. Marquardt, Dave Balliett, Howard 
Lee, Marge Gruber, J. George Aigner, superintendent; Mar- 
garet Rice, Frank Lewerence, Joe Kohnke, George J. Aigner, 
president; Elmer Krumwiede, sales manager. Front row: Al. 


Aigner, Walter Cwik, Walter Cunningham, chairman; Frank | 


Wasko. (Lower) The girls’ softball team and admirers. 


Caldwell Woods, near Chicago, for the company’s 
annual picnic. And what a day they had! 

Nine holes of golf started the ball rolling with all 
of the company’s divot diggers in top form. Then 
came sporting events, refreshments, a baseball game, 
refreshments, another baseball game, 


ticket sales and suppliers’ donations and after these 

were awarded the day was far gone and everybody 
headed for home, tired but happy. 
ee nae xs 

REMINGTON “STAR” MANAGERS SPEND 

HOLIDAY WEEK 

On July 31, managers in twenty-five of the fifty 

branch offices maintained by the typewriter division 

of Remington Rand Inc., had good reason to glow with 


pride and view with satisfaction the prospect of a | 


reward which comes after a long-sought and well- 
earned victory. Through their own efforts and the 
sales performance of their salesmen, over a period of 
thirteen months, these men had earned their right to 
be present at the All Star Managers’ outing during the 
week of August 25 to 31, which was held at Spring 
Lake, N. J. 

This band of strictly “.300 hitters” began their cele- 
bration on Monday, August 25, when everyone met in 
New York City and from there sailed on the S. S. Sandy 
Hook to Atlantic Highlands, and then to Spring Lake 
by train. Facilities at Spring Lake included complete 
hotel accommodations at the Essex and Sussex, private 
dining room for formal and informal dinners, as well 
as accommodations in the main dining room. Accom- 





AIGNERITES GO OUT TO PLAY.—(Top) The arrangement | 


refreshments, | 
races, refreshments, contests and more refreshments. | 
A number of prizes were provided by income from | 
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Only 


CEN-TR-KOTED 
CARBON PAPER 


brings you all these 
Big Advantages! 


% ONE-HALF INCH EXTRA LENGTH! Cen- 
Tr-Koted measures 82 in. wide by 13% 
in. long instead of the ordinary 8% in. 

by 13 in! Result... . it snaps out easier, 

| and thus saves time and money! 


NON-CURLING! LASTS LONGER! Un- 
coated along the edges, assuring cleaner 
carbon copies free from smudgy, un- 
sightly “‘treeing”! 


MADE WITH SPECIAL-FORMULA INK! 
Makes permanent carbon copies .. . and 
lots more of them! 


ABSOLUTE UNIFORMITY AND TOP 
PERFORMANCE assured by our rigid 
factory inspection! 











An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
|. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451] Harrison St., San Francisco 


Los Angeles Denver 
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STYL! TIPS ARE 2° 
CADMIUM-PLATED 





Stylus Tips! 


A Model for 
Every Need! 


Ball points, loop 


wheels, shading, etc. 


@ Technygraph  styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


DEALERS 
Our four-page broad- 
side shows Techny- 
graph Styli in actual 
size in their fast-sell- 
ing Rainbow hues; 
please write for your 
copy today! 


| The Technygraph, TECHNY, ILLINOIS 








“Just as good as a 


| 
| referred to. 


| ventilating system. 


on the market. 











Sn ne 


The Argument 


Respirator Cushion” 


is a greater endorsement for the principles incorporated in 
Respirator Cushions than complimentary to the cushion 


If ventilation is an advantage, then assuredly a Respirator 
| Airolated Cushion is far superior to other types of so-called 
ventilated cushions in proportion to the effectiveness of the 


Respirator Cushions do not depend upon the microscopic 
| air cell structure for ventilation as instead ventilation is 
accomplished by a mechanical process of compression of 
cups molded in cushion which actually pump air out of and 
into cushion through lateral tubes. 
RESPIRATOR—The most asked-for-by-name seat cushion 


BAe ww ww we 





Respirator Cushions are covered by Patent No. 2,025,712 


L. M. BICKETT COMPANY 


WATERTOWN, WISCONSIN, U. S. A. 
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panying the typewriter managers at the outing were 
James H. Rand, president; H. A. Schuler, vice-presi- 
dent; H. Landsiedel, vice-president; R. D. Wolfe, and 
C. B. “Duke” Waters, general sales manager of the 
typewriter division of Remington Rand, the latter act- 
ing as host to his managers. 

For a full week these “All Stars” enjoyed the ex- 
clusive fishing, swimming and golfing facilities offered 
at Spring Lake. Each manager was awarded a diploma 
in recognition of his achievement in qualifying for this 





REMINGTON RAND EXECUTIVES AND BRANCH MANAGERS 
AT “ALL STAR” OUTING.—Front row, sitting on floor, left to 
right: W. D. Tufnell, Houston; R. D. Morgan, Scranton; F. M. 
Echoff, Chicago; R. D. Wolfe, Buffalo; Second row, sitting on 
chairs, left to right: E. T. Bach, Baltimore; M. J. Joyce, Detroit: 
H. A. Schuler, vice-president; C. B. Waters, general sales man- 
ager, typewriter division; J. H. Rand, Jr., president; H. Landsie- 
del, vice-president; E. F. Cali, New Orleans; L. G. Stewart, Salt 
Lake City; D. L. Gooding, Denver. Standing in the rear, in the 
order in which their faces appear: H. E. Campbell, Buffalo; 
H. F. Ronan, San Francisco; S. H. Ryan, Cleveland; R. J. Harris, 
Seattle; J. J. Ennis, Jersey City; R. V. Inda, St. Louis; B. W. 
Ward, Richmond; A. F. Erler, Newark; C. C. Merrill, Harrisburg; 
W. H. Smith, Washington; A. D. Smith, Jacksonville; J. P. Gwyn, 
Birmingham; S. L. Hooper, Buffalo; H. L. Tindall, Philadelphia; 
J. T. DeLiesseline, Atlanta; J. B. Alexander, Greenboro; H. A. 
Ecclestone, Los Angeles; R. C. Shumway, Cincinnati; C. W. 
Johnston, Portland, Oregon. 


vacation trip by Mr. Waters, and additional awards 
went to those who had surpassed even the high re- 
quirements of qualification. 

Each day’s event was planned and organized by one 
of the “All Stars.” A special golf tournament and a 
variety of fishing contests were staged. The “Duke 
Waters” fishing trophy was awarded to “Doc” Tindall 
of Philadelphia, while the “Harry Schuler” golf trophy 
went to Jack DeLiesseline of Atlanta. Surf bathing, 
sunshine—plenty of plain and fancy vacationing 
rounded out a very successful week for everyone who 
attended. 

The All Star Club contest this year has received such 
enthusiastic support that next year a similar contest 
will be held and another all expense vacation offered 
to qualifying branch managers. 

The entire roster of the “All Star’’ Club winners fol- 
lows: J. T. DeLiesseline, Atlanta; E. T. Bach, Balti- 
more; J. P. Gwyn, Birmingham; F. M. Echoff, Chicago; 
R. C. Shumway, Cincinnati; S. H. Ryan, Cleveland; 
D. L. Gooding, Denver; M. J. Joyce, Detroit; J. B. Alex- 
ander, Greensboro; C. C. Merrill, Harrisburg; W. D. 
Tufnell, Houston; A. D. Smith, Jacksonville; J. J. Ennis, 
Jersey City; H. A. Ecclestone, Los Angeles; A. F. Erler, 
Newark; E. F. Cali, New Orleans; A. A. Fraser, New 
York; H. L. Tindall, Philadelphia; C. W. Johnston, 
Portland, Ore.; B. W. Ward, Richmond; R. V. Inda, St. 
Louis; L. G. Stewart, Salt Lake City; H. F. Ronan, San 
Francisco; R. D. Morgan, Scranton; R. J. Harris, Seattle. 

Executives and the branch managers alike expressed 
themselves as believing the gathering was one of the 
best and most enthusiastic on record. 
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Announcing 


NEW STREAMLINE BASE 


.. With SHIELDED CASTERS * 


(PATENTS PENDING) 





BY 





No. 2425 
STURGIS SIDE ARM CHAIR 
(No. 2825 Same Except Has No. 2850 
Solid Back) SWIVEL CHAIR 
(No. 2450 Same Except Has 
Open Back) 











—e, | 
} — = 
a 
~ 1 Caster swivels 
j J within the base 
P| 
No. 2475 No. 2800 

STURGIS SIDE CHAIR STUR 
(No. 2875 Same Except Hes URGIS ARM SWIVEL CHAIR No. 2880 

Solid Back) (No. 2400 SAME EXCEPT HAS OPEN BACK) Spring Back—Adjustable 


% This new, patented idea of "Shielded Casters" is the most sensational im- 
provement in chair design and construction during the past decade. 


The casters revolve within the base itself—out of the way—unseen. An 
idea that is new, different and certain to make a hit! 


The streamlined base is of steel construction with all joints neatly welded. 


SOLD EXCLUSIVELY THROUGH DEALERS 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 
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OF THE BLAISDELL 


Waanetniee desiemememsonmen ements cen Te 


FAMILY 


"PRECISION BUILT 


And a Favorite With 
Big Consumers 
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ARE YOU ACQUAINTED 


with the Ben Franklin Frahchise Protection 
Plan? See our representative at the Chi- 
cago National Stationers Association Con- 
vention, Palmer House, October 6-11, 
inclusive. 
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Death brought an end to one of the leading careers | 


in the office equipment industry with the passing on 
August 30 of George Bacon Graff, founder and presi- 


dent of the George B. Graff Company, Cambridge, | 


Mass. Mr. Graff was at his Newton Centre home when 


the end came. 
Born in Mayfield, N. Y., on May 5, 1862, Mr. Graff 
was still in his early boyhood when his parents moved 








THE LATE GEORGE B. GRAFF 


to St. Louis where he received his education. As a 
resident of the Missouri city he became connected 
with the Young People’s Society of Christian En- 
deavor which had been founded by the late Dr. Francis 
E. Clark, and he organized many of the branches of 
the society west of the Mississippi. In 1891 Mr. Graff 
was called to Boston to take charge of the organiza- 
tion’s publication department, a position he held for 
twenty years. 

Mr. Graff was active in the formation of Kurn Hat- 
tin Homes, established for the sheltering and training 
of friendless boys and girls, and was a trustee of that 
organization at the time of his passing. In his later 
years he was also president of the incorporated Massa- 
chusetts branch. 
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Sales Feature 
Comfort- on Posture 
Adjustment Chairs 
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BOLENS SYNCRO-TILT Chair Action has EVERY Ad- 
justment necessary for good working comfort... All 
simple finger wheel adjustments made while using the 
chair. All movement in the tilt is SYNCHRONIZED for 


| complete body-fit at any angle — a definite and profit- 


| able aid to office working efficiency. 





It was in 1910 that Mr. Graff went into private | 


business by founding the George B. Graff Company 
which he incorporated in 1914. He took great pride 
in the company which bore his name and valued as 
among the choicest possessions of his lifetime the 
many friendships he gained in the industry. 

An extensive traveler and a man of varied serious 
interests he was a member of the Boston Rotary Club, 
Boston City Club, and the First Church in Newton 


(Congregational) of which he was an officer for many | 


years. 
Mr. Graff is survived by his widow, Mrs. Florence 


Murray Graff; a son, Leland S. Graff, of Canton, Ohio, 

and a daughter, Dorothy Graff, of Louisville, Ky. 
George B. Graff was a Christian gentleman, a man of 

high ideals, who lived a life of service to his fellow 


man. Death to such a man is but passing out of this | 
limited sphere of life into another greater, more | 


glorious and eternal life. 
: - + 
L. P. JOSEPH 


Louis P. Joseph, president of the Jasper Desk Com- | 


pany, the Jasper Seating Company and the Jasper 
Chair Company, and one of the leading businessmen 
of the Indiana manufacturing center, died September 
18 in a St. Louis (Mo.) hotel following a heart attack. 
He was in his sixtieth year. 

Born at Jasper on July 8, 1881, he was the son of 
Frank and Elizabeth Bretz Joseph. At the age of four- 
teen he was confirmed at the Salem Evangelical 


% BOLENS SYNCRO-TILT Chair Irons are made for all 
types and sizes of Office Posture Chairs. Write for cata- 
log on this important Sales Feature. 


DOLE PRODUCTS GOLPANY 


Port Washington Wisconsin 











RUBBER OFFICE SPECIALTIES 


The House of Sunruco provides the most varied 
line of all rubber office accessories available from 
any one manufacturer of molded rubber goods — 
Desk pads, foamed latex chair cushions, sponge 
rubber chair cushions, finger pads and a host of 
other fast selling rubber office specialties. 

Catalog and price list furnished promptly on 


request. 








THE SUN RUBBER COMPANY 


BARBERTON OHIO US A 
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Copy RIGHT COPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
& 

FOR MODERN, FRONT-VISION 

Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 
& 
SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
. 
ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, 
Backache, Time MONEY! 


The Logical Way ! 


The CopyRIGHT Notebook and 
Copy-Work Holder is not only hand- 
some in appearance but its mod- 
ern design and sturdy construction 
are based on several decades of 
experience in the copyholder field. 

And because CopyRIGHT is built 
in the logical way (with normal use 
it lasts for years without repairs) 
it has strong customer appeal— 
especially to mechanically inclined 
persons who recognize a ‘'Master'’ 
product patterned for saving 
energy, time and money. 


Try one and see! 


COPY RIGHT MFG. CORPORATION 


PARK PLACE ® Tare Rk 


WORLDY GREATEST all around 


LIZ ELT A  S 


DRILLS-GRINDS-SANDS 
SAWS-POLISHES 
SHARPENS-CARVES _ feeon tan 







The new WHIZ ELECTRIC TOOL is the handiest power 
tool ever made. A rugged tool for power and precision 
work. Drills through 14 inch iron plate in 42 seconds or 
engraves intricate designs. Handles any material: Metals 

Woods Alloys Plastics — Glass — Steel — etc. 
Saves time. Eliminates labor. Plug into any socket AC 
or DC, 110 volts. Chuck 14 inch capacity. Ball bearing 
thrust. Powerful, STANDARD 
MODEL, with Normal Speed (uses 200 different accessor- 
ies, instantly interchangeable). Price only $7.95. 


triple-geared motor. 


The only DRILL-TOOL with a full year’s guarantee 
FRE Accessory outfit (Value $2) includes set of drills, 
mounted 114 inch grinder, sanding discs, cutting 


wheels, mounted brush, polishing wheel, carving burr, ete. 
FREE with each tool ordered NOW. We pay postage. 


10-DAY TRIAL—MONEY BACK GUARANTEE 


PARAMOUNT PRODUCTS CO. 
Dept. 10-FAJ 545 Fifth Ave. New York, N. Y. 





OFFICE APPLIANCES 


church and five years later went to work at the Jasper 
Desk Company which his father had helped to estab- 
lish. 

A desire to learn the business from the ground up, 
Mr. Joseph often boasted in later life, caused him to 
hold jobs in every department before he was appointed 
president and manager in 1920. At the time of his 
death he had completed forty-one years with the firm. 

A born organizer, endowed with a keen business 
mind, Mr. Joseph launched the Jasper Chair Company 
and the Jasper Seating Company, being president of 
both when the end came. Despite his many duties he 
found time to take a deep interest in civic affairs and 
was a generous donor to every cause which might 
promote the welfare of the city and its people. 

Mr. Joseph was also interested in fraternal organ- 
izations and was a member of Dubois lodge No. 520, 
F. & A. M., at Huntingburg, the Hadi Temple of 
Shriners and the Scottish Rite at Evansville. 

Surviving are the widow, Mrs. Celia Beiling Joseph; 
a son, Allen F. Joseph; two daughters, Mrs. Otto 
Fierst of Jasper, and Mrs. Robert Goldthwaite of 
Marion; six grandchildren, Peggy, John and Betty 
Fierst, and Robert, Richard and Thomas Goldthwaite; 
two sisters, Mrs. Emma Traylor and Mrs. L. A. Salb, 
and two nephews, John J. Traylor and Robert Lee Salb. 

Among the active and honorary pallbearers who at- 
tended the funeral were executives of many of Jasper’s 
leading industries including a number prominently 
identified with the office furniture industry. 


tr rf i 


A. J. LAUX 

August J. Laux, owner of one of the oldest office 
equipment establishments in Lockport, N. Y., died on 
September 8 following a heart attack. He was in his 
sixty-seventh year and had apparently been in good 
health up to the time of his passing. 

Mr. Laux went to Lockport in 1891 and opened a 
bookbinding business with his brother, the late Adolph 
Laux. The two men prospered and within a short time 
printing, stationery and office furniture were added 
to the business. 

Surviving are the widow, Mrs. Marie Laux; a daugh- 
ter, Mrs. Clara E. Guyder; three sons, Carl J., Adolph 
W., and Fred A. Laux; six grandchildren and one 
great-grandchild. 

+ + & 


J. S. WILSON 
Joseph S. Wilson, former mayor of East Liverpool, 
Ohio, and a member of the stationery and office supply 
industry for forty-one years, died August 28 after 
suffering for some time from a heart ailment. He 
was a thirty-third degree Mason and is survived by 
a widow, one son and one daughter.—AK 


+ - & 
MRS. G. S. SPARKS 

Mrs. Gustina Seymour Sparks, mother of Fred P. 
Seymour, vice-president and secretary of Horder’s, 
Inc., Chicago, died last month at her home in Wallkill, 
N. Y. Mrs. Sparks was in her eighty-seventh year. In 
addition to her son, Mrs. Sparks is survived by five 
grandchildren and two great-grandchildren. 


- - & 
L. R. BROWN 

Lee Robert Brown, for twenty-three years an engi- 
neer with the Monroe Calculating Machine Company, 
Orange, N. J., died August 30 at his home in East 
Hanover, N. J., following an illness of five months. He 
was in his forty-ninth year. 

Mr. Brown was a graduate of Muskingum college 
and held degrees from Ohio State and Brooklyn Tech- 
nical college. He invented several devices used on Cal- 
culating machines. A resident of East Hanover for 
ten years, he had served one term on the board of 
education there. 

Surviving are his widow, Mrs. Frances Brown; his 
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Posture Chair 
No. 249-AC 





CHAIRS 


Not an idle statement, but a proven fact. 
Thousands of Murphy Chairs are now in 


Posture Chair 
No. 237 





manufacturin plant throughout the 
United States. Their inbuilt quality—sen- 
sible and healthful design, placed them 
there. 

There’s no one device in business that 
:, more on the move than a swivel chair. 
It is dragged, shoved, lifted, turned, wig- 
gled and swayed, and to meet all this 
mass-in-motion, Murphy has designed of- 
fice chairs to give comfort and to save the 
energy of people who think and work in a 


No. 7283 





sitting position. 

Murphy office chairs are noiseless, easily 
adjusted, body conforming and relaxing- 
They actually produce more efficient em- 
ployee work: 

Our catalog No. 69 contains other sé 
Be sure you have 4 copy: 





No. 9213 





lections. 
No. 4415 
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mother, Mrs. Alex Brown of Scio, Ohio; two sisters, the 4 
Misses Grace, of Scio, and Mabel Brown of New York; 
two brothers, Dr. Alonzo Brown of Pittsburgh and ¥ 
Carl Brown of Plainfield, N. J—BJ x 
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THE LATE LLEWELLYN KRETCHMER.—A report of Mr. Kretch- | z 
mers death in a tragic drowning accident appeared in the | x 
September issue at a time when this photograph was not | * 
available. ¥ 

* 

+ + + x 

G. S. ANDERSON x 

George S. Anderson, office supply manager for the }- 
M. L. Bath Company, Shreveport, La., died in his | x 
residence on September 18 following a heart attack. : 
He was in his fifty-second year. He had been con- | x 
nected with the Bath company since 1935 and was ¥ 
well-known in the office equipment industry. Mr. An- | x 
derson is survived by his widow. ¥ 
+ ok + x 


WALTON A. KELLER 


Walton A. Keller, proprietor of the Walton A. Keller 
Company, Cedar Rapids, Iowa, passed away Septem- 
ber 20, following a heart attack. He had been more 
or less inactive for a year, giving part time to the 
affairs of his company. His age was fifty-eight. His 
survivors are Mrs. Keller and three sons, Walton, Louis 
and George, all of whom are active in the business. 

I 
EIGHTH DISTRICT NEWS NOTES 

The Joplin Printing Company, Joplin, headed by 
Missouri’s well-known Gerry Manning, is going night 
and day on orders from a newly-created army camp 
at Neosho. ... Joe Sphar, Western Litho Company, 
Wichita, is up and around after several weeks of hos- 
pitalization brought about by a traffic accident... . 
Frank E. Lynch, Johnston Press, Wichita, is, at this 
writing, still confined to his home, battling a critica! 
illness. He is a past governor of the eighth regional 
district and one of the most popular men in the in- | 
dustry. .. . Sid Hawks, formerly connected with the | 
Tanner Book & Office Supply Company, Wichita, has 
changed his activities and is now a full-fledged in- 
surance man. .. . George Wilkerson, Elkins-Swyers 
Company, Springfield, has been devoting a large part 
of his time to Neosho and Joplin, handling the busi- 
ness of his firm in connection with government proj- 
ects. .. . Travelers seen in the Missouri-Kansas area 
in recent days include Jack Ellis, F. S. Webster Com- 
pany; Dan MacDougall, Stationers Loose Leaf Com- 
pany; Tom Hanson, National Blank Book Company; 
Gene Mitchell, manufacturers’ representative; Joe 
Gordon, Wilson-Jones Company; Heinie Sengbusch, 
Sengbusch Self-Closing Inkstand Company; Bill Pick- 
ering, and Bill Bohart, Eberhard Faber Pencil Com- 
vany, and Pete McLaughlin, F. S. Webster Co. The 
Hutchinson Office Supply & Printing Company and 
the Roberts Printing & Stationery Company, Hutchin- 
son, Kans., both report a fine 1941 business volume. ' 
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PIROPAGANDA! 


.. the good kind . . . that brings 


more business to your doors! 


Our advertisement in November 10th Time 
(out November 6th, 800,000 readers) tells 


your prospects and customers: 


“For every use in your office, from finest quality 
bond paper for your most important correspond- 
inter-office communication, 
there’s a Berkshire paper that’s just right. Berk- 
shire papers make a good impression, they em- 
phasize your business standing, make your words 
mean more. For efficiency, economy and appear- 
ance it pays to specify Eaton’s Berkshire. ASK 
YOUR STATIONER to recommend the exact 
Berkshire papers needed in your office.” 


ence to economical 


Ready-made customers are being sent to 
you. Are you ready to serve them? Better 
check stock on your full range of Berk- 
shire papers now! 


EATON PAPER CORP. 
Pittsfield, Mass. 


(At the Chicago Convention, Booths I-7, I-8) 
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WHEN IT’S A 
MATTER 
OF POINT... 


_.. OR PRICE... TURN TO 


stertrvok 


The Esterbrook Renew-Point Fountain Pen will save the 
sale when your customer can’t find a reliable pen with a 


point that fits his writing requirements—at the price he 


can afford to pay. 


And—remember too—with the Esterbrook Renew-Point 
pen you can offer a complete range of point styles with 
the smallest inventory investment in the fountain pen field. 


If you don’t have Esterbrook Fountain Pens in your store. 
write us for details. 


PHE ESTERBROOK PEN COMPANY 


86 Cooper Street, Camden, N. J. 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 


3 Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


Currency Bags 








TRE CL.DOWNEY CO. | cincinnati a 









Filling the Bill 
with LEATHER... 








* 

Write for fully Ehrlich upholstery “fills the bill’ 
illustrated where conditions demand leather 
catalog pieces better than just "good 

i enough". . . . One outstanding 





reason .... Ehrlich upholstery has 
the sales factors "built-in'""—assur- 
ing you of dependable sales mak- 
ing merchandise . . . . always! 


EHRLICH Upholstery WORKS 


520 West 43rd St., New York, N. Y. 
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HARPER JOINS WILSON-JONES 
A. C. (Chet) Harper, formerly connected with the 
Boorum & Pease Company, for which he covered a 
territory consisting of Ohio, Indiana, Kentucky and 
West Virginia during the past five years, last month 








A. C. HARPER 


joined the sales staff of the Wilson-Jones Company, 
Chicago. 

Mr. Harper was introduced to the loose leaf busines; 
in 1915 when he joined the Irving-Pitt Manufacturing 
Company of Kansas City, and remained with the 
organization for ten years. In his new connection 
Mr. Harper will make his home in Minneapolis and 
will be in charge of Wilson-Jones sales in that terri- 


tory. 
oe 
PARKER SPENDS $14,000,000 IN FIFTY YEARS OF 
ADVERTISING 


The Parker Pen Company this year is celebrating a 
half-century of national advertising during which it 
had spent in excess of $14,000,000 in promoting the 
Parker line of fountain pens and automatic pencils. 

Details of this vast expenditure were made public 
last month when the company held a regional sales 
meeting in the Hotel Pennsylvania, New York City, at 
which Eastern Sales Manager D. R. Dayhoff welcomed 
a large number of salesmen and dealers with tidings 
of what the company plans to do in connection with 
promoting its Autumn line for 1941. 

The company, Mr. Dayhoff said, will use 124 news- 
papers, seventeen radio stations, 169 college papers and 
sixteen magazines in the advertising campaign to 
thoroughly acquaint America with Parker products. 
He declared that the company is also forming plans 
to use military camp papers and added that the ad- 
vertising program will remain flexible in order that 
conditions can be met as they arise. 

—>-—___ 


UEF’S CLEVER “FOLLOW-THROUGH” ON ITS 
“BUSINESS MACHINES” AD 

The Underwood Elliott Fisher Company, New York, 
N. Y., has recently performed an interesting and clever 
“follow-through” on its newly-launched “Machines of 
Business” advertising campaign. The drive included 
the use of various UEF machines and three Army air- 
planes in one picture over which was the caption: 
“Machines of Business Back of Machines of Defense.” 

The new “follow-through” contained a _ personal 
touch. A copy of Newsweek, containing a two-page 
spread of the Underwood advertisement, was sent out 
enclosed in a neatly decorated brown folder. On the 
cover appeared an introductory line of “Here are the 
machines that speed business,” and directly below that 
was a space in which the recipient’s name was written 
in large script and in red ink. 

A full description of the UEF “Machines of Busi- 
ness” advertisement appeared in the September issue 
of OFFICE APPLIANCES. 
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FILING 
CABINETS 


Made in va- 
rious sizes in 
Yoh dam felels eval! 
steel ... with 
the exclusive 
ay Tri-Guard 


feature. 






TORY 


records in serving customers. 


.-# : : sa 
a from unsound practices and unfair competition. 
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THE GLOBE-WERNICKE CO. . . . FACTORY . . . EXECUTIVE and GENERAL OFFICES 





IS WORKING 
OVERTIME TO SERVE OUR CUSTOMERS 


We realize the urgent need for modern office equipment to speed up 
national defense work and other business activities. The huge Globe- 
Wernicke factory has speeded up production and thanks to our extraor- 
dinary facilities in wood, paper and metal divisions we are making new 


In this emergency, the Globe-Wernicke franchise is proving its worth. 
Dealers find it pays to do business with a concern that consistently 
manufactures dependable merchandise and maintains a policy free 
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EVERYDAY FILES 


Eleven styles.,.in- 
dexed alphabetic- 
ally, days of week, 
daysofmonth, etc.; 
also metal tabs 
with removable 
inserts. Standard 
and legal sizes. 





AGATE CARD 
INDEX TRAYS 


Sturdily built... 
made of heavy 
binders’ board 


steel follower 
sae 4x6 
5 x 8, 6x 9, and 
check file sizes. 














| Gala 

, pe | BOX FILES 
Meet most every 
filing requirement. 
Available in fif- 
teen different sizes 


with many styles 
of indexing. 


SECTIONAL BOOKCASES 











“ACCESSO” 
WOOD DESK 
TRAYS 
Wide hand open- 
ings on all four 











Several styles of distinctive, 
Paatels(-}aaOe-toa-t- baabebal-tom deloleE-t-lol 
tional bookcases available. 















Service 


OtlaToralar-lemmelaiie 


Visit our Exhibit at the National Stationers Association Con- e 
vention in the Palmer House, Chicago, October 6 to 9. 


Globe-Wernicke 





MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings 


Special Steel 





Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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This new DIEBOLD business 
tool is Revolutionizing 


office record keeping 
” 
Increase your profits with the 





tI 


Rotary File 
*« 


Every firm that uses records is a prospect! 


Every business is interested today in greater office Easy to sell because it is readily adaptable to 
efficiency—in saving space—in cutting the cost of your prospects’ present and future records. 

records to the minimum. That’s exactly what you Aggressive dealers who want to take maximum 
offer when you sell the CARDINEER Rotary File. advantage of today’s increased business will be 
The Cardineer speeds finding, reference, and posting interested in the complete line of DIEBOLD 
operations because it INSTANTLY brings up to 6000 Business Tools to house and protect records 
records to the operator’s finger tips. Portable. and money. Write us today for complete details 
Available for either manual or electrical operation. on the attractive DIEBOLD dealer proposition. 


DIEBOLD SAFE & LOCK CO., CANTON, OHIO 





OTHER DIEBOLD BUSINESS TOOLS THAT ARE MAKING MONEY FOR DEALERS 


e DIEBOLD SECTIONAL 
DIEBOLD CASHGARD DRAWER VISIBLE FILES § DESK MODEL CARDINEER 


CHESTS ‘ COMPLETE LINE OF FIRE- For smaller record 
Saves up to 74% on RESISTIVE SAFES © REVELDEX § ‘ystems. Available in 


safe burglary insur- one or two-wheel 


ance. Protects cash— FILES REFERENCE PANELS models for 1500 to te aA 
discourages hold-ups. . REVOLVING, SLIDING 3000 records. Port- ¥@ 
Ideal f t 

eal for amusemen LEDGER TRAY SAFES e able. Compact. 


ELECTRIC REKORDESK SAFES 





parks, merchants, etc. Economical. 








RECORD SYSTEMS EQUIP- 


) | | > B oO NEY 
MENT, SAFES, MO 
F D CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
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OFFICE MANAGEMENT MEETING SET FOR 
NEW YORK 

The Office Management conference of the American 
Management Association will be held on October 22 
and 23 at the Hotel Pennsylvania, New York City, it 
has been announced by the association headquarters. 
This annual meeting, which brings together office 
executives and others with office management respon- 
sibilities from throughout the United States, will this 
year be concerned with gearing office methods to de- 
fense production needs. Among the topics that are 
expected to receive special attention are: “Stepping 
Up Office Output,” “Improving Office Standards,” 
“Control of Office Salaries,” “Office Unionization.” 


The AMA reports, after conducting surveys among 
its members, that there is wide concern on the part 
of office management executives regarding the ten- 
dency of office workers to look for employment in fac- 
tories in the belief that factories afford better wage 
opportunities. This tendency, the association points 
out, presents a problem regarding the maintenance 
of good office personnel standards. 

John R. Mitchell, vice-president of the Courier- 
Citizen Company, and vice-president of the Associa- 
tion’s Office Management Division, has been in charge 
of committees arranging the sessions. 

a ee 


ILLINOIS RIBBON MEN EXPECT TO OPEN 
MEETINGS NEXT MONTH 
The Illinois Inked Ribbon & Carbon Paper Asso- 
ciation expects to resume its monthly meetings in 
November, according to Fred Neely, president of the 


organization and head of the Fred W. Neely Com- | 


pany, Chicago. The association, which numbers in its 
membership leading ribbon and carbon men in Chi- 
cago, holds its gatherings in the Atlantic Hotel. 





NEW N.T.O.M.D.A. SECRETARY.— Presented here is Harry | 
Turner, whose appointment as executive secretary of the Na- 
tional Typewriter & Office Machine Dealers Association was 





reported in the September issue. He is a graduate of the 
University of Kansas. His previous activities have been prin- 
cipally connected with the fuel industry and he has served 
as president of the Missouri Valley Retail Coal Merchants 
Association as well as his local organization. He has also 
worked for the national association. In 1939 Mr. Turner was 
elected executive secretary of an organization of packaged fuel 
manufacturers, a position he still holds. He is married and 
has three children. 


o—— eo” 


AMES MINNEAPOLIS AGENCY MOVES TO 
ST. PAUL 

The Precision Platen Company, Minneapolis agency 
of the Ames Supply Company, Chicago, last month 
moved to new and larger quarters at 95 East Fifth 
street, St. Paul, Minn. A continuous expansion of busi- 
ness brought about a need for more space and the new 
location was chosen because it will enable the com- 
pany to furnish prompt service on platen and feed roll 
recovering and the refinishing of machine cases, 
frames and parts. 
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The Daum Monufacturing Coan 
| HALL-WELTER CO, INC. 


CHAMPENEY TER 


ROCHESTER, N. Y 











Convenience and Comfort 


are essential to today’s program for maximum pro- 
duction. Both are amply provided in 


Facility 
POSTURE 
SEATING 


Designed scientifi- 
cally, Facility 
chairs meet per- 
fectly the require- 
ments of modern 
business. By fur- 
nishing restful 
posture to the 
worker they help 
produce a better 
day’s output than 
is possible through 
the use of old 
style seating equip- 
ment. Important 
Facility features to 
consider are quali- 
ty of construction, 
correct designs 
that are attractive 
and adjustments 
that are simple and 
positive. 


Complete information to 
established dealers upon 


request. 


No. 350-L 








FRITZ-CROSS COMPANY 


304 E. 4th Street 


St. Paul 
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TucH-RITE 


TEACHES TOUCH TYPEWRITING IN A FEW HOURS 


Tuch-Rite is a simple, inexpensive, scientifically planned and 
designed keyboard device with which anyone can learn touch 
typing within one day, without a typewriter and without a 
typewriting book. Leading school authorities acclaim it as 
the perfect touch system teacher. 

The perfect gift for any student . . . leading stationers and department 


stores are having quick and profitable sales . . . Send now for com- 
plete information. 


Retails for $2. Well made, durable, attractively packaged. 
Show This Sensational, Easy Method in Your Store 


The TUCH-RITE CORPORATION 
149 BROADWAY NEW YORK, N. Y. 





Built for High-Production Systems Work 


REX-0-2raph Model MF 


FLUID TYPE DUPLICATOR 
with New 
“QUICK 
CHANGE 
MASTER 
CLAMP” 
















Model MF is designed for heavy 
duty service — for fast, accurate, 
economical copymaking demanded 
by modern office Systems Work. 
Has all the many famous REX-O- 
Graph features—PLUS the new 
‘“*QUICK CHANGE MASTER 
CLAMP", a necessity where many 
Masters are used. Saves time and 
money in any office! Write for 


























details NOW... New "Quick Change 
REX-O-Graph Model MF with = ar Clomp” 
“Quick Change Master Clamp” ast, simple, effective. Just 
ter in ''V'' slot and start oper- 
ating. Merely reversing han- 
die again releases Master for 
REX-O-Graph, Inc. 
3727 N. PALMER STREET MILWAUKEE, WIS. 
Offices In Principal Cities 


reverse the handle, drop Mas- 
$ (Other 
Models 
* up to 
a atk ‘Quick Change”. 
Manufacturer of Complete Line of Fluid and Gelatin Duplicators and Supplies 
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ADAMS BECOMES TREASURER OF E. J. CHAPMAN 
& COMPANY 


Two veterans of the office supply and equipment 
industry joined hands recently when Jack E. Adams, 
one of the best informed men in the field, joined 
E. J. Chapman & Company, Portland, Ore., as treas- 
urer and general manager. 

The other veteran is E. J. Chapman, president of 
the progressive firm which is located at 313 S. W. 





JACK E. ADAMS 


E. J. CHAPMAN 


Fifth avenue in the Oregon city. He dates his entry 
into the commercial stationery industry back to 1906, 
when he joined the Kilham Stationery & Printing 
Company as delivery and counter boy. 

Within a short time Mr. Chapman was promoted to 
the sales staff, first as an inside and then outside 
salesman, later becoming manager of the engineering 
department. In 1914 he joined the Irwin Hudson Com- 
pany but remained only a short time and then re- 
turned to Kilham’s. 

In 1921 Mr. Chapman made the first move toward 
entering business for himself when he purchased a 
half interest in the Charles L. Helwig Company, then 
located in the old Chamber of Commerce building. 
One year later the firm changed its name to the 
Helwig-Chapman Company and moved to its present 
address, 313 S. W. Fifth avenue. In 1933 Mr. Chapman 
bought out his partner and the firm assumed the name 
it now carries. He is a past president of the Pacific 
Northwest Stationers Association and former governor 
of the 11th district, NSA. 

Mr. Adams also possesses a wide experience in the 
industry and his activities have extended from coast 
to coast. He has worked in almost every department 
of both wholesale and retail establishments, and has 
been road salesman, buyer, Manager and owner of 
stationery stores in California. 

In addition to Mr. Adams’ position of treasurer and 
general manager, the other officers of the company 
are: E. J. Chapman, president; F. B. Chapman, vice- 
president, and N. B. Chapman, secretary. 


MISS WEISS JOINS OLD TOWN 


It will be welcome news to dealers operating under 
the Old Town Ribbon & Carbon Company’s franchise 
to know that Miss D. C. Weiss recently has been 
appointed to a key post in the dealer relations depart- 
ment at factory headquarters. 

Miss Weiss was for many years in charge of dealer 
service for the Arlac Stencil Corporation and more 
recently was advertising and eastern sales office man- 
ager of the Milo Harding Company. The close interest 
she always has shown in dealers and their problems 
has won her a host of friends in the stationery indus- 
try all over the United States. 

Outside of her direct business activities, Miss Weiss 
has been prominent in women’s business groups and 
recently completed a term as president of the Women’s 
Advertising Club of Pittsburgh. 
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RUBBER 
CUSHION GLIDES 





DIAMOND-ARROW CASTERS 





RUBBER 
DESK SHOES 





NOMAR FURNITURE RESTS 









TODAY I'M NOT A SALESMAN 
BUT AM JUST THE SERVICE MAN: 
TO SHIP youR ORDERS PROMPTLY 


LL DO EVERYTHING 1 CAN! 


ATLASITE CUPS 














The popularity of Bassick products and increased 
volume of business under present abnormal con- 
ditions make some delays unavoidable and prevent 
our accepting any orders from new accounts. 

We regret the existence of this situation, which 
is beyond our control, and we will continue to do 
everything possible to fill orders from established 


customers as promptly as possible. 


THE BASSICK COMPANY -« Bridgeport, Cénnecticns 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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SAVE STEEL 


FOR DEFENSE 














Row after row, stack after stack, [RANSFILE Fibre 


Board FILES are welded into sturdy batteries 
with our exclusive 2 Way Interlock—no swaying, 
sagging or buckling. No shelves needed, stack 
TRANSFILE FILES as high and as wide as you please. 
All the weight of the files and drawer contents is 
supported on steel reinforcing members so the 
bottom drawer in the stack works as freely as the 
top drawer. No screws, bolts or tools are needed 
to assemble TRANSFILE FILE units or batteries. 
Amazingly simple and ingenious, they are quickly 


assembled ready for the gaff of years of daily 


=> 


grind. 





TRADEMARK 


TRANSFILE 


FIBRE BOARD FILES 


are proven substitutes 


Over a period of years TRANSFILE Steel Reinforced Fibre Board FILES 
have proven a worthy substitute for all-steel files. Their low cost and 
durability attracted hundreds of business houses who find they do most 
record filing and storing jobs with no loss of facility or safety. TRANSFILE 


FILES once the choice for economy are now the choice by necessity. 


Look at this attractive installation of TRANSFILE FILES for instance. 
With their steel drawer fronts they look just like any battery of all steel 
files. Completely finished in rich olive green on the outside, TRANSFILE 
Fibre Board FILES can be set right in line with regular all-steel filing 


equipment too. 


TRANSFILE Fibre Board FILES have the advantages you expect from all- 
steel files, such as Roller bearing drawer suspension—Ball bearing 
drawer operation—Automatic drawer stop—Follow block, etc. The 
FIREFOE TRANSFILE is even fire resistive. In 4 models and 13 sizes, 


there is a TRANSFILE for every purse and purpose. 


Sell TRANSFILE Fibre Board FILES, and save steel for defense. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL STREET, NEW YORK, N. Y. 






THE LEADER 
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NORTHWEST TRAVELERS NOTES 





After a long association with the Wilson-Jones Com- 
pany as a representative covering the Kansas City 
area and later the Twin Cities territory for that con- 
cern, Dave Bevan, long a member of the Northwest 
Travelers Club, resigned to go into farming. Dave will 
be located somewhere in New Jersey not far from the 
town of Elizabeth. He has been looking forward with 
pleasure to this new undertaking. ... The Northwest 
Travelers Club takes this opportunity to wish Dave 
good luck and all the happiness in the world in his 
new venture... . Cliff Cody tells us he received a letter 
from his son Jack, who is “In the Army Now,” and that 
Jack is tickled pink with being in the service. Jack 
is located at Fort Belvoir, Va., some twenty miles from 
Washington, D. C., and writes that Charlie Garvin 
entertained him royally in the nation’s capitol. . 
Certainly seemed good to see Bob Valleau at the golf 
tournament after his long illness and he looks as wel! 
and healthy as ever. ... August Hunn, the Milwaukee 
stationer, was at the party, coming up from his sum- 
mer home at Balsam Lake with Karl Kiesel and John 
Daughtery the St. Paul spoon swinger. ... What’s this 
about Bill Burnap of Miller-Davis Company being 
married? Hows about holding three jacks with a 
kicker, Bill? No more, alas! Another of the boys out 
of circulation, how about it Cliff, Ed, Bob and Art? 
We might call Roy, Frank, etc. from Des Moines, or 
Rudy, Don, or Al from Omaha. Then maybe Mac or 
the two Karls can arrange their itineraries accord- 
ingly. And do you remember the John A. Todd Com- 
pany, S. M. Williams Company, John A. Schlener Com- 
pany, Munson Stationery Company, Edwin R. Wil- 
liams Stationery Company, Smith and Ewing, Jeffrey 
MacPherson Company, H. C. Boyeson Company, Brown 
Tracy & Sperry Company and many others too numer- 
ous to mention who were important figures in the 
stationery business in the early nineteen hundreds. 
... Which brings to mind some of the early travelers 
who have since gone to their rewards, Johnny Williams 
of Boorum & Pease; Charley Cole of Dennison; Mr. 
Fielding of National Blank Book; Bill Braden of Irv- 
ing-Pitt, Wilson-Jones and Stationers Loose Leaf; Jack 
Gray of Y. and E., Browne-Morse and Wilson-Jones, 
Smead, and the Pitt Company of Kansas City; Jim 
Campbell of Wilson-Jones, National Blank Book and 
McMillan Book; Fred Adams of Tatum, Wilson-Jones 
Co. and McMillan Book. ... Don Barber of Omaha was 
a visitor in Minneapolis on September 15 following his 
participation with his prize dog in the field trials 
retriever meet held at Anoka, Minn. ... The rains 
came and Rudy was seen to smile; looks like pretty 
fair crops for the winter, and maybe some good pheas- 
ant hunting this fall... . Congratulations from the 
Northwest Travelers to Art Bergstrom, well-known 
Sioux City kegler and golfer on his marriage to Mrs. 
Gladys Frake of that City... . The two Morries, Mann 
and Thompsen were seen in Iowa State recently. 

a —_—_-<-  — 
BRAINARD ENDS 0O.P.M. ACTIVITIES 

George C. Brainard, president of The General Fire- 
proofing Company, Youngstown, Ohio, has resigned as 
coérdinator of the Office of Production Management, 
it was reported last month. Mr. Brainard, who is 
also chairman of the Federal Reserve Bank of Cleve- 
land, accepted the O. P. M. post with the understand- 
ing he would be relieved when the organization was 
completed.—AK 


——— _ 
ADDRESS OF ORIN J. GREEN SOUGHT 
The present whereabouts of Orin J. Green, a type- 
writer mechanic last heard of in Los Angeles, Calif., 
are being sought. Any information should be for- 
warded to this journal at 20 North Wacker drive, Chi- 
cago, Il. 
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Repeat Sales 


The dealer response to the St. Johns line of office 
tables denotes the satisfaction and confidence 
which are the results of repeat sales. Repeat 
sales are profitable for they indicate customer 
satisfaction which is the basis of goodwill. Among 
the best St. Johns repeaters are the No. 24 and 
No. 25 tables. Good construction, simple design 
and excellent finish are among the outstanding 
qualities which have assured a steady flow of 
repeat business. 


Write for the new St. Johns catalog showing these and 
the other distinctive tables in the St. johns line. 






Table No. 24 Illustrated Above: 







Top me" thick. Legs 21%” square. 

Regularly equipped with one drawer 

only in all sizes. No. 24 table is made 

of specially selected plain Oak in Office 

Golden and School Brown finishes. No. 

25 table is made of Solid Northern 

Michigan Hard Maple in Walnut or 

Mahogany finishes, 

Sizes: 
27 x 48 inches 27 x 60 inches 30 x 72 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 





Announcing 


The Seventh Annual 
Chicago Office 
Equipment Display 


February 10, I1, 12, 13, 1942 


The Palmer House 


OFFICE MANAGEMENT 
ASSOCIATION OF CHICAGO 


Bankers Building Chicago 
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| Outsells ALL OTHERS 





Let the “on-the-fence” buyer 
test Nev-R-Kurl Carbon Paper 
and you win a steady customer. 
Its features “hit home” under 
conditions that rout competitors. 


Original & Only 


NEV-R-KURL 
CARBON PAPER 


e Absolutely a non-curling Carbon 





Paper. Lays flat when it's hot, 
humid or cold. 
e Never trees or wrinkles when in- 
serted into machine. Smudgeless. 
e Actual experience and tests show 
35% to 50°% more copies obtained 
from each sheet. 





we = 


‘pie 


e Universal because same sheet is 
efficient on standard or noiseless 
typewriters, billing or bookkeeping 
machines. 


& 

:( a 
A A CLEAR PRINT PRODUCT 
%, 
Ve iio 


ORLS-ITS ALWAYS FLAT 
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There’s always a big crowd on hand to cheer 
for the BANK OF ENGLAND 

















This is our 
improved 
No. 551 


See our 
No. 400 
series 
for the 
conven- 
tional 

style. 


Always popular with busi- 
ness men, this fine design 
merits place in every office 


furniture dealer's display. 





Made in genuine walnut or birch 
finished in walnut or mahogany 





finish. Both the turned and 
square post numbers are thor- 
ely comfortable and in geod 
demand. See our catalog. 


New Indiana Chair Co., Jasper, Indiana 
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LITTLE ROCK GETS SHEAFFER PEN DISPLAY 

A large number of central Arkansas office supply 
and stationery dealers last month viewed a complete 
display of products of the W. A. Sheaffer Pen Com- 
pany, held in the Albert Pike hotel, Little Rock. The 
exhibit was in charge of John M. Cram, of the Sheaffer 
home office in Fort Madison, Iowa, and C. Fred Grant, 
Sheaffer district manager for Arkansas and Oklahoma 
and parts of Louisiana and Mississippi—ADR 


ee — 





“APPROPRIATE” IS THE WORD FOR THIS WINDOW. — 
Lowman & Hanford Company, Seattle, Wash., realizes the 
value of building window displays to meet the times and 
conditions. As an example is the window shown above which 
features K. & E. engineering supplies and equipment. At the 
present time, with defense calling for more and more building 
everywhere, engineering equipment is in wide demand and 
stationers carrying it can find it readily salable in almost any 
part of the country. 


ST OO 


FOUR BRANCH MEN PROMOTED BY UEF 

Four important branch management promotions 
were announced last month by the Underwood Elliott 
Fisher Company, New York, N. Y. The men involved 
are H. P. Zerbe, J. A. McComas, A. Craigshead and 
Harold Fehr. 

Mr. Zerbe takes the management of the Baltimore, 
Md., branch where he has been assistant manager for 
some time. He joined the company in 1923 as a sales- 
man attached to the Pittsburgh office and possesses 
a fine sales record. 

Mr. McComas, who was previously manager of the 
Baltimore branch, is now manager of the Philadelphia 
office. He started with UEF in 1919 and from the be- 
ginning has shown an impressive record which led to 
his promotion. 

Mr. Craigshead goes to Baltimore as assistant to Mr. 
Zerbe. He became connected with the company in 
1928 and was previously assistant branch manager at 
Charlotte, N. C. 

Mr. Fehr joined UEF in 1936 as a salesman in the 
Philadelphia office and goes to the Charlotte branch 
as assistant manager to W. R. McDowell. All of the 
promotions were announced by General Sales Man- 
ager W. F. Arnold. 

—_>-- 


VEIT PRODUCES NEW COUNTER DISPLAY 


The Veit Company, Detroit, Mich., has recently an- 
nounced a new “Counter Salesman” display which is 
being made available to dealers with an order for 100 
feet of Veit index tabbing. 

Constructed of heavy fibre board, the unit displays 
the various colors of tabbing through the window boxes 
each containing five feet of tabbing. Mounted at the 
top is a piece of tabbing being cut with scissors and 
below this are suggested uses of the product. The dis- 
play occupies a space measuring six Ly twelve inches. 
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-_ MAKESHIFTS 


In today’s high pressure markets, there is 
a temptation to sell only for the customer’s 
immediate needs. 


The expansion of business during the 
past six months has resulted in a tremen- 
dous increase of business papers, correspon- 
dence, orders, etc.—an increase that re- 
quires basic changes in nearly every filing 
system. By offering a permanent solution 
to such problems you make a lasting 
customer—not just a casual hand-to-mouth 
buyer. 


Our planned Direct Name Filing System 
Campaign helps you to offer a permanent 
solution . . . not a makeshift. Its seven 
basic points help you drive home to business 
that this is the time to solve filing problems 
for years to come. And the solutions it 
offers make permanent profits for you. 
Write for the complete details of the 
campaign. 


Farsighted selling cooperation is but one 
of the many advantages of the “Y and E” 
Franchise. 
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Keep your sales figures beautiful 
i} with one of America’s finest carbon lines 


PEERLESS - IMPERIAL 





TYPEWRITER CARBONS PENCIL CARBONS 
HECTOGRAPH and SPIRIT CARBONS ROLL CARBONS 
| NOISELESS CARBONS BILLING CARBONS 






Here's a simple exercise for developing sales curves: 


STAND ERECT, high above the crowd by handling only the best of 


carbons. 


arsine nervieanae SarENen Torey nah leustennaineeieemnddemerieemmernnmmemes teens ra cee AGI en atleatridlita 
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EXTEND and intensify your carbon line with PEERLESS-IMPERIAL—a 


carbon for every use. 


STRETCH OUT for those accounts previously too big for you to reach 
alone. PEERLESS-IMPERIAL performs a real service for anyone 


who wishes to specialize in carbons. 





GRASP this opportunity to carry a complete line of fine carbons and 
receive factory cooperation from PEERLESS-IMPERIAL, famed 


for over a decade as the dealer's friend. 


To keep your sales figure in tip-top shape, get in touch today with 


PEERLESS-IMPERIAL. 





Contentment for Typists—Profits for Dealers, with hy | 
Peerless Rubber Keys 


THOSE SOFT RUBBER KEY-TOPS, 
SHAPED TO THE FINGER, . 
MAKE A GIRL’S HANDS 
LOVINGLY LINGER. 
SNUGLY THEY FIT 

ON THE KEYS OF ALL MAKES; i 
FOR EASIER TYPING, | 
THEY'VE GOT WHAT IT TAKES. 
SO THE NEXT TIME YOUR GAL 
ARGUES AND HOLLERS, 

JUST HAND HER THE PRICE, 
EXACTLY FOUR DOLLARS. 





‘ ON THE KEYs, 
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No stationery item sells faster than PEERLESS RUBBER KEYS 


today. Write now for complete information. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers viewpoint 
General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
321 Broadway 179 W. Washington Bivd 828 S. Spring Street 
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MILLER TO HEAD YOUNGSTOWN “MARKETERS” 

Newly elected officers of the Youngstown District 
Industrial Marketers last month were installed at a 
board of directors’ meeting at the Youngstown Club 
as follows: William S. Miller, advertising manager and 





WILLIAM S. MILLER 


director of sales education of The General Fireproofing 
Company, president; J. W. Swanson, Sharon Steel 
Corporation, vice-president; W. H. Schafer of The 
General Fireproofing Company, treasurer; Robert Mc- 
Callister, Wearstler Advertising, Inc., secretary. 

The Youngstown organization, a chapter of the Na- 
tional Industrial Advertisers Association, plans an 
active program during the Fall and Winter months. 
Mr. Miller, president-elect, proposes to enlarge the 
membership and will draw to Youngstown some of 
the leaders in industrial marketing throughout the 
country. 

“We are planning a constructive program for the 
coming year and expect to make the Youngstown 
chapter among the most active of all the chapters in 
the national organization. An immediate objective is 
to secure a representative delegation to attend the in- 
ternational convention at Toronto, Canada, in Septem- 
ber,” Mr. Miller stated. 

———? - 
“GREATER” JOHNSON-DOELL & CO. 

In notable expansion at Wenatchee, Wash., Johnson- 
Doell & Company has become known this fall as “The 
Greater Johnson-Doell & Company,” stationers and 
printers, who have enlarged their many departments 
and have just completed development of 1250 addi- 
tional square feet of floor space, with new display 
rooms for office furniture, cameras, and other equip- 
ment. 

One of the many modern features is an installation 
of fluorescent lighting, new fixtures replacing old 
equipment in the spacious stationery setup. The com- 
pany is North Central Washington distributor for A. 
B. Dick Company; The Dictaphone Corporation; The 
Parker Pen Company; W. A. Sheaffer Pen Company; 
Eversharp, Inc.; Esterbrook Pen Company; National 
Blank Book Company; Southworth Paper Company, 
and Remington Rand Inc. 

Both Clarence Johnson and W. D. Doell, owners of 
the company, starting in business in Wenatchee in 
March, 1924, and have gone forward every year. They 
claim that 1941 marks the finest expansion which 
the progressive stationery organization has ever 
launched. Mr. Johnson, in the typewriting business 
since 1924, and Mr. Doell in the commercial printing 
business in Wenatchee since that time, decided in the 
great depression year of 1930 to consolidate their 
businesses and form the Johnson-Doell company, 
which is located at 23 South Mission street. 

A newly-constructed balcony is being used for the 
showing of office furniture and equipment. The repair 
shop and office have also been modernized, with the 
latter having installed fluorescent lighting to prevent 
glare —CML 
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“jjjf The name nicerns has stood for “the finest” 
Yf in the ink field for over two generations. Stock- 
Y ing Higgins assures you of satisfied customers 


and the confidence and prestige that come 
from selling products of unquestioned standing. 







“SUSTAINING MEMBER 
N.S. AL 


FGGUS sissies ston 
HI] 271 NINTH STREET - BROOKLYN, K.Y 


TABLET ARM 
CHAIR 










STRONG 
COMPACT 
DURABLE 
COMFORTABLE 


The frames for this unit are all die formed steel—arc welded 
and riveted to combine lightness with greater strength 
and rigidity. Durable baked enamel finish. Available 
in solid Birch, Maple or Plywood seats and desk tops. 


She Moxos “Tive 


Write for General Catalog No. 100 


NORCOR MFG.CO. GREEN BAY, WIS. 
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THE 
ABOUT 


DICTATING CYLINDERS 


inthis INTERESTING 


redbaled 


BOOKLET 
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the results 
of a series 
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STANDARD 
RECORD COMPANY 


104-114 South Fourth Street Brooklyn, N. Y. 





AGAINST FIRE and 
THEFT-NO BUSINESS 
iS IMMUNE! 


The hazards of fire and 
theft never cease—day or 
night. No business is im- 
mune. 

When a dealer identifies 
himself with SCHWAB 
SAFES, he is offering his 
community the ultimate in 
Fire and Theft protection 
The cost of safeguarding 
valuable possessions is so 
low that no far-sighted 
business man can afford to 
be without this modern 
protection. 

We offer a wide range 
of capacities for all busi- 
ness records and for post- 
offices, banks,  furriers, 
jewelers, etc., and _fire- 
proofed for all  emer- 
gencies. Send for the 
Schwab CATALOG—Inves- 


tigate our dealer sales plan. 


THE SCHWAB SAFE COMPANY 





LAFAYETTE, INDIANA 
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ADMINISTRATOR ISSUES REVISED RECORD- 
KEEPING REGULATIONS 


Revision of the record-keeping regulations under 
which 350,000 employers must keep payroll and other 
records concerning more than 15,500,000 workers was 
announced today by General Philip B. Fleming, ad- 
ministrator of the Wage and Hour Division, U. S. 
Department of Labor. The new regulations in several 
instances simplify present requirements. In others, 
they call for the recording of additional information. 
They apply to all employers who have employees en- 
gaged in interstate commerce or in the production of 
goods for interstate commerce. 

“About one-fourth of the 48,000 inspections we made 
in the last fiscal year showed employers in technical 
violation of the act through failure to keep prescribed 
records,” General Fleming said. “Our requirements in 
the matter of payroll records are very simple. No 
special order or form of records has been required or 
is required in the new regulations. However, we must 
have accurate information on the number of hours 
employees have worked. Employers paying on a Salary, 
piece work, or other production bases have in many 
cases failed to realize this. An important part of the 
work of our men on inspections is education in the 
matter of keeping payroll records to satisfy the pur- 
poses of this law.” 

A new requirement of the regulations is that “each 
employer shall ... preserve for at least two years from 
the last date of entry the originals or true copy of any 
and all customer orders or invoices received, incoming 
or outgoing shipping or delivery records, as well as all 
bills of lading, and all billings to customers (other 
than ‘cash’) which the employer retains or makes in 
the course of his business or operations.” Preservation 
of these records is required to enable Wage and Hour 
inspectors to determine if the act applies at any given 
time. 

Petitions Brought About Changes 


The revision of the regulations published today re- 
sulted from petitions filed by large employers, among 
them the American Telephone and Telegraph Com- 
pany, the Association of American Railroads, the West- 
inghouse Company, and the Comptrollers Institute of 
America. Hearings were held in Washington on Oc- 
tober 17 and 18, 1940, and on May 12 and 13, 1941. 
Many of the employers attending the hearings asked 
for changes which would simplify payroll records of 
corporations paying semi-monthly instead of weekly. 
As the forty hour workweek is the unit of the Wage and 
Hour law, the division’s record-keeping regulations 
had required recording of total hours worked each 
day and each workweek and total straight time com- 
pensation for each week. The requirement of a record 
of weekly earnings did not mean that the employer had 
to pay his employees each week. However, some large 
employers petitioned that recording of weekly as well 
as semi-monthly earnings would be a costly and an 
unnecessary addition to bookkeeping. As a result, 
employers paying on a semi-monthly basis may record 
daily instead of total weekly straight-time earnings. 
As to hours, daily and total weekly recording is Still 
required by the regulations. Daily hours may be re- 
corded by entering starting and stopping time. 

The administrator’s authority in prescribing what 
records are to be Kept is contained in section 11l(c) of 
the act. “Every employer subject to any provision of 
this act or of any order issued under this act shall 
make, keep. and preserve such record of the persons 
employed by him and of the wages, hours, and other 
conditions and practices of employment maintained by 
him, and shall preserve such records for such periods 
of time, and shall make such reports therefrom to the 
administrator as he shall prescribe by regulation or 
order as necessary or appropriate for the enforcement 
of the provisions of this act or the regulations or 
orders thereunder.” 

An explanatory bulletin issued with the new record- 
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IT'S Your MuvE! 


In Business, as in Checkers, 


To win you must make the right move. 


The right move is to COLUMBIA which has 


proved to be the winning move for many 


Dealers. 


COLUMBIA 


LINCOLN-LIBERTY BUILDING . E. COR. BROAD & CHESTNUT STS 

















acinar ncneannds Geremmatmummenms mmeanee eee, cca Ce 


~ 


—neerepeeernetilinnenestsenctreestnetienneniniinsiinoneiians 


Sea EA 
a Rw 








we 








—e - sa i itd 
ee 
— SS ~ - — 
a a PR Tree cnet 


a 

















186 OFFICE APPLIANCES 


The World’s finest Stap- 
lers are found in the 


Hotchkiss Palmfit line. 


* x @ x .«~§ * 


Uncle Sie 


must come first / 


os 





\\ E ARE proud of the fact that now, as in World War No. 1, Hotch- 


kiss products are aiding Uncle Sam in every branch of the Service. 


Governmental demands are heavy and they must be met. To do 
this and at the same time supply the urgent requirements of the great 
body of Hotchkiss dealers is a tremendous task! Sometimes it has been 
necessary to disappoint dealers whose loyalty to Hotchkiss through 
many years deserves better treatment. In practically every instance 
of this kind however, Hotchkiss dealers have co-operated in every 
way possible. 

They subscribe to the Hotchkiss idea that the customer must be 
served in spite of all obstacles, and they have made every effort, by 
adjustment of orders and by extra service to achieve this. 

We take this opportunity to thank these dealers and to assure 
them that their support and understanding forbearance is appreciat- 


ed to the utmost. 
The Hotchkiss Sales Co. 





The Hotchkiss main office and plant at Norwalk, Connecticut, 
which grew from a little one room building on the same location. 


| OT kK | NORWALK, CONN. U. S. A. 
**Pioneers in all that’s best in Stapling’ 
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keeping regulations points out that compliance with 
these regulations does not relieve the employer of the 
record-keeping requirements of other federal agencies 
such as those of the Bureau of Internal Revenue in the 
matter of Social Security taxation or state or munici- 
pal regulations. “In some instances,” the bulletin 
states, “there are differences in record-keeping re- 
quirements provided under state and municipal wage 
and hour acts, ordinances or orders and those provided 
in the record-keeping regulations issued under the 
Fair Labor Standards Act. These differences primarily 
arise from differences in the basic provisions of the 
acts, ordinances or orders under which these agencies 
operate, such as, provision for the establishment of 
piece rates or minimum weekly wages; limiting daily 
or weekly hours of work; prohibiting the employment 
of women or minors in certain occupations or indus- 
tries. 

“Likewise in some instances other federal agencies, 
such as the Bituminous Coal Commission, the Inter- 
state Commerce Commission, the Bureau of Internal 
Revenue (social security taxation) may require the 
keeping of certain records not required by these regu- 
lations or the submission of separate reports to them. 

“Since there are these many differences between the 
minimum wage, maximum hour and employment re- 
quirements provided in the Fair Labor Standards Act 
and those provided in other acts, ordinance and orders, 
the Wage and Hour Division record keeping regula- 
tions (Part 516) may vary in several important regards 
from those required by other agencies. Where this is 
true, the employer is not relieved of the requirements 
of these other agencies by keeping or maintaining rec- 
ords as herein required.” 


Records in Special Form Not Required 


The bulletin emphasizes that there is no requirement 
to keep records in any specified form. “The require- 
ment,” according to the bulletin, “is that the employer 
maintain records which contain the information and 
data named or listed. This permits the employer con- 
siderable latitude in the order, form, and content of 
his records. 

“Likewise, there is no requirement that all informa- 
tion and data be carried, item by item, on each payroll. 
Some employers carry on the payrolls all the informa- 
tion and data required. Still others carry on the 
payrolls total figures on hours worked, wages received 
and deductions made for each employee. Individual 
employee personnel records, currently maintained, 
contain the details on name, employee symbol or num- 
ber, age (if required), occupation and other related 
general information; while individual time or work 
cards or workforce sheets show the detail of daily and 
weekly hours worked, salary, hourly rates, piece rates 
or other rate basis and weekly straight-time earnings 
and overtime excess compensation. Still other records 
may furnish the detail on additions to or deductions 
from wages due. There is no requirement that all such 
information and detail shall be maintained on one 
payroll. The information and data, however, must be 
contained in some legible records.” 

Many of the minor revisions in the new regulations 
are the result of two years’ inspection experience and 
examination of the payrolls of thousands of establish- 
ments. 

Although executive, administrative, professional em- 
ployees and outside salesmen are not within the wage 
and hour requirements of the law, the regulations 
require among other things that a record be kept of 
the total wages or salaries paid them each pay period 
and show the basis on which such wages or salaries are 
paid. Current regulations require only recording of 
the name, address, and occupation of such employees. 

All additions to or deductions from cash wages for 
rent, company store purchases, etc., may be recorded 
on a pay period basis where they do not affect mini- 
mum wage or overtime payments. Where they do 
affect cash payments of at least the minimum or 


REAP HARVEST 
OF NEW PROFITS 


Sell your customers CLEAR PRINT WOOD 
STAMP PADS and you'll never have kick 
backs. Made in 4 popular sizes. Planted 
in the right spots they result in a big crop 
of repeat orders. 

















l. Tests show double 
life of average pad. 





2. Easy re-inking. 
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STAMP 


"UCTigggs 
BP 


3. Won't warp or sag. 


4. Ink dries instantly 
on paper, but 
never within pad. 


5. Pad practically in- 
destructible. 


e SAMPLES sent free to 
established dealers. 


HILLIPS PROCESS CO lnc. 


194 Mill Street Rochester, N.Y. 
L. A. Phillips, President 












TILL YOU 
SEE ME IN 
UNIFORM 


















Handy Helper speaking. My bud 
joined the colors. Eight new full- 
cards show us hard at work in the 
what a top sergeant we havel She's ¢ 


We'll send your set on the 
drop a card to... 


Dennioon 


ASK FOR SET No. 148 
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A New LOWER PRICED 


ELECTRIC ENVELOPE 
: SEALER 






MODEL SL—SEALS 200 ENVELOPES A MINUTE 


MULTIPOST ENVELOPE SEALERS 
2 Hand Operated—2 Electric. 


MULTIPOST LETTER OPENERS 
2 Hand Operated—2 Electric. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 
4 Models—with & without counter. 
There are over 200,000 in use giving good service. 
30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 


ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. 100 center px. Rochester, N. Y. 
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NOW- 


during these unusual, hectic days, 
we are doing all within our power 
to maintain our usual prompt and 
satisfactory dealer service ... if, 
by chance, you experience un- 
usual delays in deliveries, please 
bear with us as Uncle Sam must 
come first ... we know you want 
it that way so we can continue 


to keep our way of life intact. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 


Manufacturers of Steel Office Equipment 





OFFICE APPLIANCES 


overtime payments, they must be recorded on a weekly 
basis and employers must preserve “all records used 

. in determining the original cost, operating and 
maintenance cost, and depreciation and _ interest 
charges.” Such records must be preserved two years. 










BFFEND AMIRICA 
13 WARD 
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ROYAL EMPLOYEES RALLY TO DEFENSE BOND DRIVE.— 
Employees of the Hartford plant of the Royal Typewriter Com- 
pany have established a splendid record for Defense Bond 
purchases. Each Thursday is set aside to list those wishing to 
purchase the bonds and on Fridays these are issued as re- 
quested. In five weeks 5300 of the Royal workers have bought 
the bonds ranging from $25 to $500 in denomination. (Lower) 
The same public-spirited workers go “all out” to help Hartford 
in its aluminum collection drive. H. T. Manning, a Royal em- 
ployee, was chairman of the campaign, and under his direc- 
tion one of Royal’s trucks was used and collected a full load 

in four hours. 

_—<—_--e 


DEALERS WARNED THAT PHONY KEY BUYER 
IS AGAIN ACTIVE 

Dealers everywhere are warned that a man who has 
defrauded several stationers by obtaining many Sets of 
typewriter rubber keys under various false pretenses is 
again active. 

The man’s operations include announcing himself as 
the new local representative of an eastern firm. He 
then obtains several sets of keys, in all cases demand- 
ing Universal keys, manufactured by the Peerless Key- 
Imperial Manufacturing Company, and having them 
charged on various excuses. Further investigation 
proves his story false. 

He is described as being about twenty-four years of 
age and having red hair. He usually gives the name of 
“Mr. Garrity.” 
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The wings of “SPEED” join the wings of the 
great American eagle. In the growing achieve- 
ment of national defense—among hundreds of 
new defense departments, thousands of new 
defense workers, millions of interrelated de- 
fense papers—Speed Products are playing an 
important part. 


Speed Products Company is proud of the 
privilege enjoyed in diverting a portion of its 
output to the needs of American security. In 
such a contribution, we feel we are helping 
to preserve a further privilege—that of serving 
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IS THE ORDER OF THE DAY 





you in the grand American manner for years 
and years to come. 

We accept, as you do, the slight incon- 
veniences that go hand in hand with emer- 
gency. Heavy defense requirements mean 
some disruption to regular trade distribution. 
But, we are not unmindful of the loyal support 
we have received from you and our thousands 
of other dealers. We are striving diligently, 
continuously, successfully, to insure that your 
customers’ increasing demands for Speed 
Products will be met with adequate stocks. 


* SPEED PRODUCTS COMPANY x 


37-18 Northern Boulevard ° 


Long Island City . 


New York 
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Distinctive Office Furniture was then selected. XN 
Built by Leopold Craftsmen at Burlington, lowa 





OFFICE APPLIANCES 





The City National Bank & Trust Co. of Columbus 
chose Sell, Inc. to plan their beautiful offices. 


THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 








for samples and prices. 














C L E A Ph G K | Pp CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
CARBON PAPER rr in 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. ne a Whitedge Billing Rolls for Ellictt- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines etnies 
TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for 
users Cameo Burroughs Posting American 
.. . ; % Machines ; 
Cleangrip combines all the desirable features of good . ‘ Reliance 
¥ : ‘ American Register Rolls 
carbon papers plus the highly important special features Tally Rolls Ribbons for Address- 
possessed by no others. Reliance ograph-Multigraph 
. . . . Teletype Carbonized 
It is profitable to the dealer as it brings new business Carbons in all] Rolls Spesinnnet 
and holds it against competition. weights andj Rolls for Elliott- 
DEALERS: Don’t overlook this business getter. Write Sudihes Addressing Machines | Dupligraph, etc., etc. 
Special Rolls 











H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 
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“Find the rey instantly” 






KERAKS 
Smart appearance chrome 
plated base. Ideal for Home 
or Office. For 10 keys $1.00. 
For 20 keys $1.75. 





Cabinets 


of welded steel. 70 Ba: 
Finished in olive 







green—equipped Www 
with lock, two 
keys and KeTags V Wii 3 
with snap hooks 







KEY BOARDS 
Racks for forty or more keys 
mounted on boards can be 


furnished. 








for any number 


For 100 keys $18.00 
of keys. Size 30 x 15 x 3 


“CADO" KE RAKS AND KEY CABINETS 


CUSHMAN & DENISON MFG. CO., 135 WEST 23RD STREET, NEW YORK, N. Y. 
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Welcome to the Convention! Both you 
who attend and you who have to stay 
home are brothers under the skin .. . 


with the same troubles and perplexing 
questions to make life more strenuous. 
. Well, we manufacturers have some trou- 
bles, too. The three M’s .. . Materials, 








Men and Machinery . . . have got us 












































“viewing with alarm.” But that’s the 

oe i i ic i = 

SQ gs a 3 8 gloomier side of the picture. The bright 
" er side is, that this Emergency will soon 





jell itself, and you and we will know 
what’s what... and if Business can’t 
call itself AS USUAL, we'll at least have 
the fun of pulling together for a grand 
cause. Heads up, boys! Let’s lick this 
situation together! You can still get 
FULTON Specialties somewhat as 
wanted . . 








Fulton SPECIALTY COMPANY, 200 Fifth Avenue, New York City 


FACTORY AT ELIZABETH, N. J. 
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..- Attention Dealers 


SATIN FINISH 
EXECUTIVE rintons 


Meet the maximum expectations of users of silk ribbons. 

SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un 
known heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR OP- 
PORTUNITY to meet all the demands heretofore supplied 
by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


él; . ITTLE. 


MANUFACTURERS Ce 


1888 Factory, Rochester, N. Y. 194] 











It’s Amazing! 
—how these ; 


STREAMLINED STOOLS 


Speed up 
Production 











The reason is they give 
a “3rd Comfort” Feature 
of “Height that’s Right” 
—always—for each work- 
er. Inside the trim look- 
ing post of each Ever-Hold Stool or 
Chair is a simple automatic self-lock- 
ing device, which never fails—and 
never gets out of order. Each worker 
simply lifts seat to most comfortable 
work-level and sits in comfort. 


VER-F/ OLD 


Automatic-Adjustable 
Stools and Chairs 

are especially attractive in appear- 
ance because they have no set 
screws, ratchets or gadgets to 
mar their streamlined 
looks nor to snag hosiery 
or clothing. Write for 
LIBERAL DISCOUNT, 
Price List and Catalog. 


Seuiaiees : Cr C. G. Campbell, President 
LABORATORY FURNITURE EXPERTS 5005 S. Center St., Adrian, Mich. 


Leaders in the Manufacture of Laboratory Furniture Since 1905 























Lt 





Simply lift seat 
to ‘Height that's 
Right.’" Adjusta- 
ble range 18 to 
24 inches 
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TRADE COMMISSION CITES ELEVEN COMPANIES 


The Federal Trade Commission has ordered 11 pro- 
ducers or distributors of tracing cloths, blueprint 
papers and various other supplies and equipment used 
by the engineering, drafting and building professions, 
and their trade association, and several of its execu- 
tive committee members, to cease and desist from a 
combination and conspiracy to fix and maintain prices 
for their products. 

Respondents in the proceeding are: Surveying- 
Drafting-Coaters Section of Scientific Apparatus 
Makers of America, Philadelphia; Arthur L. Parker, 
its manager, Paul J. Bruning, chairman, and Karl 
Keller, R. Fred Allin, and W. A. Berger, former execu- 
tive committee members; Charles Bruning Co., Inc., 
New York; The Frederick Post Co., The Huey Co., 
Eugene Dietzgen Co., Economy Blue Print Products, 
Inc., C. F. Pease Co., and United States Blue Print 
Paper Co., all of Chicago; Keuffel & Esser Co., Hoboken, 
N. J.; and Charles W. Speidel and Walter A. Kohn, 
trading as Chas. W. Speidel & Co., Jacob H. Weil, 
Edwin H. Weil, and Manfred Kranskopf, trading as 
J. H. Weil & Co., and Alphonse A. Brunner, trading as 
Keystone Blue Paper Co., all of Philadelphia. 

The Commission order directs the eleven members 
of the Surveying-Drafting-Coaters Section of Scien- 
tific Apparatus Makers of America, and all other pres- 
ent and future members, of which those named are 
representative, to cease and desist from carrying out 
any understanding, agreement, arrangement, com- 
bination or conspiracy to restrain or monopolize com- 
petition in the sale of their products, and, in pursuance 
of such understandings or agreements, from fixing and 
maintaining or agreeing to fix and maintain the 
prices at which their products will be sold by them 
and the terms and conditions, including the classifica- 
tion of customers, freight allowances and duration of 
and optional clauses in contracts, in connection with 
any sales by them of their products. 

These respondents are further ordered, pursuant to 
their agreements and arrangements, to cease and de- 
sist from exchanging information among themselves 
regarding prices, discounts, terms and conditions of 
sale to be submitted by them when bids for their 
products are requested, and from submitting or agree- 
ing to submit identical, or substantially identical, bids 
on such products when requests for bids have been 
received; from filing with the respondent Surveying- 
Drafting-Coaters Section of Scientific Apparatus 
Makers of America price lists, including discounts, 
terms and conditions at which they will sell their 
products, for dissemination by the respondent asso- 
ciation among its members; and from agreeing not to 
sell their products at a price less, or a discount greater, 
or on terms and conditions more favorable to the pur- 
chaser than those contained in any of the price lists 
filed with the Surveying-Drafting-Coaters Section, or 
from agreeing not to sell such products at a price 
less or discount greater than, or on terms and condi- 
tions of sale more favorable to the purchaser than 
those contained in the price list published by the 
seller. 

The Surveying-Drafting-Coaters Section, Arthur L. 
Parker, Karl Keller, Paul J. Bruning, R. Fred Allin and 
W. A. Berger, and their successors, are ordered to de- 
sist from aiding and assisting the members of the 
association in carrying out any of the practices pro- 
hibited, and particularly from adopting any rule or 
regulation designed or intended to prevent any devia- 
tion on the part of the members of the association 
from the prices, discounts and terms fixed and agreed 
upon by them, and from receiving from such individ- 
ual members price lists, including discounts, terms and 
conditions of sale, and disseminating such informa- 
tion among the members of the association. 

The Commission dismissed the complaint in this 
proceeding as to Scientific Apparatus Makers of Amer- 

ica, Chicago, its officers and directors, and as to Carl S. 

















OCTOBER, 1941 193 





FILING SYSTEMS and SUPPLIES 





| Sold only through Stationery and 
Office Supply Dealers—the most 
efficient and economical channel 


of distribution for filing supplies 





OXFORD FILING SUPPLY CO. 


340 Morgan Avenue , Brooklyn, N. Y. 
125 South 8th Street . ; , St. Louis, Mo. 
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Every day the mails bring us a full quota of “When can you 
ship?’’—""What happened to our last order?’ —z&*XY—"Our 
Customer is using a packing case for a desk’’—*%&2Z—and 
one old friend has just written— 


** * "So please send me most anything that will fill up 
space—no questions asked. Gotta do something. The 
acoustics in this building are so bad they frighten me.” 


Our customers know that we have been devoting every effort 
to meeting the increased demands of defense and the trade. 
That's the part every American is playing today. Through added 
machine and man power, our production has now been greatly 
increased, and Myrtle Dealers are enjoying the benefits. 


We long for the day when we may again operate on the basis 
of “Business as Usual’’—without delays or excuses beyond our 
control. Meanwhile, we express our appreciation to you for 
your patience and you may be sure that we will continue doing 
our best to serve you. 


MYRTLE DESK COMPANY 


HIGH POINT 
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Hallauer, R. E. Gillmor, and John M. Roberts, who 
were named in the complaint as its officers, the evi- 
dence having been insufficient to establish the charges 
with respect to these respondents. 
><? — 
“FREEDOM’S PEOPLE” RADIO PROGRAMS 
ANNOUNCED 

The first broadcast of “Freedom’s People,” a new 
group of six educational radio programs, opened on 
NBC’s Red Network Sunday, September 21, John W. 
Studebaker, U. S. Commissioner of Education, reported. 
The program was heard from 12:30 to 1 p. m. (EDST). 

“Freedom's People,” sponsored by a special commit- 
tee with which the U. S. Office of Education co- 
Operates, is a dramatized account of achievements 
by Negroes which have sped progress in national de- 
fense, industry, science, agriculture, social services, and 
the arts. 

“Never more than now is national unity an abso- 
lute essential,’ said Commissioner Studebaker. “The 
double purpose of ‘Freedom’s People’ is to show Amer- 
ica the abilities and aspirations of its Negro population 
and to spur Negroes themselves to greater service by 
examples of their work.” 

In the first broadcast, depicting the influence of 
Negroes on American music, leading Negro personali- 
ties in the music world participated. Other programs 
will follow at intervals of about a month. 

Grants from the Rosenwald Fund and the Southern 
Educational Foundation, together with broadcasting 
facilities offered by NBC and network stations, have 
made the series possible. 

Acting for the U. S. Office of Education in codpera- 
tion with the special committee are Dr. Ambrose 
Caliver, senior specialist in Negro education in the 
U. S. Office of Education, and William D. Boutwell, 
chief of its radio service. Irve Tunick, veteran radio 
writer, has been engaged to write the scripts. 

The twenty-eight members of the special committee 
represent white and colored organizations with out- 
standing records of service to Negroes. Members and 
their designations are: 

Dr. W. W. Alexander, consultant on minority groups, 
labor division, Office of Production Management, 
Washington, D. C. 

R. B. Atwood, president, Kentucky State Industrial 
College, Frankfort, Ky. 

Dr. Mary McL. Bethune, director, Division on Negro 
Affairs, NYA, Washington. 

Professor Sterling Brown, Howard University, Wash- 
ington, D. C. 

F. G. Clark, president, Southern University, Scot- 
landville, La. 

Philip Cohen, director, radio laboratory, Library of 
Congress, Washington, D. C. 

Mrs. Elise P. Derricotte, 
School, Washington, D. C. 

Dr. W. E. B. Du Bois, editor-in-chief, Phylon, Atlanta 
University, Georgia. 

Dr. Dorothy B. Ferebee, national 
Boule, AKA Sorority, Washington. 

Professor Frederick Hall, national president, asso- 
ciation of music teachers in Negro schools, Dillard Uni- 
versity, New Orleans, La. 

Dr. Joseph R. Houchins, specialist in Negro statistics, 
bureau of the census, Washington, D. C. 

Major Campbell C. Johnson, administrative assistant, 
Selective Service System, Washington, D. C. 

Dr. Charles §. Johnson, director, department of 
social science, Fisk University, Nashville, Tenn. 

Dr. Guy B. Johnson, research associate, institute for 


principal, George Bell 


president, The 


research in social science, the University of North 
Carolina. 

Dr. Alain Locke, Howard University, Washing- 
ton, D. C. 

Dr. N. C. Newbold, director, Division of Negro Edu- 


cation, Raleigh, N. C. 


Lieutenant L. A. Oxley, chief, Negro placement 
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COSTUMERS 


SPONGE RUBBER 
CHAIR CUSHIONS 


TYPEWRITER TABLES 
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Rid Yourself of Headaches with 
FAIR’‘S MONEY-MAKERS 


Delivered Promptly at Interesting Prices! 











These are hectic days. The merchant who seeks to 
increase his volume and assure himself of greater 
profits needs to be alive and alert to good sources 
which supply money-makers on time to cash in on 
their saleability and prompt delivery. 


Fair steps out and becomes one of your most 
desirable sources, not only because they have an- 
ticipated present market conditions, but also because 
they have increased their QUALITY, permitting you to 
get a better mark up covering your rising expenses. 


Specialized machinery, long-trained craftsmen and 
ample stock are the important elements making all this 
possible 
Realizing full well the problems that are besetting 
you, FAIR'S values and their ability to ship are per- 
mitting wide-awake merchandisers to buy and sell 


FAIR 


ORDER NOW! Get in on our present ability to ship. 


FAIR FURNITURE CO. 


215 Chestnut Street 
NEWARK, NEW JERSEY, U. S. A. 
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GARDNER, 


BALANCED ACTION 
CHAIR IRONS 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 


CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


Sacms 
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‘ 
INDEX CARDS EXECUTIVE'S 
Do your customers know quality? \ worRK SHOF: 
NSS 
Try WARSHAW'S full rotary cut N rr) enaster- 
e Index Cards on them. Sure they \ ce correctl¥, sraitsmen {ro™ 
ROLL LABELS will like them. TB [Samson tehr*by experience 
GUIDES \ hard Woe ntegrity. Pride. 
INDEX carps Reasons? No fuzzy edges. Regu- e the in jecriminating 
. ° e e. 
REINFORCED lar and uniform margins and rules. 2A of sinesses they serv 
naa No imperfect cuts. Wrapped in - 1 details. 
STICKONS = Cellophane for protection. Ne. 31—F" 
poe ccconeigaeelae buy for any man's mone 
GUMMED Y Y: 
INDEX TABS 





THE 


WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, NEW YORK 


NAPPANEE, 











MUTSCHLER BROS. CO. 


INDIANA, U.S.A. 
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ONE OF THE NEW OFFICES OF THE PENNSYLVANIA FORGE CO., PHILA., PA. 


ANOTHER DEFENSE PROJECT 


FURNISHED BY 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS. PHILADELPHIA, PA. 
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A DEPENDABLE 
SOURCE OF SUPPLY 


Cesco dealers today not only possess one of the most complete lines 
of Loose Leaf Equipment—but they are receiving prompt deliveries. 


This efficient service means satisfied customers and continued patronage. 


. ® + . 
The Cesco range of binders and forms is extensive—al! the standard 
items, plus many distinctive numbers. No other line offers such an 


attractive selection of Visible Record Equipment. 


EXCLUSIVE AGENCIES AVAILABLE 


No matter how well you may be satisfied with your present connection, 
an investigation of the Cesco Line is suggested. Why not send for the 


Cesco Catalog and details of our exclusive agency plan! 


THE C. E. SHEPPARD CO. 


4407 Twenty-First St., Long Island City, N. Y. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 


and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “~ STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. Mm 
11-13-15 Vandewater St., 
New York, N. Y. 

















The H. C. Cook Co. 


14 Beaver St., Ansonia, Conn. 
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service unit, Social Security Board, Washington, D. C. 

Dr. F. D. Patterson, president, Tuskegee Institute, 
Alabama. 

Dr. L. D. Reddick, curator, Schomburg collection, 
Public Library, New York, N. Y. 

J. A. Rogers, publisher, New York, N. Y. 

William O. Walker, president, Negro Newspaper Pub- 
lishers Association, Cleveland, Ohio. 

Dr. Charles H. Wesley, head, department of history, 
Howard University, Washington, D. C. 

Roy Wilkins, editor, The Crisis, New York, N. Y. 

Dr. Garnet C. Wilkinson, assistant superintendent of 
schools, Washington, D. C. 

Professor Charles H. Williams, supervisor of physical 
education, Hampton Institute, Hampton, Va. 

Dr. Carter G. Woodson, director, Association for the 
Study of Negro Life and History, Washington, D. C. 

Dr. Monroe N. Work, Tuskegee Institute, Alabama. 

Dr. Arthur D. Wright, president, Southern Education 
Foundation, Washington, D. C. 

U. S. Office of Education members working on the 
series, in addition to Dr. Caliver and Mr. Boutwell, 
are Mrs. Katherine M. Cook, chief, Special Problems 
Division; Dr. Fred J. Kelly, chief, Higher Education 
Division; Dr. Walter H. Gaumnitz, specialist in rural 
education problems, and Gordon Studebaker, director, 
Educational Radio Script and Transcription Exchange. 


—<—e 
WORKERS SOUGHT EVERYWHERE 

Over a quarter of a million more workers will be 
needed in the next four months to meet the require- 
ments of a selected group of 9,900 plants manufactur- 
ing vital defense materials, it was announced by Fed- 
eral Security Administrator Paul V. McNutt. 

Mr. McNutt said that these figures represent em- 


| ployers’ estimates of the number of workers they ex- 
| pect to hire up to December 31, as reported to the 
| Bureau of Employment Security, Social Security Board. 


In all, about 272,800 anticipated hirings were re- 
ported, of which more than one-half would be in the 
aircraft and shipbuilding industries. The 371 such 
establishments surveyed expect to take on 153,540 
workers by December 31. Added to the extensive hir- 
ing which has taken place in these industries in the 
last two months, this would result in an employment 
increase, over July levels, of 41 per cent in the aircraft 
industry and 44 per cent in shipbuilding 

The types of workers most in demand, in the pro- 
fessional and managerial class, are tool designers 
and aeronautical engineers. In the skilled trades the 
greatest need is for machinists, arc welders, sheet- 
metal workers, engine-lathe operators, tool makers, 
milling-machine operators, turret-lathe operators, ship 
fitters, marine machinists, machine shop inspectors, 
and ship carpenters; and in the semiskilled trades, for 
detail assemblers in aircraft manufacturing, floor 
assemblers, aircraft riveters, single-spindle-drill-press 
operators, final assemblers in aircraft manufacturing, 
and punch-press operators. In virtually all of these 
occupations, the anticipated demand for workers far 
exceeds the supply of qualified and available workers 
registered at State employment offices. 

More than one-fifth—61,570—-of the total number of 
hirings are expected to occur in California, principally 
in aircraft and shipbuilding. New York and Pennsyl- 
vania follow with approximately 35,100 and 32,400 hir- 
ings, respectively. These are concentrated in aircraft, 
shipbuilding, and iron and steel. A substantial num- 
ber of hirings is also expected in Ohio with 23,700 addi- 
tional workers needed; Michigan, 21,600; Washington, 
16,960; Maryland, 13,840; and Connecticut, 11,900. 

Mr. McNutt explained that the Bureau of Employ- 
ment Security, through its affiliated State Employ- 
ment Services, regularly obtains information on the 
future labor needs of important defense establish- 
ments in order to make necessary arrangements, in 
advance, for recruiting and training the number and 
kind of workers who will be required. 














OCTOBER, 1941 


199 





100th ANNIVERSARY IN 1942 
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FOR 99 YEARS 
this banner has meant Reliability 


Through four wars, through buyers’ markets and sellers’ markets, through all the turmoils 
of diverse business cycles of the past 99 years the famous B & P trade mark has been an 
undeviating symbol of soundness, integrity and reliability. 

We proudly display it again, at this time, as a guarantee that all you have learned to 
expect of Boorum & Pease Company will continue to be faithfully performed. 


BOORUM & PEASE COMPANY 


GENERAL OFFICES: 84 Hudson Ave., Brooklyn, N. Y. 


BOSTON: 29 Otis Street ) ST. LOUIS: 115 S. 8th Street a CHICAGO: 538 S. Wells Street 
349 BROADWAY, N. Y. C. 
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FOUNT-O-INK 
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e of Better Grade Merchandise 


Executive Gift Jewel Utility 
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SS : 
No. 25-S. Black and Antique No. 22512-A. Mahogany and No. 21-TABR. Plastic Amber No. 4-Twin. Black Plastic 
Silver finish. Antique Bronze finish. and Antique Bronze finish and Porcelain 


MANY OTHER MODELS IN METAL AND PLASTIC, AND PORCELAIN 
See them at N.S.A. Convention, October 6, 7, 8 and 9. 

WRITE FOR 1941 CATALOG. ASK FOR OUR BROCHURE, AN INTERESTING 

BOOK OF STATISTICAL FACTS AND PERTINENT SELLING INFORMATION. IT’S FREE 


GREGORY FOUNT-O-INK COMPANY 


2652 Pasadena Avenue, Los Angeles, California 











MODEL MODEL 


STATIONERS: Your You can also offer 


discounts on Roberts your customers the 


Machines permit you largest line of “Large 


to earn definite profit Fieure” Automatic 


on each sale. They Machines and other 


are high enough to . : 99 
oe ‘ef A Sade “Specials. 

give you an incentive 
to distribute these Your customers will 
fast-moving. quality enjoy using these 
products. machines because of 
We will appreciate their easy action and 


neat. clear impres- 





your inquiry for de- 





tails. pressions, 





The Quality Machine for general A hand lever machine for ir- \ leader in the low price field 
. eg . . ‘egular yvering. Each de- ‘ 
office use—5 automatic dial set regular numbering 3 
pression of lever advances the 


actions. All steel construction. proper wheels. 


. 4 or 5 automatic actions. 


Roberts Numbering Machine Co. 
694-710 Jamaica Ave. 8 Brooklyn, N. Y. 
Western Distributor 


Louis Melind Company 


362 W. Chicago Ave., Chicago, Tl. — 593 Market St., San Francisco, Calif. 
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BAUER’S LIBRARY DONATED TO BOSTON COLLEGE 
BY HIS SON 

An extensive library of mathematics and mathe- 
matical physics numbering several hundred volumes 
last month was donated to Boston College by Paul 
S. Bauer, son of the late Ralph S. Bauer, former 
mayor of Lynn, Mass., and past president of the Na- 
tional Stationers Association. Mr. Bauer died two 
months ago. 

The gift was received on behalf of Boston College 
by the Rev. George A. O’Donnell, S.J., chairman of the 
department of mathematics and dean of the gradu- 
ate school. The younger Mr. Bauer also directed that 
a fund be provided for the upkeep of the library. In 
acknowledging the gift Father O’Donnell said: 


“Boston College is indeed deeply appreciative of the 
generous gift of Mr. Bauer and likewise is pleased that 
the library has been given to us in memory of one of 
Lynn’s outstanding citizens, former Mayor Ralph S. 
Bauer.” 

Included in the library are a great many books on 
electricity, radio engineering and electrical communi- 
cations. Some of the volumes bear the autograph of 
the late Professor Fredholm who was famous for his 
work in the field of integral equations. 

Among the works are a collection of monographs 
on the theory of functions edited by Borel; Sabine on 
acoustics; Fourier on the analytical theory of heat; 
Heaviside on electricity; Watson on Bessel functions 
and books by Courzat and Volterra. 

Mr. Bauer was one of the leading members of the 
office equipment industry for forty-five years and 
gained wide prominence by virtue of his activities on 
behalf of the stationers association which he once 
headed as president. In addition to that he took a 
prominent part in politics and was mayor of Lynn 
from 1926 to 1930. 


*—-? 


GENERAL FIREPROOFING OPENS NEW BRANCH 
OFFICE QUARTERS IN CHICAGO 

As this issue goes to press the General Fireproofing 
Company, Youngstown, Ohio, is holding the formal 
opening of new quarters for its Chicago branch in the 
Carbide and Carbon building, 230 North Michigan 
avenue. 

Lights were blazing and an entire staff, headed by 
Company President George Brainard and Branch 
Manager H. A. Brainard, was on hand to welcome 
visitors on September 26, the “open house” day. And 
the visitors were to be given a tour of inspection of 
one of the most modern office furniture branch offices 
in the country. 

Entirely illuminated by indirect lighting, the offices 
take up the whole third floor of the building. Each 
department is complete in itself, service department, 
order and billing department, engineering and drafts- 
man department and display sections. There is a 
room set aside for the salesmen, with a desk, tele- 
phone and private file for each man. Glass parti- 
tions in conjunction with the excellent illumination 
arrangement provide the maximum of light. 

A long and wide corridor has been developed into 
a specially-arranged and attractive display section. 
Each of these is in the nature of a large room without 
doors but with an archway over which is an electric 
sign designating the nature of the display within, such 
as “Railroad Seating Division,” “Goodform Aluminum 
Seating” and “Division of Filing Methods.” There is 
also a model office, equipped with all of the necessary 
furniture and fixings which is appropriately labeled 
“Office of Mr. John Doe.” 

It is expected that a complete report of the new 
branch and a story of the formal opening together 
with pictures will be available for presentation in the 
November issue. 












“| NEVER 
KNEW YOU 
CARED — 








what kind of type- 
writer ribbon and 
carbon paper you 
bought,” said the 
sales girl over the 
phone. 


“T care a lot.” said 





the voice, “be quite 
sure it’s the U. S. brand.” 

(Dealers: There’s a real profit story connected 
with the offer below. Send for it today.) 


Please attach coupon to your business letterhead. 





U. S. Typewriter Ribbon Mfg. Co. 
Filbert at 10th Street 
Philadelphia, Pa. 


Please send samples and price list. 

Name 

Company 

Address 

City " State 
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Your Customers 
are 
Posture-Conscious 


and here’s a 
chair that 
makes PROFITABLE 


SALES 


Here’s a posture chair for most any requirement. 
It’s solidly constructed for comfort and durability. 
In addition to slat back style shown here, it is also 
available with upholstered seat and slat back, with 
saddle seat and upholstered panel back or full up- 
holstered back. Write for details and prices today! 


High Point Bending & Chair 
Company 


Siler City North Carolina 
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WALNUT ASSOCIATION MAKES NEW MOVIE 
FOR FURNITURE TRADE 

Entitled “American Walnut,” a new sound-color 
motion picture has recently been made by the Ameri- 
can Walnut Manufacturers’ Association as a means of 
aiding salesmen and decorators by presenting many 
important selling points about walnut products. 

Free showings of the new film can be arranged by 
contacting the association at 616 South Michigan ave- 
nue, Chicago. The picture runs about twenty-five 
minutes and the equipment needed is a 16mm sound- 
on-film projector and screen which can be rented from 
local camera supply houses at nominal cost. 
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Atlanta, Ga.—C. E. Stacy, local systems branch manager for Remington 
Rand Inec., has returned from Benton Harbor, Mich., where he spent one 
week attending the company’s special conference on defense record-keeping. 
He was one of seventy selected to take the course._JHR 








Canton, Ohio..-Plans for a one-story sceel addition to increase storage 
and working space at the Diebold Safe & Lock Company plant on Mulberry 
Road, Cleveland, have been announced by Adolph J. Roos, president of 
the firm. No estimate of the cost was made.—AK 


“WEILTAR® 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 


Lawrence, Mass.—Gus Burke, for many years associated with the A. L. 
Cole Company, has severed that connection and is now a member of the 
staff of MeQuesten’s, a new and progressive commercial stationery com- 
pany here. 

Porterville, Cal...Hal Landers has opened the Porterville Stationery 
Store in the former location of Rose’s Stationery.—SS 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired | Salinas, Cal.—Margaret Breschini and Elita Hawley as the Marg-Elita 
h N f 2 a-ehet F dl Stationers have succeeded the Hughes Stationery. They have recently ; 
shape. (No soft stampings used wha soever.) or cra e opened a new store, completely modern, at 214 Main street.—SS 
slides our ball bearings and rivets are in one unit for - ss 3 a Oe ; 

. : . . ° San Francisco, Cal...S. M. Silver is moving his stationery and equip- 
quick assembly. 95% of filing cabinet drawer slides in | ment headquarters from 830 Mission street into large quarters at 509-11 
United States and Canada operate on “Kilian” unground | Market street. He announces that in addition to everything else in the 

| line of office equipment, he will carry an ample stock of office furniture, 


bearings. Samples made to your specifications. 1 
|} new and used.—SS 


Shreveport, La.—The Firmin-Greer Company is a new stationery and 


Kilian Manufacturing Corp. | office equipment firm which has been formed here following the consoli- 


. | dation of the Terry-Cowden Company, local printing establishment, and 
SEEPS VES Warnes Rowan Syeacnes, ow York the Firmin-Greer Company, of Marshall, Tex. The new organization will 


eccupy quarters at 203 Milam street Treher Firmin, president of the 
f: U 


CARBON [loro 
PAPERS ==% 
CARBON 


INKED PAPER 
RIBBONS —=— OTHER MACHINES 


“QUALITY” “ECONOMY” “SERVICE” | 


























TYPEWRITER S 


Akron, Ohio.—J. C. Ostendorf, owner of the Akron Typewriter Company, 
113 East Market street, recently returned from a successful fishing trip at 
Lake Nipissing, Lovigne, Ontario. He was accompanied by Mrs. Ostendorf 
} and Mr. and Mrs. N. Quist.—AK 


San Francisco, Cal.—George H. Anderson, proprietor of the Typewriter 
Service & Supply Company at 50A Second street has gathered together 
about fifty old and discontinued models of typewriters Mr. Anderson, 
for eighteen years a typewriter mechanic, uses his collection primarily 
to demonstrate the development of mechanical principles in typewriter 
construction, though some queer mechanical oddities of the earlier ma- 
chines are interesting. Mr. Anderson makes practical use of his collec- 
tion by using a different one every week as a window piece.—SS 



























TYPEWRITER, 




















Charlotte, N. C.—Because of steadily increasing business E. R. Abernathy, 
distributor of Mimeograph duplicators and Multigraph machines, has ex- 


| panded his quarters by taking a lease on a store building at 610 and 612 
| South Mint street. The company formerly occupied the premises at 608 
Mint street. Mr. Abernathy has been in business for fifteen years and has 


built up his organization to the point where it now does a large wholesale 
and retail trade between the states of Maine and Texas. 


A trial of Neidich Carbon Papers 


Toledo, Ohio.—Police have been notified of several thefts in recent days 





wri ; will involving a number of office machines. Among the robberies reported 
and Type ter Ribbons be | were those of the Toledo Bargain Lot, which lost a typewriter and an 
a adding machine, and a local WPA workshop, from which was taken a type- 
more convincing than a thousand salen a 
words describing their points of 








excellence. PENS AND PENCILS 
Write for full details. 





Atlanta, Ga.—Joe Marlin, for the past four years connected with the 
advertising department of the Scripto Manufacturing Company, has 


N] : resigned to accept a position with the Stein Printing Company here.—JHR 
St. Louis, Mo.—The Joseph Lipic Pen Company, retail distributors of 
pens and pencils, has moved its store, office and repair department to 


ft 
i 
. ee 813 Locust street, one door west of its former location, where air-cond- 
1| BURLINGTON, N. J NEW YORK, N. Y tioning equipment is being installed. The firm was founded by Joseph 
ii itil asi Pia Lipic, Sr., who is still active and is now assisted by his two sons, Joseph, 


ST. LOUIS MO. SAN FRANCISCO, CAL. Jr., and Leonard Lipie.—CG 
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wt These famous Moore products—Push-Pins, Push-less Hangers (the > 4 
; hanger with the twist) and Metlhed Maptacks will be on display S- —" » 
| at our booth No. H:5 at the N.S.A. Convention, October 6, 7, 8, 9. > “ 
Stop in and see the new, UN photogenic Moore Maptacks. 
The Original Push- | t Metihed Maptacks 
Pins with Glass : : 














Heads and Ground | 
Steel Points. 


Consumer Sales Promotion 


National advertising for Moore products appears 
before a grand audience of reader-buyers. Urging 
purchasers to patronize their favorite stationery store, 
it is proving of profitable advantage to dealers every- 
where. Write for free catalog and price list. 


HOLLAND'S 


ee Hinge pame ny ite b 











MOORE PUSH-PIN COMPANY Since 1900 


113-25 BERKLEY STREET, PHILADELPHIA, PENNA. 


Indiana Desks Fit Perfectly into any Business Picture! 


No. 1414: 66"x36" 


Smart Design 
Quality Materials 


Painstaking Con- 
struction 


te, 





Write for catalog 


INDIANA | DESK COMPANY 


JASPER INDIANA 
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THE NEW 


AMERICAN VISIBLE 


MODEL 41 C 


CARBON COPIES MACHINE 


654321 


Facsimile Impression 


Will make up to 10 good 


carbon copies 
Write For Details. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 





All Leading Stationery Departments 
are now featuring 


INKOGRAPH 


The Only Successful Stylo 


Dealers all over the countrv are enjoying greatly 
increased sales due to the demand created by our 


National Advertising Campaign now appearing 
in 
Life Saturday Evening Post Colliers 
Liberty and Look 
If you are not handling Inkographs, why not 


send for catalog and discounts. 


INKOGRAPH CO., INC. 


World’s Largest Manufacturers of 
Pencil Pointed Pens 
204 Hudson Street New York, N. Y 








MOVE YOUR SLOW MOVERS with 
poe TS ho 


Formerly $25.00 
now 


$g9> 


with 16 inch 
table 


Every part made in 
our own plant makes 
this low price possible. 
Turns 3 revolutions per minute. Carries 200 Ibs. 
Made of 16 gauge steel. Alternating current only. 
Write for literature on wide variety of turntable types. 


GENERAL DIE & STAMPING CORP. 
265 CANAL ST., NEW YORK, N. Y. 












BESZ,AEST 


REGUS RUBBER Par off 


PAPERCEMENT | 

















A profitable and na- 
tionally advertised 
line. Clean and 
speedy. Stocked by 
leading distributors 
everywhere. 
DEALERS! Write for 
rice and Distributors’ 
ist. 


“SELL THE BEST!” 








RUBBER a ASBESTOS CO 
TRENTON, N. } 


A SIZE FOR EVERY PURPOSE 
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Put A SENTRY 
SAFE on Duty 


and you'll be providing dependable, 
new-safe protection at a used safe price 


. INSIDE DIMENSIONS: 15” x 12” x 121” 
y WEIGHT: 245 Lbs. 1-Hour Protection 
50 . 
f) « DEALERS: You can make quick profits on this lower 
L/ST priced safe. Many exclusive territories open. Write 


LUM MALLLAAM Te 


545 WEST AVE. + ROCHESTER, N. Y. 








C4, we Can Deliver! 
The Famous MITE 
One Pound Postal Scale 


The MITE is carefully manufactured to meet all 
modern requirements. 





Accurate and sensitive—dial is complete having 

5 three letter rates, three package rates and eight 

Retail Parcel Post rates to its capacity of one pound. 

$1 95 Dealer and Customer Satisfaction Guaranteed. 
. 


Write for increased discounts and sample. 


MASCO CORPORATION 


277 €E. Erie St. 
Milwaukee, Wis. 























Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange, N.J. 











CRAVVIER 


The Complete Line of 
Pos ture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 
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THEY AlL SAy * YES 





We PrereR TEMPO FILM srEncits 
“y i . 


~~ 


“ 















Tu 


af 


S 


~~ 


» 


< Ya 
" 
» 


Let us tell you more about the merits of 
TEMPO FILM. Write for details of exclusive 
dealer plan. 


MILO HARDING COMPANY 


436 West Pico Blvd., Los Angeles, Calif. 
617 Commonwealth Annex, Pittsburgh, Penna. 
















Attractive 


TYPEWRITER RIBBON LET'S GO 


counter display FREE 
with one gross order of 
assorted ribbons. Each rib- 


eng poner - bon removed is gravity re- 
—— placed. 
SOO S® 54 


different ribbons always in 


full view. “In full view" THRU 1941 


power of suggestion pro- 


oe -e o-ee 











motes counter sales. The Complete Line of Office Equipment in Steel. 
Al FN ART STEEL CO., INC. 
FREE! WRITE TODAY! ae NEW YORK, U. S. A. 





NEW YORK, N. Y. 











—Yowr QUESTIONS 
ANSWERED free | 


Subscribers to Ofhce Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 






D A R N L L FLOOR PROTECTION 
EQUIPMENT 


Lt pis v0 seit 7o0- Quality 





ITS EASY 
TO SELL! 
IF IT'S 


DARNELL 


A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 





The Office Appliance Company: 20 North 
; ; ’, 6.2) & eae eon: ae ae ; 
| Wacker Drive, Chicago, U. S. A.:::::32: DARNEL ie ge iy Na hls 


CORPORATION, LTD. } 60 WALKER ST., NEW YORK 
























BUILD good-w ana rders with the preferred 









Daco line. Write today for catalog A, available to all deal ' 
. Saat iy ee pread Grippit with your fingers 
- and see how it rubs off, leavin 
> Fone Syne © Filing Folders them cleaner than before. See aan 
° e ane fore. § 
@ Printed and Ruled Stock Forms @ Guides and Indexes . . 
: it brings actual pleasure to the 
@ Special and N.C.R. Forms @ Bank and Insurance Forms . 
pasting of charts, reports, stamp 






albums—erstwhile pesky jobs . . . 
Look for this display on stationery 






Manufacturing Specialists for a 
th~ Quarter of a Century 
DACO 2 

THE DACO CARD s INDEX CO. 


9 FEDERAL COURT + BOSTON,MASS 






counters ... Write us for newly 






designed, larger tube Free 









Harriman-Welts Products Co., 200 Summer St., Boston 




























YOUR CUSTOMERS 


You make satisfied customers when 
you sell Clarotype. You increase 
your profits, too, because this type 
cleaner works so well, it makes re- 
peat sales. More than 4500 dealers 
sell Clarotype because it pays in 


profits, and in customer acceptance. 
Write today for liberal discounts 
and samples of free advertising aids 


The Clarotype Company, Inc. 
16-L_ Hudson Street, New York City 







oe 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 








Map and 
Plan 
Steel Units 





In every draught- 
ing room or of- 
fice where maps 
and plans are 
handled, there is 
a source of 
profitable  busi- 
ness with B-M 
Map and Plan 
Units. A com- 
plete assortment 
of sizes. 


Write for 
information. 


Browne-Morse Company 
Muskegon, Michigan 














Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 


Speed Key Mfg. Co. ze gaunt 


Models ial Every Office and 
Industrial Need 
SPEED-MO 
STAMP PADS 


Efficient under the most dif- 
ficult conditions. They keep 














} 
4 
if 





clean even without covers. 


Specified by leading organ- 
RIVET-O MFG. CO. 
97 Jason St., ORANGE, MASS. 
or Louis Melind Co., Western Rep.: 
362 W. Chicago Ave., Chicago, Ill. 


——_———— 


izations because long lived, 
silent, sweat and sag proof. 


Write for dealer offers. 
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AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationers merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 





SEND US THIS COUPON ©*°°:==-==- 








To F. W. BRIDGES LTD., 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street. 

HEREFORD, ENGLAND (Late of Grand Building, Trafalgar) 


Please send to the address below Free copy each quarter of 


the BRITISH STATIONERY EXPORTER. 


Name 


Address 


Date 
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PROFITABLE 


(FOR YOU) 


PRACTICAL 


(FOR YOUR CUSTOMER) 





SLIDING < No. 550 
LEAF ae +6” 
SUPER- LIST PRICE 
STAND Top size, 
14x171,4. 
SHIPPED 
SET-uP ALSO MADE 
FULLY IN 16x20. 


x 
_ No. 2550 


ai - $g.45 
eae ee eee LIST PRICE 


FINISHED IN OAK. GREEN. WALNUT 
OR MAHOGANY LARGE SW'VEL 
CASTERS ASSURE UTMOST PORTA- 
BILITY IMMEDIATE DELIVERIES. 


1615 MELON ST. 
PHILADELPHIA, PA. 


RIVETED » 
TOGETHER. : 
RIGIDITY 
GUARANTEED 


THE LEAF EJECTS FROM EITHER 
SIDE BY MERELY PUSHING TO THE 
DESIRED SIDE. TOPS AND LEAF 
MADE OF FIVE PLY wooD. 


METALSTAND CO. 


STOOLS and STANDS 
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DAYTON STENCIL 
WORKS CO. °chis™ 


ALLEN @ WALES 


MACHINE 
CORPORATION 


ADDING 


444 Madison Avenue NEW YORK CITY 








SIMPLIFIED Simple 
PAY-ROLL AND INCOME TAX Compact 
RECORDS Complete 


EZYKEPT 


Pay-Roll and Income Tax 
Books for Small Business 


New tax laws require every business to keep a complete set 
of records. EZYKEPT books provide for all essential information 
in compact form and are reasonably priced. Sold by hundreds 
of stationers. Investigate unusual profit possibilities. 


THE EZYKEPT COMPANY 


Box 475 Champaign, Illinois 








Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. | 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 

























Scientifically brush- 
moistens gummed surfaces 
for tight, solid adhesion. Safer, 
cleaner, more sanitary. 
This model has generous 3” brush that 
properly moistens larger envelopes as well as 
regular office size. Nickel plated, enameled. 
Hot-dipped galvanized, rust proof tank. Low retail 
price. Dealers write for generous discount on this and 
other sizes 


A. W. KELLOGG SALES CO., waltham, Mass. 
BETTER PACKAGES, Ine., Shelton, Conn. 


Sole Distr. 
Manufactured by 

















PATENTED Sales Features Never 
Before Offered at any Price! 


® Can't spill, even if turned upside down . and other 


advantages. 
Complete SET RETAILS FOR 75c. 
Write for complete information. 
PREFERRED PRODUCTS 
P. O. Box 716, Toledo, Ohio 


NON-SPILL 


INK WELL 


STEEL FILES 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, 
GENEVA, ILLINOIS 


INC. 
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STEELCASE is the Prosperity Line! 


For many years, Steelcase has consistently com- 
manded good profits for hundreds of progressive 
dealers. Customer acceptance and customer satis- 
faction coupled with steady active turnover have 


in good measure been contributing factors. 


When new equipment is planned—where prog- 
ress obsoletes the old and creates the need for new 
Steelcase Franchise 


and better equipment—the 


becomes a most valuable asset. Day by day, in 
every section of the country, Steelcase dealers are 


consistently proving this fact. 








STEELCASE 


Susiness Equipment, 


> — 











METAL OFFICE FURNITURE COMPANY 


Grand Rapids Michigan 


| i WHERE BUSINESS SUCCEEDS 





OFFICE APPLIANCES 


FELCASE 


(tice Equipment 


—the Leading Line for 
Quality, Value and Style! 


Installation after installation “going 
Steelcase” confirms Steelcase superiority 
long acknowledged by knowing executive 
buyers ... and what they demand. Con- 
tinued advancement in design, construction 
and utility is the keynote of the Steelcase . 
success record. j 


~ 
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INFORMATION 
TODAY ! j 








THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


ee Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-eight years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 





























pROFIIS: IT’S POLITE TO POINT TO PROFITS 


; Pardon us for pointing. But...now is the time to think 
ye of Christmas profits. Underwood Portables assure alert 
Dealers of ample profits at Christmas — as well as all 
year ‘round. 

Underwood Personal Typewriters are backed by 
national advertising, reliable service, smart promotion 
and these factors all add up to one important word for 
you, Mr. Dealer... PROFIT! 


Underwood Portable Typewriters We repeat, now is the time for 
are built by the master craftsmen all good Dealers to get ready for 
who have given the business world Christmas prof/ts. For details of 
more than 5,000,000 office size © Underwood Portable Dealership 
Underwood Typewriters. plan, write... NOW. 


UNDERWOOD PORTABLE TYPEWRITERS 


MADE BY THE TYPEWRITER LEADER OF THE WORLD 





























A MODEL FOR Portable Typewriter Division 
— UNDERWOOD ELLIOTT FISHER COMPANY 
A PRICE FOR ONE PARK AVENUE, NEW YORK, N.Y. 
EVERY PURSE Sales and Service Everywhere 





